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From a painting in color by Milton Menasco* 


BATTLE OF THE JAVA SEA 


A Review by Fletcher Pratt, Noted Naval Authority 
In the late afternoon of February 27th, 1942, a patchwork fleet 
under Admiral Karel Doorman of the Dutch Navy and which 
included the U.S.S. Houston and four U. S. destroyers, closed 
with a Jap fleet that contained at least two heavy cruisers and 
six light. 

Doorman won a temporary victory. But that night two cruisers 
were sunk in a submarine trap and next day the other Allied 


cruisers were lost fighting 
AMERICAN 





greatly superior forces. Java 
fell 
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American Manufacturing Company, Noble and West Sts., Brooklyn 32, N. Y 


Sales Offices: Baltimore, Boston, 


While producing American “Superior” Manila Rope and ‘“War- 
Eagle” Sisal Rope for vital war uses, we are making every effort 
to provide our trade with the very best substitutes. The 
“American” ropes your supplier has may be accepted with com- 
plete confidence. CONSERVE ROPE. Write for free booklet 
“ROPE FIGHTS.” 


*FREE PICTURE SUITABLE FOR FRAMING 


A full-color reproduction of the above painting, with a 
chart and additional details about this engagement, may 
be had upon request. Write for your copy today. 


AMERICAN ROPE 


OAKUM - 


PACKING 


. Western Factory: St. Louis Cordage Mills, St. Louis 4, Missouri 
Chicago, Houston, New Orleans, Philadelphia 


March 2 


NO. 1 IN THE “AMERICAN” SERIES OF UNITED STATES NAVAL VESSELS IN ACTION x 
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[t doesn’t take much imagination to picture the 
tremendous demand there’ll be for aluminum 
ware...when millions of after-victory homes 
are founded...when other millions of home- 
makers can again buy the aluminum cooking 


utensils they’ve wanted for so long. 


The postwar planning that Aluminum Goods 
Mfg. Co. is doing these days will bring alumi- 
num ware to your store...as fast as possible, as 


soon as possible. On this you can depend. 


Yes, and when aluminum cooking utensils 


are again available, you can depend on the 





‘Hardware Manufacturer-Jobber-Retailer system 


of distribution to be more valuable to you and 


your customers than ever before! 


ALY /ja IN UM " 


MANITOWOC WISCONSIN 
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THE GUARANTEED ALUMINUM 
A MIRRO PRODUCT 
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THE 
BUSIEST MAN 
IN THE U.S. 


Can help you 
keep up 
wartime sales 


The farmer in your community is a 
ready source of wartime business...and 
to help direct the greatest possible 
amount of that business to your store, 
Yale has built its seventh Wartime 
Progress Plan promotion around the 
types of hardware needed on the farm. 

The seventh issue of THE YALE VIC- 
TORY NEWS, coordinated with the 
national “Food Fights For Freedom” 
campaign, will appear shortly in your 
hardware paper. Yale’s SATURDAY 
EVENING POST advertising will appeal 
to farmers in the POST’S tremendous 
audience, and tell the general public 
how hardware dealers are helping in 
vital food production. 

As always, Yale’s national advertising 
continues to urge Mr. and Mrs. America 
to “Shop At Y our Local Hardware Store” 


~YALE~ 





Yale Puts 3 Big Sales Movers 
Into Your Business 











The name YALE helfis make the Fate 


THE YALE & TOWNE 


MANUFACTURING CO. 


STAMFORD, CONN., U. S. A. 





Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as second-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 (Printed in U. 8S. A.) $1.00 per year. Single copies, 25¢ each. 
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grow your own SEEDLINGS 

FOR YOUR vic TORY GARDEN 
Use The Coldwell Chemi - 
Good of eas Tas oo 


soilless commercial growers 
the strength of the solution with instructions 
ts 


use. 
complete and descriptive booklet com- 
one of ‘known authorities 


diaim to magic 
wonders springing UP over night. 
promise, , hardier, thier, 
transplantable seedlings, more productive 
in, a shortet growing period. I is * 
Pan acme does come OTOH Ne 
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seed bed, with 
inches by 12 
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Stock the complete line of Tavern Home 
Products and Bug-a-boo Products 


ISPLAY all these products of the Socony- 

Vacuum Research Laboratories in a smart 
Tavern Shop! There are several of these 
attractive merchandising displays — ask our 
representative about them. The right one can 
turn a few square feet of floor space into a 
worthwhile profit-making section! 


Tavern Home Products and Bug-a-boo 


Products are backed by regular advertising 
in America’s leading magazines. Both lines 
are public-accepted, priced to please. 


_ Try these tested profit-boosters! Order 
now from your nearest Socony- Vacuum Office, 
or Affiliated Companies, or TT 
address 26 Broadway, New CGaaratied 
York 4, N.Y. Sees 


mate 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax + Tavern Paste Wax + Tavern Non-Rub Wax + Tavern 


Window Cleaner + Tavern Candles + Tavern Paint Cleaner + Tavern Rug Cleaner 


Tavern Furniture Gloss + Tavern Lustre Cloth + Tavern Parowax or Paraseal Wax 


SOCONY-VACUUM 


Tavern Electric Motor Oil + Tavern Leather Preserver 


BUG-A-BOO PRODUCTS: Bug-a-boo, the Super Insect Spray 


Bug-a-boo Moth Crystals + Bug-a-boo Victory Garden Spray 
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WE GOT QUICK-UPS 


MR. BUYER—PLEASE DO THIS 


1. Install one set of QUIK-UPS (Nail in top hole—screw in bottom). While 
you're up on the ladder say to yourself: "Only one screw to put in—and 
| don't take extra trips up and down the ladder to fit a part on the 
screen." There isn't any. 


2. When you slide the screen in—safely—from 
inside the house, say to yourself: "| didn't have 
to climb a ladder holding on to a screen—taking 
a chance of breaking my neck—and gosh, the 
storm window goes in the same way, without buy- 
ing another set of hangers." 


3. Set of two mounted on an attractive Display 


Card. 
Order QUIK-UPS from your wholesaler NOW 


and be assured of ample stock. 

















WHITE PRODUCTS CORPORATION 











MARCH 2, 


MIDDLEVILLE, MICHIGAN 


1944 




















so a (ome | ee oe 


STANLEY §| HARDWARE for the 





MODERN 
“TAXPAYER” 
BUILDING 


The coming building boom in the 
average community will include those 
modern, efficient business structures 
described as ‘“Taxpayers”. And their 
construction will call for hardware of 
the most durable sort — extra heavy 
door butts — sturdy window accesso- 
ries—cabinet hinges, knobs and drawer 
pulls — and other items made to take 
the punishment of constant use. 


This will be your opportunity to 
stock, recommend and sell efficient, 
long-life Stanley Hardware —the 
hardware that delivers continued sat- 
isfaction to building owners and a 
worthwhile profit to you. The Stanley 
Works, New Britain, Connecticut. 
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Every One 
a Spring 
_Sell-Out! 











WOODFIX 







PIPE JOINT WHITE A thick pastelike material 
Perfect sealer for all pipe that when dry hardens into 
joints. Stops leaks in a jiffy. wood. Practically no shrink- 

age. 












LIQUID PORCELAIN 
Gives a hard, waterproof glazed 





finish to any chipped porcelain KLEEN-A-BRUSH 
or tile surface. Cleans old paint brushes ~~ do.m to 
the heel. Attractive self-selling counter 


display. 


SHEFFIELD RON CEMENT 
SCREEN ENAMEL Finely pulverized iron com- 
Either Aluminum or Black— pound for stopping leaks 
Bak . will not clog the mesh. Big in water, gas, oil, and steam 
i seller. pipes, etc. 
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sheffield 












FLOOR 
od CLEANER 
tiple action . : 
powder, which Paint & Varnish PURE OIL COLORS 
when mixed with Remover CRACK FILLER 30 standard colors. Triple ground in pure linseed 

removes Removes paint and Mix with water to paste oil. Unusual tinting strength. With Special as- 

paint and varnish, varnish almost in- form. Dries hard as wood. sortment of tubes in all sizes we give beautiful 
cleans, bleaches. stantly. Non-shrinkable. all metal display-and-stock-cabinet free. 





Write for Complete Catalog and Price List of Sheffield’s 40 Fast Sellers 


Che Sheffield Bronze Powders Stencil a 





Cleveland, Ohio. 





MARCH 2, 1944 











er: A NEW KIND OF CAMPAIGN | 


We started out by making a survey of 
the major Hardware Retailers. 2303 re- 
plied showing that 45.2% now rendered 
‘aw’ sharpening service—and that, of the 
remainder who do not, 47.2% were inter- 


ested in establishing such service. 


That pointed to an opportunity to 
render a service to the Government, the 
Tool User and the Hardware Retailer 
... New tools are urgently needed to 
help win the war. The Hardware Retailer 
would benefit by greater customer con- 


tact and more store traffic. The consumer 


who could not get a new hand saw 
would learn how to make his present 


one serviceable. 


All this has resulted in an unusual ad- 
vertising campaign featuring the Hard- 
ware Retailer as the man to see about saw 
reconditioning. This national advertising 
will reach saw users everywhere. Here is 
an opportunity for you to take part in 
an important program—help increase 
your present business—earn current 
good will and make future new tool cus- 


tomers. For further information write to 


HENRY DISSTON & SONS, INC., 354 Tacony, Philadelphia 35, Pa., U.S.A. 
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TO HELP BRING IN BUSINESS 
FOR THE HARDWARE RETAILER! 


WE RENDER 


Attention-getting advertisements like these are appearing 
regularly in THE SATURDAY EVENING POST, COUNTRY 
GENTLEMAN, FARM JOURNAL, SUCCESSFUL FARMING, 
PROGRESSIVE FARMER, CAPPER’S FARMER, SOUTHERN 
AGRICULTURIST, POPULAR HOMECRAFT, POPULAR 
SCIENCE MONTHLY, POPULAR MECHANICS, HOME CRAFTS- 
MAN, MECHANIX ILLUSTRATED and SCIENCE AND 
MECHANICS— with a total circulation of 14,757,228 readers! 


SAW SHARPENING 
SERVICE 


FREE To every dealer who has saw 
sharpening service available, 


Disston will supply this card for use in his 
window. It reads, “We Render Saw Sharpening 
Service.” 





The Lost Battalion Had No Radios 


1 9 1 8 ... Surrounded by Germans in the Argonne 
Forest, the 550 men of the Lost Battalion were 
reduced to 194 before rescue came. Communications 
were one-way by carrier pigeon. 


1944. .. Today, in the thickest jungles, in the 


: , / 

remotest outposts, in the air and on the sea, messages j 
are exchanged in a split second— distance is annihi- // 
° ° ? 
lated —thanks to radio and electronic products. | 













entinel 


SENTINEL Equipment contributes to the effectiveness 
of modern radio communications and the prominent part radio 
is playing achieving victory for the United Nations. Management, 
engineering and production staffs of Sentinel Radio Corporation 
are proud of their equipment as it serves on global fronts. When 
victory comes, distributors and dealers of Sentinel radio and 


electronic equipment will profit by supplying a long denied demand. 


SENTINEL RADIO CORPORATION 
2020 RIDGE AVENUE, EVANSTON, ILL. 


12 HARDWARE AGE 








z 
t 
a 





i 

& 

& 

a 
ess 
lio 
nt, 
on 
en y 
nd & 

2 
d & 
n | 
E 





3 

We Can f Sa). es when we'll be able to ship you the “Eveready” flash- 
light batteries your customers want. A large portion 
of our production now goes to the armed forces, 
Lend Lease and the Maritime Commission. Most of 
the rest are being taken by essential war industries 
with their high priority ratings ...who, just as your 
customers do, demand “Eveready” batteries first. 
National Carbon Company, Inc., Unit of Union Carbide 
and Carbon Corporation. UEC 
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* STAR RANGES HAVE BEEN LEADERS SINCE 1895 x 





Sol Leib, Buyer and Manager, House Furnish- 
ings, the A. Polsky Company, Akron, Obio. 
















“Nearly sixty years in Akron 
. . . ten of them with DVS” 


No history of the ‘‘Rubber Capital of Originally a ready-to-wear store, it was later 
America” would be complete without a story expanded into a full-fledged department store, 
about the A. Polsky Company, for this popu- and by 1931 had moved into its own five-story 
lar store is rounding out its sixth decade of building. In 1941, an additional 32,500 square R 
service to the people of Akron. _ feet of floor space were added. / 


Mr. Sol Leib, Buyer and House Furnishings & 
Manager for Polsky’s, is loyal to those lines : 
of merchandise which have contributed to the 
store’s excellent reputation “—like White 5 
Star ranges,” says Mr. Leib. “This merchan- 
dise really pleases our customers, and our 
association with DVS over a period of ten 
years has been a particularly happy one.” 

























A BORG-WARNER INDUSTRY 





*& DETROIT VAPOR STOVE DIVISION, BORG-WARNER CORPORATION, DETROIT 26, MICHIGAN * 
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lon Now 


in on the coming demand 
for OLD-FASHIONED 
AST IRON CHROME Cookware! 


anning for the post wat market, many dealers 
are reserving prominent display counters for 
- e Cookware. And wel 
zing sales 
e Pearl Harbor. 
will be even 


@ ic pi 
right now 
Old Fashioned Cast 
they should! For these 


records “Old Fashionec 
They know the deman for these products 
greater once production is resumed. 
reasons for “Old Fashioned’s” instant 
qualities, easier 


There are many 

appeal to housewive 

cleaning, long heat retention, durability, 

tion of heat, full size, and 4 modern desig that blends 

with the decorative scheme of any kitchen --° such 
add up to more sales, easier sales, volume turn 


5. Better cooking 
even distribu- 


features 
over and greater profits. 
Are you planning your future profit 
+ 2 * lines now? If so; you ll want to reserve gs 
space right “P front tor Old Fashioned 
Cookware: 


Si 
gor 


aoe Plated 
arts Since 1923 
3450 Denton Avenue 
Detroit 11 , . 
’ saliaal U S 
-s _ = 






...in our Postwar Plans! 


Here at Myers, definite postwar plans are in the making —and these 





vital plans are built around you. Our plans and yours — our oppor- 
tunities and yours —are inseparably linked together for the good 
days ahead. Busy as we are, manufacturing war. goods and doing 
our best to supply civilian needs, too, we are giving much attention 
to these postwar plans —all of which are based on the well-known 
Myers policy of complete cooperation with jobbers and dealers. 


F. E. MYERS & BRO. COMPANY 
174 Orange Street, Ashland, Ohio 


PUMPS - WATER SYSTEMS 
SPRAYERS - HAY UNLOADING TOOLS 
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* ECLIPSE quality, crafts- 
manship, performance and 
beauty remain the measur- 
ing stick of excellence by 
which the nation’s lawn 


mowers are judged. 


ECLIPSE FOR THE POST 


[ eecinse CAN RELY | 
WAR ERA 


For nearly half a century the 
world’s best lawn mowers. 














- THE WORLD'S LARGEST PRODUCERS OF POWER LAWN MOWERS 


‘ECLIPSE LAWN MOWER COMPANY 


PROPHETSTOWN, 


ILLINOIS 








They ll be in town 


mM 


And as soon as they've parked their cars, they'll start shopping. They will spend money in 
the stores which feature the merchandise they want—the goods and products they read 
about in FARM JOURNAL month after month. FARM JOURNAL is a lot more than the 
world’s largest rural magazine. It gives rural people the facts from which they develop 
their ideas and on which they act. Successful retailers know it pays to watch the FARM 
JOURNAL—to stock and display the things described in its advertising pages. 


The income of rural Americans has increased 
by billions. They’re putting a huge part of it 
into products they can get today, and investing 
a big share in war bonds which will become 
spending money after the war. Meet those rural 





These are the products in your line advertised in 
current issues of the FARMJOURNAL. Display them. 


dollars half way by featuring things advertised 
in the FARM JOURNAL. With 2,700,000 sub- 
scribers and full-family readership that runs to 
12,000,000, it is far and away the strongest sales 
influence in the rural market. 





ALCOA ALUMINUM 

AMERICAN FORK & HOE 
ARMCO STEELS 

BAG BALM 

BAG BALM DILATORS 
BILTRITE RUBBER HEELS 
BLACK LEAF 40 

BOND MO ow tol BATTERIES 
BOSS KEROSENE STOVES 


FILES 
CAT'S + RUBBER HEELS & SOLES 


CERE 
CHORE GIRL CLEANER 
CLOROX 


COLEMAN APPLIANCES 
COOLERATOR 
ppp OINTMENT 


CYANOGAS 
DANA'S DEHORNING PASTE 
DISSTON SAWS 

OUO- THERM HEATERS 
DUTCH BOY WHITE LEAD 


ee ener BATTERIES 


ee 0- “4 FEEDS 
FY 
GARDNER nil vad " ‘eee 
GENERAL ELECTR 
GLIDDEN PAINTS 
GOLDEN FLEECE POT CLEANER 


HERTZLER & ZOOK ae SAWS 


DR. HESS & CLARK PAN-A 
OR. HESS POULTRY INHALANT. 
HOTKAPS 
JACUZZI WATER SYSTEMS 
KALAMAZOO STOVES 
KELVINATOR 
KOW- KARE 
LANTZ HAY FORKS 
LARRO FEEDS 
MONARCH RANGES 
F. E. MYERS EQUIPMENT 
DR. NAYLOR’S PRODUCTS 
NEVERSLIP PULLEYS 
NITRAGIN INOCULATIONS 


NORGE 
one RMAK ELECTRIC fiony 
erectiee OIL HEATERS 
PETERS CARTRIDGES 
PINCOR 


iH PAINTS 
PRATT'S PO vLtay REGULATOR 





RE STEEL 

OR. DAVID ROBERTS PRODUCTS 
ROOTONE 

R-V-LITE WINDOW MATERIAL 


DR ego op ‘S$ PRODUCTS 
SAVAGE RIFLES 


SEMESAN BEL 
$O-LO PATCHING CEMENT 
"S COMPOUND 


veee GUNS 

TUBERTONE 

WESTERN CARTRIDGES 
NGHOUSE PRODUCTS 


ZENITH RADIOS 





Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 


LIFE, THE SATURDAY EVENING POST, or COLLIER’S. 


GRAHAM PATTERSON, Publisher 


FARM 


JOURNAL 
AND Farmers Wife 





Washington Square, PHILADELPHIA 
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Of the 
FIRST FOUR 
ONLY ONE 
covers the rural market 
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THE SATURDAY EVENING POST 


THIS ARMY 
iS READY... 


TO MARCH INTO EVERY 
AMERICAN HOME AND 
"“MOP-UPI" 

Ww Wo — cays Votes Vidor 


‘N\. 


Here are five seasoned oun of service...ready to help America 
“make it do’’ for the duration. For instance: floors look weary 
and worn from the ceaseless framp of marching feet? Then here’s 
the password from Headquarters: DOUBLE X. This white magic 
makes varnish vanish and makes old floors new; removes and 
bleaches in one operation. A pound can 
costs 75¢ at paint, hardware stores. Or, 
let’s’say your pet paint brishes are on the 
casualty list; hard, coked-up, useless. Give 
them an overnight-bath in SAVABRUSH. 
Result? Next morning the brushes wil! an- 
swer the bugle, bright and bristling, good-as-new! A 10¢ carton 
dissolves paint, varnish, shellac, enamel; saves several brushes. 
Again, suppose you want to mend “‘enemy’’ cracks, holes, nicks, 
in wood, wallboard, plaster. A 10¢ carton of SCHALK’S CRACK 
FILLER serves as an instant repair-kit. All you add is water. 
Hardens fast and stays hard; won’t shrink, 7 

crack or crumble. Then, let's say you want * ; 
to revarnish woodwork, tables, chairs, 
stairs. It’s no military secret that soap and 











water won’t really remove wax, floor oil, 
polish. Whereas WAXOFF willl A 10¢ 
carton whisks away every trace of wax and dirt; makes sure the 
varnish will dry. And, finally, suppose the order of the day calls for 
“reinforcing” a pet chair; or o caster refuses to stay put. That's the 
time to coll SCHALK’S WOOD PUTTY to the colors. Easy to 
work; contains real wood; costs only o die; Saves many a dollar! 





Free! Expert Wartime Advice from 
Peter Putter! Let Peter Putter show you how 
to be practical, patriotic, thrifty. Send for this 
full-color folder. Gives ‘tested recipes’ on 
how to have fun and save money doing your 
own Wartime Jobs ‘round the house. Schalk 
Chemical Co., 349 E. Second St., Los Angeles 12. 





























REGINA VACUUM CLEANER 
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TOPS FOR CUTTING OFF TOPS! 


The way things look right now, Smoothcut, the can opener that’s “Best 
by Test,” will be the first of Regina’s products to take the field when we 
can again make consumer goods. 

The last Regina Smoothcut can opener you sold was a honey, as satis- 
fied users everywhere will tell you. Made to last for years, it is doing 


a better, easier, healthier job of can opening because of 


te FOUR EXCLUSIVE FEATURES 
\ 


1 Patented double -angle eutter. Cuts absolutely 
clean, leaves no edge. Leaves absolutely no metal shav- 


ings to drop into food. 


2 Compensating spring. Allows cutter to operate 


smoothly over heavy seams or on thick walled cans. 


3 Easy -pierce cam. The Smoothcut cam and com- 
pensating spring make piercing almost automatic, and 


practically effortless. 


4 All parts die-cast or precision machined. Not 


even the wall bracket stamped. Strong at every point. 


We are still working exclusively for Uncle Sam and may be for many 
months more. But our design, engineering and merchandising. depart- 
ments continue planning for the future—plans that involve not only 
Smoothcut but the Regina Vacuum Cleaner and the Regina Electric 


Floor Polisher. Through this and other media you'll be kept posted. 


THE REGINA CORPORATION - RAHWAY, NEW JERSEY 


Fine Products for the Home since 1892 


REGINA ELECTRIC FLOOR POLISHER 
SMOOTHCUT CAN OPENER 
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West Beno 
| DRIP 

COFFEE MAKER 
with 

ONE-PIECE DRIPPER 


Coffee at ile Bost/ 


Probably one of the greatest contributions to the _ if you're mechanically 
brewing of good coffee was the development of _ inclined and want the 


Peg 





xl SE WR 


Sy Ree ey: 





. d . f d ° ff k d disc built into it. No 
peace-time production of drip coffee makers and  joose filter cloth or 


other aluminum utensils, you'll paper required. Also notice the dome or raised 


: ¥ portion on water distributor. This permits air 
want to feature this top notcher to escape—thereby providing uniform distri- 


among coffee making devices. bution and brewing. Good coffee every time! 


p ‘ ? ? whys and wherefores 
s the one-piece dripper by West Bend back in the of the one-piece con- 
z late twenties. Briefly, the West Bend construction struction, here's a 
g. : : fe ll th h h sketch and brief ex- 

made it possible for all the water to pass throug plenesion: 

the ground coffee uniformly at every brewing. See By “one-piece” we 
Z sketch at right. refer to the upper sec- 
o tion or dripper— 
bs When the war’s over, and West Bend returns to with the perforated 









The Navy E at 
West Bend now 
bas three stars 
for continued 
excellence in the 
production of 
naval ordnance, 
material. 













a oa 


W t *& 60 8 3 t. 








MARCH 2, 1944 








as 


Faiz WINDMILL § 
—_ DEALERS 





Monitor is answering the call for new windmills 
- to keep farm wells pumping! 


Increased manufacture of new Monitor windmills 
has been officially authorized. This is the regular 
Monitor ‘‘storm-safe" mill with automatic wind governing — constant 
pumping speed automatically regulated in varying wind velocity. 
This is the windmill with Tobin Bronze Bearings and Ball-Bearing Turntable, 
sensitive to a leaf-stirring breeze. Special V-brake and Automatic Wind 
Governor keep it under control in high winds. 





If a farmer's need of a new windmill is genuine, he should apply for 


ration certificate MR-22. Regulation towers and windmill repairs have 
also been authorized to keep old windmills in service wherever possible. 
Write or wire your nearest Baker branch. 












* BRANCHES + 
BAKER MFG. CO.: Minneapolis. Minn.: 
Madison, Wis.; Fort Dodge. la.: Cedar 
Rapids, Ja,; Omaha. Neb.; K City. 
WINDMILLS © PUMPJACKS Me: Enid. Okla; Hutchinson, Kansas 
PUMPS e WELL SUPPLIES BAKER MFG. LTD.. Winnipeg. Canada 
AXTELL CO.: Fort Worth. Tex.; Amarillo, 

B A K 3 x M A N U F A i¢ T U R l N G C 0 ° Tex.; Lubbock, Sens ‘San Rineth, Ten. 
EVANSVILLE, WIS 


MHANDIEST TO STOCK 
EASIEST TO SELL... 
(SIMPLEST TO INSTALL 








Frantz No. 111 ‘Glide’ Track for doors 
up to 1000 pounds. Requires ‘no brack- 
ets nor splices. No. 1 Glide Hanger has 
the flexible, swing-out feature. 





% Easy to stock, sell and install—those are the princi- 
pal points to consider in selecting Track for essential 
construction. “Glide’— the original one-piece, water- 
shed Track has long storm apron to keep out birds and 
weather. Hangers are hung inside door which elim- 
inates necessity of blocking track away from build- 
ing. Patented telescoping joints provide smooth, con- 
tinuous tread and 3 inch roller-bearing hanger wheels 
assure easy-rolling action. Write for illustrated folder. 


FRANTZ 


Geuararibecd BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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With the 
ARMY 


NAVY 
and MARINES 


DIAMOND TOOLS | 


on tanks and in airplanes 


Diamond Products are on every fighting 
front; in every branch of the service. 
The Diamond Calk Horseshoe Company, 
on the war front as well as on the home 
front, will continue to do its part until 
this tremendous struggle is brought to 


/ a successful conclusion. 
{ 


*+ , DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave., Duluth, Minn. 
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\ CALL YOUR JOBBER 


For These Other 
So-Lo PROFIT-MAKERS 


xk * 


} @ Washable 
| @ Non-Skid 
j eEasy to 
Apply 
9x18 FLAT 
Retails..10¢ 


9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 


kkk 
PORCELAIN GLAZE 


WHTENS az cmxs] Whitens chips, 
QUICK! EASY! 


cracks, dark spots 
/ Pp on porcelain or 


baie 
_ a LUREAW | enameled sur- 


faces. 
Retails. .++--10c 


kk 


BLUE BOND 
RUBBER 
CEMENT 

World’s Largest 

Selling Rubber 

Cement 
Retails........10¢ 


* kk 
RUBBER- 














CEMENT 
Attaches rubber to 
metal, glass, wood, 

etc. 
Retails for.....10c¢ 


kkk 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 
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So-Lo Kit contains large 
can of So-Lo Plastic, 
tubeofSo-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


At last we can announce that we can 
make immediate shipment of large quan- 
tities of famous So-Lo Repair Kits! To- 
day we are nearly caught up with orders. 
We have a huge stockpile on hand, and 
we are rapidly building up our inventory. 
Now we can keep pace with the remark- 





Nationally Advertised! 


SO-LOis a household word in millions 
of homes, factories, offices, repair shops, 
and on millions of farms. One happy 
user tells another. And year after year 
So-Lo has been advertised in the key 
magazines to tell the So-Lo story to 
all America. So-Lo ads make sales for 
you. A partial list of the magazines 
currently used follows: 

Better Homes & Gardens 
Pathfinder Grit 
Popular Mechanics 
Parents’ Magazine 
New York News 
Popular Science Monthly 
arm Journa 
Outdoor Life 
New York Mirror 
Christian Science Monitor 
Field & Stream 
Capper’s Farmer 
Successful Farming 
and many others 














So- 


WORKS 


Loveland, Ohio 






0 Coupon 


SERVICE 


FEATURE FOR PROFITS 


For 15 years So-Lo has been the 
quickest and best w&y to repair 
anything made of rubber, leather, 
and cloth. The war introduced 
So-Lo to millions of new users, sud- 
denly faced with the need to keep 
in repair their rubber tires, shoes, 
raincoats, boots, and hundreds of 
otherarticles. Morethan 20,000,000 
packages of So-Lo have been sold. 
For you, So-Lo means certain, 
constantprofits—AND NOW YOU 
CAN GET ALL THE SO-LO YOU 
CAN SELL—IMMEDIATELY! 
Act now to stock up with So-Lo! 


M il 
da Gentlemen: 
Please ship me at 


Name 


fo r Address 
FAST 


BOR. 6.600 F 





able sales So-Lo is enjoying everywhere, 
from coast to coast. Stores will welcome 
the news that they can now depend on 
this accepted, fast-seller to satisfy the 
mounting demands of their customers. 











MILLIONS USE 
So-Lo for 


and all articles 
made of rubber, 
leather, cloth 








dozen 29c 


once. . wad 
So-Lo at $2.32 per dozen. Bill through my jobber. 


State 


° 


C4 


So-Lo Works, Dept. G.A.-31, Loveland, Ohie 


3 










REALLY PUSH SANDER RENTALS 


With spring house cleaning universally to the fore, do as these hardware men 
did, feature your rental service and boost your profits. 








A cleanly sanded and finished section of your floor, surrounded by your 
machines, cut sheets of sandpaper, and kindred materials—fillers, stains, varnish, 
lacquer and brushes—costs almost nothing but pyramids your turnover on 
rentals and supplies. 


But to make your sanders as efficient as possible, sell the sandpapers that have 
been leaders among professional floor contractors for many years: 


— 
Durite Closekote 
Paper 
for finish sanding 






’, 


Speed-grits Openkote 
Combination 


for removing old coatings 










We have FREE HELPS for you: wall and window streamers and newspaper mats to “‘bring ‘em in.” 
Simply ask us for them. 


BEHR-MANNING - TROY, N.Y. 


DIVISION OF NORTON COMPANY 


Reliable Coated Abrasives Since 1872 
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Like a fistful of “C” Coupons for a 
ROCKET SHIP! 


FAST MOVING - HARD HITTING 


DEHY DRAY CAMPAIGN 


Ads feature YOUR name—we pay 100% of the cost! 


Direct Money-Saving Coupon ties ad to your business 
— brings customers to your store! 


Because DEHYDRAY is the BIGGEST VALUE in wall- 
paint today, this means REPEAT customers! 





Free—mailing pieces to send to YOUR customers 
imprinted with YOUR name and address! 


Free—timely, attention-compelling window dis- 
plays with a PUNCH! 


nome By Free—cCounter Displays — silent salesmen — and 
sgocciat Um orreR Bs: we'll wager they're the noisiest “silent” displays 
you've used for many a day! 


DEHYDRAY — Profit Proved! Non-critical Container! 


$36,000,000.00 ! That’s the market for water paint! Cash in and 
get your share of this huge market. Order DEHYDRAY (it’s the 
best in the field) today ! Then watch your profits grow ! 


pif CEILING FINISH 


DEHYDRAY 


The Dehydrated Flat Wall Pant 
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ALL OVER THE WORLD—on land, sea and in the air. 





Linseed Oil is serving our armed forces. 
Thousands of gallons go to make up vital pro- 


tective ‘coatings and thousands more are used for 







special camouflage paints. 

Its other uses are multiple and varied, even to in- 
cluding the G. I. (government issue) Linseed for the 
care and preservation of each individual soldier's 
rifle stock. 

Linseed oil is at war—protecting ships, planes, tanks 
and guns—keeping them ready to do a fighting job. 


ARCHER-DANIELS-MIDLAND COMPANY 
ROANOKE BUILDING +¢© MINNEAPOLIS, MINNESOTA 


Official U.S. Navy Photograph... 
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SELL “PENNVERNON’” 


_.. not just “Window Glass” 


5°0D For Big pow 


eee 


EXACTING REQUIREMENTS for 
quality glazing were met by Penn- 
vernon Window Glass in the 
Rome and Murphy Hospital at 
Rome, N. Y. The good visional 
properties and beauty of surface 
which make Pennvernon so widely 
used in large public buildings like 


this... S 





WILL MORE THAN SATISFY your 


customers who must replace 


i broken panes like this. Cy 





Sell Pennvernon...the window 
glass that has made a name for 
itself! 








PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH, PA. 


"PITTSBURGH sland fot Zualily Class and (Vind 
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Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 
PASTE 


‘Ready for use 
Coma for laying and 
| Se | patching. Also 
SS used on drain 
boards and stair 
treads. 


Packed: 
Pints—Quarts—Gallons 


The Old Reliable 





COLD 
WATER 
MIX 


Knits te Old or 
New Plaster 


Does not 
shrink — 
peel or 
crack, 


Packed: 
12% & 
5-lb. car- 





tons. Also 2—5—10-Ib. Bags. 





CONSUMERS 
CRACK 
FILLER 


OR WOOD PUTTY 


Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone. etc. 
5-oz. and 1-lb. cartons. 








DAISY 
will do that job. 


Retail: 
3-0z. cartons 10c 
12-0z. package .. .. 25c 


Packed 1 gross to the case. 




















CONSUMERS GLUE COMPANY 


SINCE 1906 
ST. LOUIS [18] MISSOURI 














VAUGHAN NOVELTY MFG. CO., INc. 


Wer ds Largest Manufacturer of Can Openers and Bottle Gentes F 


371) 25 CARROLL AVENUE 


CHICAGO, ILL., U.S.A. 





* « #* * BUY WAR BONDS AND STAMPS * *®©& *&© * 












Tus is more than a war of mechanical 
monsters clashing in the night... 
more than a war of production. 


It is a war for markets—your markets! 
The Axis wants your business—wants to 
destroy it once and for all. 


With so much at stake, there is no doubt 
you will want to do everything you can to 
meet this Axis threat. Two ways are 
open: Speed production and put 10 per- 
cent of your income into WAR BONDS! 
The only answer to enemy tanks and 
planes is more American tanks and 
planes—and your regular, month-by- 
month purchases of War Bonds will help 
supply them. Buy now and keep buying. 


THE GOAL: 10% OF EVERYONE'S 
INCOME IN WAR BONDS 


When you install the Pay-Roll War 
Savings Plan (approved by organized 
labor), you not only perform a service 
for your country but for your employees. 
Simple to install, the Plan provides for 
regular purchases of War Bonds through 
voluntary pay-roll allotments. 


Write for details today! Treasury Department, 
Section R, 709 12th St. NW., Washington, D. C. 





War Savings Bonds 
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TRUCKS DON'T SHOOT | 





2 





fe Nes acd 


| MOORE: 


MARCH 2, 


When the Chief of Staff of Russia’s Don armies 
was asked if American equipment figured im- 
portantly in the Stalingrad fight, he answered, 
“Not much.” The general was reminded of the 
presence of American trucks on that battlefield. 
“They don't shoot,”” was the laconic reply. This 
was by way of saying what our own combat 
officers have so often said, that victories are 
won in the forward areas by men with brains 
and fighting hearts, not by machines. It is true 
that the front-line fighter is supported magnifi- 
cently by artillery and air, and by the highly 
technical and complicated equipment of the 
modern army, but this support is behind him 
and above him. There is nothing in front of him 
but the enemy. The home front jobs are not as 
tough and demanding of muscle, brains, and 
guts, yet here, too, victories in production and 
distribution are won by men with brains and 
fighting hearts, not by machines. Then too, 
there are those with heavy responsibilities for 
holding the line on the civilian economic front. 
In these unusual days of substitute, alternate 
and “ersatz” products, the urge to buy and sell 
almost anything that can be delivered is very 
great. Our pledge of all-out support, now and 
post-war, goes to those buyers and retailers 
who are standing firm on manufacturers’ 
brands, such as MOORE labeled Porcelain 
Enameled cooking utensils . . . for depend- 
ability, profit and turnover. 
244 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE, OHIO 
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CENTRAZ 














Adhesive 








CENTRAZ 








Tile Point 


+ + « for setting ---for repairing 
loose tile, lino- cracks between 
leum and mise. tile — — 
veneers to plas- b pee svathedn Wile 
ter, brick, wood, ~~ —]  workabutsdoor 
concrete, etc. (Z_@ and window 
trim. ¢ 
% Pint 25° Pint... OD 


CENTRAZ Brick Point 


bea. . for filling 
Za fire brick joints 
1 in fireplaces 
im 4oand furnace 


CENTRAZ 


Cement Floor 
Cleaner... 
++ for removing 
oils and greases 
and paint from 
cement floors. 

















Six new reproductions of 


HUMMEL STATUES 


Made of terra cotta composition, from 4!/2 to 5!/2 inches high, 
beautifully colored and so well decorated, that when the 
replica is placed side by side with the imported original, 
they cannot be told apart. 


$15.00 per doz, 













We show only one of the new designs here, but fully illustrated 
price lists, set Z showing the full line, will be sent to any hard- 
ware store on request. We carry nearly a hundrec different 
Figurines, every one a big seller. 




























Pint... 4 9 
Prices west of Rocky Mountains, slightly higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products ore nationally distributed — Ask your Jobber or write 


CHRISTY COMPANY, INC. 


1417 PINE STREET ° . ST. LOUIS 3, MO. 






IMPORTING 






LEO KAUL 


115-119 Z South Market St., Chicago 6, Ill. 


AGENCY, Inc 



































Your Actes will Aky- rocket 


WITH THE NEW 


FLY ROCKET 


ALL PURPOSE 
SPRAYER 


’) 


y : 



















Durable lightweight con- 
struction. All parts will 
not rust. Pump tube is %” 
hard chip-board, waxed ih- 
side and out to protect it from 
oil and spray liquids. Overall 

length 14”, height 5”, 8 oz. ambér 
jar included. 


NEW “double-action” EASY DUSTER 


A new ACTIVATOR device 
creates a miniature “dust 
storm” inside the duster 
body so that a uniform dust 
cloud is expelled through 
the discharge tube. 

my IMPROVED 1944 MODEL 
= )QUART SIZE SPRAYER 

. caer The hard chip-board pump tube 
is waxed for protection from 
spray liquids. New palm-fit 
handle. Plastic head, nozzle, and 
syphon tube will not corrode. Fits 


The EASY 
Continusues 
SPRAYER any standard quart mason jar. 
Sold without jar. 


WRITE FOR DEALER CIRCULAR TODAY! 
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Makers of 
FARM EQUIPMENT . 


for over 20 years 









AMERICAN SPECIALTY CO. 
AMHERST, OHIO 
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KEEP ON BUYING 
uU. S$. WAR BONDS 
AND STAMPS 


You can’t say we're not trying—when we advertise 
instruments we haven't got. In fact, this popular series 
of national ads is keeping Taylor out in front with your 
customers as the No. 1 name in household instruments. 
And as soon as materials are released, we'll have Taylor 
thermometers and barometers for you once more 
Taylor Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 

This ad appears in: February 19th NEW YORKER, 
March 4th BUSINESS WEEK, March 27th TIME, and 
April PARENTS’ MAGAZINE. 
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ACCURACY FIRST 
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IN HOME AND 
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AN UNSURPASSED WAR-TIME RECORD 


@ The reason McDonald Pumps and Water Systems 
have STOOD up so wonderfully under the punishment 
of busy war days is because of years of engineering 
improvement PLUS superior features and good old 
PRE war materials. 

The McDonald Shallow Well Series 420 has these 
definite advantages — 

1..BIG, GENEROUS BEARINGS. Unmatched 


in any Pump. This means longer life. 


2..-INSTANT ACCESSIBILITY ... just remove 
bonnet to inspect or service valves without dis- 
connecting piping. One screw permits removal 
of crankshaft and pulley as a unit. 


3..DUAL STUFFING BOXES. McDonald pio- 
neered this feature. 


4.. EXTREME SIMPLICITY. McDonald Pumps 
save dealer many service calls. 


Get the facts about the complete McDonald Line of 
Automatic Shallow and Deep Well Water Systems. 


A. Y. MCDONALD MFG. CO: 
DUBUQUE, IOWA 


Makers of Pumps... Plumbers Brass . . . Oil 
Handling Equipment 

‘FAMOUS FOR SERVICE 

FOR OVER 87 YEARS’’ 
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A growing market 


This year’s Victory Garden market is an army of over 
20,000,000 gardeners and growing fast. 


A growing product 


Their favorite plant food is Vigoro Victory Garden 
Fertilizer, because it helps produce greater yields 
. vegetables richer in minerals. 


and growing sales 


The largest selling, fastest selling plant food in 
America, Vigoro Victory Garden Fertilizer is an over- 
whelming favorite among gardening Americans! 


means growing profits 
for you [ Cut yourself a slice of fast grow- 


ing profits! Feature and 
display Vigoro 
LET Victory Garden 
WIG, ~ Sez, Fertilizer now! 
Yy nerd OD l If you do not 
Yj), Feary My already have it, 

Wii LY pgce) af} Yih write for free 
Wipe’ display material 


Ve: 
i that’s real sell- 
j ly, | j 


Meda ear Sete 
. La J 
APRODUCT OF —™ 












Wy 


4 tm, V1 
















y VL Sh a — 
Me eeee, ay / // | Fig WA i Zz 
FQ oa ANN 


He 





Nang 
WAY 
May 






SWIFT & COMPANY 
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‘Always in Season 
Because— y 


BLACK LEAF 40 
has So Many Yses! 










FOR @ It kills many destructive insects on 
Poultry flowers, fruits, vegetables and other types 
Victory Gardens of vegetation; or spread on roosts it kills 
a Sheep poultry lice and feather mites. As a dip 

it is effective for scab on sheep and lice 
Flowers and ticks on sheep and cattle. Used also 


Fruits to control internal parasites in sheep and 
Shrubs goats. Full directions with every package. 


Tobacco By-Products & Chemical Corp.,Incorporated 
Louisville 2, oe oe ‘ ‘ Kentucky 


They Look For the Leaf on the Package 
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“COULD HAVE SOLD HUNDREDS 





919 } nor 
chiceag?s 


(at left) —Out they go!... 


Birmingham 3, Ala. 
Pittsburgh 22, Pa. 
Columbus 15, O. 
jes Cloveinad 1, O. 
.Providence 2, R. I. 


Alabama Appliance Co., Inc.. 
Anchor Distributing Co. 
Appliance Distributing Co. 
Arnold Wholesale Corp. : 
Ballou, Johnson & Nichols... . 


W. Bergman Co., Inc............ Buffalo 3, N. ¥. 
Broome Distributing Co..... Binghamton 25, N. Y. 
Broome Distributing Co......... Syracuse 1, N. Y. 
Cain & Bultman, Inc... . . .Jacksonville 1, Fla. 
Ebner Ice & Cold Stg. Co.......... Vincennes, Ind. 
Electrical Equipment Co............ Phoenix, Ariz. 
Sonal So cog, hg”, TOTES Portland 5, Me. 
Flint Distributing Co...... Salt Lake City 11, Utah 
sriffith Distributing Corp......... Cincinnati 6, O. 
sriffith Distributing Corp...... Indianapolis 4, Ind. 


Little Rock, Ark. 
.Lebanon, N. H. 
are Louisville 2, Ky. 
.Huntington, W. Va. 

.Shreveport A, La. 
Kansas City 6, Mo. 
Oklahoma City 2, Okla. 
St. Louis 1, Mo. 


Holcomb Gunn, Inc. . 
Hanover Ice & Coal Co., Inc... ... 
Jtis Hidden Company. . 
Huntington Whol. Furn. Co... 
{Interstate Electric Co. 

Jenkins Music Company. . 
Jenkins Music Company 
Jenkins Music Company.. 
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here's one of the Biederman fleet of 18 trucks which have delivered hundreds of Cooler- 
ators... (at right) —"One reason for the sudden increase in Cooleratcr sales was a prominent display, using as 
many as six boxes at one time.” The smiling gentleman is Leslie E. Vogt, Manager of Sales, Refrigeration Department 


Coolerator is distributed exclusively by the following firms. For particulars, write or wire the distributor in your territory. 


Wichita 2, Kans 
..Rochester 8, N. Y 


Jenkins Music Company . 
Kemp Equipment Co.... 


Lincoln Sales Corp. haoatied Baltimore 2, Md. 
Los Angeles 54, Cal. 


Listenwalter & Gough, Inc..... 


V. J. McGranahan Distr. Co... . Toledo 2, O. 


Marshall-Wells Company........ "Billings, Mont. 


Marshall-Wells Company... . . Duluth 8, Minn. 
Marshall-Wells Company... . 
Oscar Mayer & Company........ Madison 3, Wisc. 
Mississippi Valley Furn. Co....Memphis 2, Tenn. 
Motorola Distributors, Inc. ......Boston 15, Mass. 
Northeastern Distributors, Inc.. .. 
**G, W. Onthank Company....Des Moines 9, Iowa 
Peirce-Phelps, Inc.. in "Philadelphia 23, Pa. 
J. L. Perry Company. PE eee rere Nashville 3, Tenn. 
Republic Supply Corp. Detroit 26, Mich. 
sg BNE oie ccc ccec ons Albany 4, N. Y. 
Roth Appliance Distrs., Inc... .Milwaukee 4, Wisc. 
Sampson Electric Co.............. Chicago 16, Ill. 
Tom Savage & Son. ‘a Denver 2, Colo. 
Schoellkopf Company, The. ils edhe Dallas 2, Texas 
Seaboard Ice Company........ Asbury Park, N. J. 


: Spokane 2 , Wash. 


Boston 15, Mass. 


Coolerator 


WASHED AIR REFRIGERATOF 


THE COOLERATOR COMPANY, DULUTH, MINNESOTS 


Southern Furniture Sales Co. . Knoxville, Tenn. 
Southern Furniture Sales Co....Chattanooga, Tenn. 
Southern Radio Corporation... . . Charlotte 1, N. C. 
Southern Wholesalers, Inc.. Washington 5, D. C. 
Stern & Co. (Stern Bldg.).......Hartford 1, Conn. 
Stratton-Warren Hdw. Co.......Memphis 2, Tenn. 
Straus-Frank Company..........Houston 1, Texas 
Straus-Frank Company . San Antonio 6, Texas 
Sunset Electric Company..... . Seattle, Wash. 
Thompson & Holmes, Ltd... .San Francisco 3, Cal. 
Times Appliance Company. ...New York 10, N. Y. 
R. B. Wall Company . Wilkes-Barre, Pa. 
Watther Bras. CO... . < oc cece Montgomery 2, Ala. 
Walther Bros. Co........ . New Orleans 13, La. 
J. A. White Dist. Co _ Grand Rapids 2, Mich. 
Wisconsin Ice & Coal Co... ....Milwaukee 2, Wisc. 
Wyatt-Cornick, Inc... . Richmond 16, Va. 
The Yancey Co., Inc...... Atlanta 3, Ga. 
Zork Hardware Company . El Paso, Texas 


** Warehouses al Minneapolis, Minn., Davenport, lowa, 
Omaha, Neb., and Sioux Falls, S. D. 
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RAR WATER PRESSURE DRAIN CLEA 


4:\ for \MMEDIATE DELIVERY, S54 
\ Ls a\LAB aaradtoed oye 7 


USES WATER POWERTO = foment 
BLAST OUT CLOGGED, DIRTY DRAINS 


LOGGED, dirty drains are not only a nuisance, but a definite health menace, 

because dangerous sewer germs lurk and breed in the filth, grease 
and corrosion that stop up the pipes. The Carter Water Pressure Drain Cleaner does 
a wonderful job of cleaning them out. It is a patented device that operates on an 
entirely different principle: Simply attach and it works automatically. Has no moving 
parts. Uses no caustics or other dangerous chemicals. Easy to use—anyone can operate 
it. Good for many years of service on lavatories, kitchen sinks, laundry tubs, bath tubs 
and basement drains. Housewives are delighted with the thorough work it does, as 
well as the easy way it is attached and used. 


A FINE PROFIT-MAKER FOR YOU—Here is a fast-selling device it will pay you to stock. 
Aggressively backed by national advertising in leading magazines, it carries a liberal 
mark-up and gives complete customer-satisfaction. Thousands in use all over the 
country. Get your share of the profits, beginning—NOW! 


PLACE YOUR ORDER TODAY—The market for the Carter Water Pressure Drain Cleaner 
is limited only by the number of homes and business buildings in your community. 
In these critical times, with labor scarce and plumbing materials scarcer, the demand 
is tremendous. Your turnover will be fast. So order from your wholesaler TODAY. 
He has the Carter, or will get it for you. 


ONTHAN K-DAVIS co. ons nownes 
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$9 50 


with 2'-ft. hose. Family size, 
with 72-ft. hose, $3.95. 
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Unless THEY Want to Push fAlgain 


"lam going to get a new Moto-Mower," was 
the prompter that made our business good 
for years. And we feel awfully out of char- 
acter to have to resort to only prompting 
owners now, instead, to keep their present 


MOTO-MOWERS in good repair . . . Unless 





As we said "as far as we 
know there will be no Power 
Mowers of any make avail- 
able for distribution through 
usual channels in 1944" ... 
all of the facilities of MOTO- 


eemeeeh ete atest te the they want to push again . . . they'll have to 
war program — they're cut- take good care of them ... as far as we know 
ting grass for Uncle Sam. there aren't going to be any new Power 


Mowers this year... It's already “last call" 
to put things in order for Spring ... so 
don't delay a day in getting your MOTO- 
MOWERS put in first class shape. Spare 
parts are available. 


Moto-Mowet, 


———— MARK 





4600 0 Avenue yO 
Detroit 1, Michigan is Co myany 
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EXTEND THE LIFE OF WARTIME MOTORS 
WITH WIX OIL FILTER REFILLS! 


America’s rubber-tired transportation, stationary en- 
>To | a 1 gines and farm motors are getting “tired”. As old age 
LAT : big 3 i 3 creeps up on millions of gasoline and Diesel motors, 
0 ' i ae breakdowns loom as the specter that is putting thou- 

sands of these vital motors out of action every month. 
Family size, 
se, $3.95. Now, more than ever before, you should be selling 
the clean oil insurance and motor protection WIX 
insures. These new day sock-type cartridges installed 
in oil filters now, pay off in continued operation tomor- 
row. In terms of maximum oil life and really clean 


motors, they cost less and DO MORE—LONGER! 





With this ONE COMPLETE LINE, many hard- 
ware dealers have found that an enormous and highly 
profitable market exists for them. Because, there’s a 
WIX model to fit EVERY oil filter replacement need 
they meet . . . on tractors, trucks, stationary engines 
and all manner of filter protected motorized equip- 
ment. Ask for the whole profit-making story for hard- 
ware dealers NOW! 


WIX ACCESSORIES CORPORATION ¢ GASTONIA #* N°C: 


WAREHOUSES: NEW YORK - CHICAGO - KANSAS CITY, MO. : MINNEAPOLIS - DALLAS - LOS ANGELES - SAN FRANCISCO 
CANADIAN FACTORY: WIX ACCESSORIES CORP., LTD., 161 BAY ST., TORONTO 
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The tire business has had me guessing. Customers 
with ration certificates is one thing; getting tires 
for them has been another. There’s one thing 
sure—dealers like me have been right in the 
middle, not knowing where to turn. 

But now, with synthetic tire production in the 
groove, I’m beginning to see solid ground for 
my future. 

The only thing bothering me now is where 
to find the right tire connection that’s best for my 
future? I’m sick of promises that don’t pan out. 
I’m fed up with playing second fiddle and with 
being jilted for factory first-loves of other than 
independent dealer distribution. 


Maybe I am small fry. Nevertheless, I am inde- 
pendent—and there are a lot of dealers just like 
me. Some tire manufacturer surely must -recog- 
nize this fact—and if he does, it should be easy 
pickings for him right now to get many new 
customers, including myself. I’m all for support- 
ing the kind of supplier who considers the 
independent’s business as basic bread-and-butter 
and not as an on-or-off side issue. 

The one who shows me a line of tires of proven 
quality, with some genuine sympathy, honest 
understanding and friendly help for my local 
problems, certainly won’t find it difficult to 
make a tire deal with me. 


THE MANSFIELD TIRE & RUBBER 


MANSFIELD, CENTURY, 
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I’m bullish about the future in the tire busi- 
ness too. 

Of course, no one disputes there’s been a real 
tire shortage—and the Army still must get tires 
first. We're all for that. But with Hitler on the 
run and with the development of synthetic tires 
over the hump, it seems plenty smart to plan 
your tire business for tomorrow. 

I tell you another reason I’m optimistic. I’m 
already set to cash in on a bigger tire business, 
because I’ve got exactly the kind of tire connec- 
tion that fits my needs. I made the hook-up long 
ago, after I realized that I had about the chance 
of a tadpole in the maw of a whale, carrying on 
with a supplier directly in competition with me. 


So I made a deal with the independent whole- 
saler who is serving me now. He distributes the 
high quality tires made by Mansfield, exclusively 
for independent dealers like you and me. It’s the 
kind of distribution that operates right at my 
own front door. But best of all, I know that 
when more tires are available, I'll get my share. 

I think you would like the same set-up. So 
why don’t you try for a tire deal like I’ve got, 
with Mansfield’s wholesaler nearest to you? A 
post card or letter sent direct to Mansfield will 
bring you a friendly introduction—and I know 
it will prove a sure way out of the one thing 
that’s troubling you most right now. 


COMPANY, MANSFIELD, OHIO 


RICHLAND, UNITED 
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Now we can FILL your orders for 


WICKWIRE SPENCER 


NAILS AND BRADS 

















We are now producing enough Wickwire Spencer Nails and 
Brads to assure prompt shipment to all distributors. 

This is good news for hardware men. 

Remember, these profitable, top-quality hardware items are: 


—available in all standard sizes from 3/16" to 3". 





—attractively packaged for effective counter display and 
convenience in handling. 





On poultry netting, insect screen cloth 
and hardware cloth, war production re- 
: i . quirements and our large backlog of 
Brads in economical 25-lb. cartons, 50- or 100-lb. kegs, or orders, preclude as prompt service as 
we'd like. Our production is being allo- 


Large users may purchase Wickwire Spencer Nails and 


may have special nails made to order. 


cated as fairly as humanly possible. 





Call your jobber now for Wickwire Spencer Nails and Brads. 


WICKWIRE SPENCER STEEL COMPANY 


and subsidiary, American Wire Fabrics Corporation 
500 FIFTH AVENUE NEW YORK 18, N.Y. ~graups FoR 


Abilene + Buffalo + Chattanooga - Chicago - Detroit - Houston - Los Angeles + Philadelphia + San Francisco . Tulsa - Worcester FRIENDLINESS 
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Speeding up the march on the food production front is as 






necessary to victory as increasing the output of bomber 
plants and tank factories. Getting the most out of our 


Ta-pat-co 


COLLAR PADS horse and mule power is as important as making rubber 








/ last or stretching the gasoline supply. Collar Pads save 
horse and mule hours—prevent lost time from sore shoul- 
ders and Collar Choke.* By reminding farmers to give 
their horses and mules this protection, you help conserve 


horse and mule power to raise the food to win the war. 





THE AMERICAN PAD & TEXTILE COMPANY e Greenfield, Ohio 
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As exclusive manufacturers of 
; low-cost quality tools WE HAVE 


SOMETHING FOR You 


7 































Industrial dealers who are seeking a connection with 
an alert, progressive manufacturer of low-cost qual- 
ity machine tools will find an exceedingly attractive 
proposition here at DURO. 








Our business is, and always has been, that of design- 
ing and producing outstanding tools. The Duro line, 
machine for machine, embodies many advantages in 
design and construction that are found in no similar 
line. The Duro policy toward dealers has been uni- 
form and fair. Duro postwar plans in both engineer- 








ing and advertising envision aggressive expansion 
and development. 


Without the slightest obligation, you can get the full 
details of the Duro proposition by writing us today. 
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INCOR 


for the HARDWARE TRADE 


POWER LAWN MOWERS * HAND LAWN MOWERS 
BATTERY CHARGERS 
POWER PLANTS ¢- CENTRIFUGAL PUMPS 


Every new Pincor Product reflects the high standards of design and 
craftsmanship to which Pincor clients are accustomed. Known 
throughout the world for dependability and efficiency of operation, 
Pincor Products are the result of careful research by Pincor engi- 
neers. ... When war conditions permit, Pioneer will produce with 
traditional quality and precision both old and new Pincor Products 


for the Hardware Trade. 


BUY WAR BONDS 
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American Ingenuity _ 
linn) found a way to make 
a eda go a long way! 


f | pa a nation of plenty we 


quickly learned the need for 
r é ° 
thrift and conservation, and some 


® CO © day soon the reward for our 
Ls } ri | ] ‘35 b 3 185 ia es | efforts will be plainly apparent. 
Today completed war contracts 
uit National are finding many manufacturers 
BUILDERS’ with plants and equipment geared 
HARDWARI : to higher production quotas than 
ever before, and when new in- 
creased sources of materials are 
turned into civilian channels a 
patient, patriotic trade will be 
ready and eager to secure favorite 
brands of merchandise that have 
served so faithfully in the past. 


Natienal 


Hardware dealers who have kept 
faith with their trade by keeping 
the identity of their name alive 
despite limited stocks will capital- 
ize on these customer contacts by 
maintaining a fine business pres- 
tige built up through the years. 











We regret that, up to the present 
at least, we can supply National 
Hardware only on priority orders, 
but we ask your indulgence for a 
while longer, when we feel con- 
fident that relaxing restrictions 
will allow broader distribution 
of our merchandise. 


x 
STERLING 


NATIONAL MANUFACTURING COMPANY iutinois 
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HERE’S WHAT THE 1944 CONSERVICE SCHOOLS OFFER 
YOUR NEW AND OLD SERVICE PEOPLE 


With the service situation more critical than ever, you need plans to handle 


Aréileraghouse 


CONSERVICE the load and fulfill the aims of the National Appliance Conservation Program. 


The 1944 Conservice Schools are exactly tailored to fit these requirements. 


THEY'RE QUICK—packing a course of service instruction into 
a = nN 16 hours. 


THEY'RE THOROUGH—using actual working parts to explain 
the operation and maintenance of all Westinghouse appliances. 
THEY'RE DRAMATIC—keeping interest sustained every second 
with action demonstrations, lively films, discussion, and infor- 
mative quiz tests. 





fil 











Your service people, new and old, are free to take all or any part of the course. 
They’ll come away from the school better trained for the job and with a keener 
appreciation of the vital part they’re playing on the home front.” 

Your Westinghouse Appliance Distributor will let you know on which dates 
schools will be held in your territory. 


BETTER CARE | LESS REPAIR 


Tune in on John Charles Thomas, NBC, Sunday, at 2:30 P.M., E.W.T. Also hear the new i radio program 
on Blue Network every Monday, Wednesday and Friday at 10:15 P.M. 


Westin 


PLANTS IN 25 CITIES. 
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te pretty busy 
HE’S HELPING US GIVE 


THE AXIS A TALKING TO 
THEY’LL NEVER FORGET! 








ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 
The Complete Line of 
Plumbing Brad Goods Since 1890” 





HowAbo ERS Glue 
In These tic Times 


- Can you get merchandise? 


- Yes—Can't serve new customers but we're taking care 
of our old customers 


. Is the supply of Rogers Glue limited? 


. Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to 
assure Hardware Trade a steady flow 


. What about prices? 


. Weare not advancing our prices 





. And ‘Rogers’ quality — ? 


. Rogers Glue is by far the strongest on test—no change 
in quality 


Rogers Carries On With Exclusive Hardware Jobber Policy 


Phone Your Jobber "for Free“ Project Sheets 
USE ROGERS LIQUID FISH GLUE 





GLOUCESTER, MASS. 





<2 A NEW PROFIT OPPORTUNITY 
Hi WITH A PROVEN 
: INSECTICIDE. . . 
ty 





Kryocide (STRAIGHT) 1 Ib. 


This famous insecticide—widely used for effec- 

tive protection of commercial crops —is now 

available for retail sale to Victory Gardeners. 

The home garden market is immense—will be 

bigger than ever this year. Don’t miss the 

— possibilities of this fast-selling necessity. 

ryocide proves unusually popular for its 

ease of use—its good coverage — its Jasting 

qualities—and the remarkable job it does 

Kryocide D-50 in controlling destructive chewing insects. 


(READY-mIxeD) Be prepared to cash in on the 
1 tb. national advertising comet 
Order now! Get in touch with 


Also in 3 Ib. Bogs Your jobber—or write to Dept. HA. 


PENNSYLVANIA SALT 


sikh iG SS oye 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York « Chicago ¢ St. Lovis « Pittsburgh « Minneapolis « Wyandotte « Tacoma 
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FILTO-KLEEN 


The amazing new 
type water filter— 
one of the fastest 
selling items that 
has appeared on the 
market in recent 
years. Assures pure, 
clean, healthful 
drinking water in 
every home. 


ATTACHES EASILY 
TO ANY FAUCET 


Replaceable cellu- 
lose filter pads 
trap dirt, moss and 
other harmful de- 
posits, releasing 
only the sparkling 
clear, freshly - fil- 
tered water. 


FILTO-KLEENS are made of special molded bakelite 
plastic and nickel-plated metals. Come in attractive red 
and black colors. Packed one dozen to the display 
carton, including one dozen cellulose filter pads, free. 
Retail selling price, for ordinary threaded faucets, $1.00 
each. With adaptor for smooth faucets, $1.25 each. |, 
One dozen free filter pads with each filter. 

ORDER FROM YOUR JOBBER OR WRITE DIRECT. 


THE FILTER-KLEEN MANUFACTURING CO. 
BOSTON 21, MASS. 
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~ Vietory’s products shingl 
bc 9 rae improved. Many of these 
achievements will emerge — are now 
emerging — logically and naturally — 
from one of the world’s largest plants 
devoted exclusively to the man- 
ufacture of mechanical rubber 
goods — from 60 years of his- 
tory-making invention and 
advancement and the vast 
proving ground of current war 
production. The BWH belting, 
hose and similar rubber 
products of tomorrow will out- 
distance in quality and per- 
formance the BWH products 
that the world accepts as the 


+ 
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SAFE STORAGE 


Standing up under the wear and tear of tough wartime 
service, WITT Heavy-Duty Cans always “come back 
for more.” These exceptionally rugged cans actually 
outlast 3 to 5 of the ordinary kind . . . providing safer 
storage for wastes, vitally needed foods, chemicals, 
hazardous fuels, and other important war materials. 


ano. Ray and PAILS e 

os. |, 2, 3, 7 @ la, 

quallebte, cuty to tho “U. *S. The W I T T Corn I ce Co. 
mission and’ War Shipping Ad. ORIGINATORS of the CORRUGATED CAN 
SS CINCINNATI 14, OHIO 


HOW TO MAKE hi CT 


Paint inside of Can; apply another coat when After Can is emptied wash it with hot water 
first one wears off. with a little soda added. | 


EE Re ee 


eee 


oss 
er ee 
—s -— =. * 
ae 
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oe wee oe 
~~ oe oem ore 


Avoid acid formation, rust and corrosion in Can; If possible, keep Can indoors to prevent gar- i 
drain and wrap garbage before depositing; bage from freezing— will not need pounding 
don’t sprinkle or wet ashes. to remove contents. | 
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HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arme”’ 
CASTERS 


A fast-selling item and a 

real profit-maker. “ACME” 

Casters sell themselves. All 

you have to do is roll an 

“Acme” on the counter and 

~ 2 4 or a ex- 

Rica Siege clusive earing feature 

ge Ney So ea makes “Acme” the out- 
standing caster of the trade. 


The manufacture of “‘Acme”’ Casters will 
the duration. We 

supply ‘“‘Acme’’ Casters 
customers with high pricrity ratings. 
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Ring up 3 Sales! Get triple Profits! 
Sell America’s 3 IOP 
ZA \WSECTICIDE LEADERS 
(ene. ) I. TAT ANT TRAPS 


America’s original, best-known and leading ant 

trap, still available with genuine THALLIUM oy Peay 25¢ 
SULPHATE, world’s finest medium of ant control. os. cos $2.00 doz. 
Guaranteed to destroy both sweet and grease- in compact, attractive 
eating ants. Don’t risk your customers’ good-will —“!*P!#7 carton. 

by selling inferior substitutes. 


INSECT 
2. TAT RepeLieNT LOTION 


Prevents insect bites. Repels mosquitoes, 

gnats, chiggers and flies. Last year’s BEST RETAIL 
SELLER to millions of soldiers, Victory garden- 
ers, campers and fishermen. An even more 
spectacular seller this year. Shaker - type 
bottle can’t spill. Packed in in- 

dividual self-display, one doz. to 

carton. 


2. TAT "OAc 


Offers swift, safe and sanitary control of roaches. RETAIL 

Same size as TAT Ant Traps, but contains foods Dealer cost $2.00 doz. 
especially attractive to roaches. One dozen to JUMBO SIZE 
display carton. Dealer cost $2.80 doz. 


Dealer cost $2.52 doz. 


Earl Kirds/ Extra Pre-Season Profits if you act quickly! 
Y sas (OFFER EXPIRES MARCH 15, 1944) ‘ 

3 doz. 35¢ bottles TAT Insect Repellent Lotion 
$12.00 (one doz. each to display carton). .Retail $12.60 


FOE 2 Tubes Ant Bait Retail .70 ERE Three 35c bottles Retail 1.05 


4 doz. TAT Ant Traps (one doz. each to 
display carton) Retail 


Total Retail Value Total Retail Value 


YOUR COST ONLY $g-00 YOUR COST ONLY $7 36 


Order.as many assortments as you need to supply the demand! If your Jobber cannot supply you, send us his name and YOUR ORDER! 


SOILICIDE LABORATORIES New tases 
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This Display Illustrates 


The versatile character of 
Vaco Screw Drivers & Small Tools for 
Every Hardware and Mill Supply Need 


on Thon Uchey 


Over 173 Standard types. Write for catalog, stating any special need. 


VACO PRODUCTS CO. 
325 E. Ontario St. Chicago 11, Ill. 
Canadian Branch Warehouse: 560 King St., W. Toronto 2, Ont. 














CARRIAGE BOLTS 


@ Lamson Carriage Bolts (heat treated) are accurate- 
ly made, have smooth, round heads and true, square 
shanks under the head. Available in either rolled or cut 
threads. Stocked in a full list of sizes up to %4-in. diam- 
eter, 14-in. length. Large sizes made to specifications. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


|: ee ee ae a 


Jobbers ... Dealers ... Please Remember ... 
Wear Work Our Plant Is Doing for VICTORY 
Limits Our Supplying Big Demand for 


CHICAGO LOCKS 


We'll Supply You as Long as We Can 


srs ay Remember, too, that All CHICAGO 
i Locks—lock BOTH SIDES 
Shackle... . 


sale winning extra 
Will—for YOU! 


There's a "CHICAGO" 
Lock for Many Needs 


Padlocks, “‘Ace’’ Locks, Cylinder 
Locks, Single, Double Bitted, 
for Burglar Alarms and 





Drawer Lock No. 1970 
Out Open View, Actual Size Shown Half Size 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 13, CHICAGO, ILL. 











FARRELL-CHEEK 


FIRE-FIHER 


FURNACE TOOLS | 
-———— 4 


CLINKER TONGS SLICE BARS 
ASH HOES CLINKER HOOKS 


CLINKER RAKES BACK-UP WRENCHES 











Good Quality, Practical Design, and Convenient 
Use Has Made The FIRE-FIXER Line The 
“LEADER” in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. “Shic 
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SELL THEM 


ape 


FOR HOME REPAIRS ON 


Damaged tools, broken toys, worn rubber 
hose and frayed electrical cords can be re- 
stored to usefulness by making repairs with 
tape. You can help your customers — and 
your sales — by suggesting such repairs 
when you can’t supply them with new items. 


RUBBER TAPE 


. Guaranteed Footage 
. High Grade Com- 


1 

2 

pound 

3. High Tensile Strength 

4. High Elongation 

5. High Dielectric 

Strength 

6. Uniformity of Thick- 
ness and Width 

- Excellent Fusion 

. High Insulation Re- 
sistance 

. Excellent Tackiness 

. Colorful, Attractive 
Boxes 


And to make sure your customers get full 
service from these repairs, recommend and 
sell PANTHER and DRAGON Friction and 
Rubber Tapes. You'll find them to be quick- 
sellers and steady money-makers; pleased 
customers will return again and again. 


FRICTION TAPE 


1. Guaranteed Footage 
2. Substantial Fabric 
3. High Tensile Strength 
4. High Adhesive 
Strength 
5. High Dielectric 
Strength 
6. Uniform Thickness 
7. Uniform Width 
8. Excellent Tackiness 
9. Strong, Durable Core 
10. Colorful, Attractive 
Boxes 


SOLD THROUGH RECOGNIZED 
INDEPENDENT WHOLESALERS 


Panther ond Dragon brands each include Friction and Rubber Tapes. 


PANTHER ad DRAGON 


FRICTION AND RUBBER TAPES 17 


INSULATED WIRE WORKS ° 


WILKES-BARRE, PENNSYLVANIA 


DIVISION OF THE OKONITE COMPANY 


© OFFICES IN PRINCIPAL CITIES 





Exclusive with 

THE STEEL 1-BEAM 

HANDLE REINFORCE- 

MENT gives extra- 

strength and maximum 
resiliency. 


VOLUME BUILDERS 


od 
Filling Every Need of 
QUALITY 


WY 
{f// 


CONSTRUCTION 4a 
PRICE 44 


in 
Reinforcement 

e The Vaive 
L 


ae 
A National Organization Specializing Exclusively in Shovels ¢ Spades ¢« Scoops 
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AMERICAN 
SAFETY REGISTER PATTERN JACK LOCK LINK 
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MALLEABLE WELDED 
HOOK RING MALLEABLE 
+ SWIVEL 


sievel ENA ROPE SWIVEL SNAPS 


American Weldless Chains and S-Hooks 


* American Chain wholesalers are now being supplied with moderate quantities of 
American weldless chains and S-hooks. * American weldless pattern chains have 
become extremely popular as a substitute for smaller sizes of welded chains and 
Manila ropes. It is economical to use weldless chain, and it is very convenient with 
S-hooks, swivel snaps, rope snaps, rings and other attachments. * In ordering from 
your American Chain wholesalers, please furnish highest obtainable preference rating. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, INC. 


BRIDGEPORT + CONNECTICUT 








ESSENTIAL PRODUCTS... .TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Post-War 
Arrangements Now 
For Major 


Appliance Lines:— 


Practically all of the better 
known and most desirable 
lines of major appliances will 
be available to the hardware 
wholesale and retail distribut- 
ing trade in the post-war era. 
Most manufacturers are with- 
out inhibitions—at the present 
moment, anyway —and are 
wondering, thinking and plan- 
ning for the post-war distribu- 
tion of their products. They 
know, or will soon know, what 
they want and, in many re- 
spects, hardware prospects look 
better than ever. The collective 
stability of hardware distribu- 
tors has impressed many of 
these producers. They know 
that “there is still a hardware 
business and that there is going 
to be one.”’ Many of these man- 
ufacturers want to cultivate the 
hardware market now for post- 
war distribution. Some of the 
more progressive and forward- 
thinking appliance manufac- 
turers have been contacting 
hardware distributors, lining 
them up, sounding them out 
and advertising to them in 
order to encourage their in- 
terest—not for sales today but 
for sales in that happy tomor- 
row when the war is over. 

These manufacturers know 
that when peace comes they 
can resume the production of 
appliances with reasonable 
alacrity. For that reason, they 
seek some established and 
going channel of distribution 
set-up now that will be avail- 
able then. The hardware dis- 
tributing trade offers what they 
seek and is in just that posi- 
tion. But that alone will not 
prove sufficient. 

Hardware wholesalers and 
dealers should show as much 
interest now in selling major 
appliances later as the manu- 
facturers are showing. Hard- 
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ware distributors are in a most 
enviable position today to seek 
the better lines of major appli- 
ances. And today the manu- 
facturers are very receptive— 
some are anxious. Many hard- 
ware distributors are already 
getting lined up for the post- 
war appliance business. Al- 
most daily we hear of some 
hardware wholesaler contract- 
ing now for post-war distribu- 
tion of some well known ap- 
pliance line. There should be 
more of this, for it is an essen- 
tial and ultimately a_ most 
profitable part of hardware 
trade post-war thinking. 


Pre-Fabricated 
Houses in the 


Post-War Era:— 


There has been a good deal 
of speculation regarding the 
probable spread of pre-fabri- 
cated housing when the war is 
over. Some predictions ex- 








Surplus War Property 
Administration 
To Guide 
Surplus Disposal 
On Page 93 


travagantly suggest an almost 
“over all” trend for all but the 
most expensive homes. With 
such strong claims are often 
heard opinions which might 
easily make hardware distrib- 
utors worry about their own 
futures, as far as supplying 
hardware and related supplies 
for the expected post - war, 
modest type, home - building 
boom is concerned. Recog- 
nizing fully the progress of 
pre-fabricated home building 
under the war stimulus, we 
have felt from the start that its 
post-war place has consider- 
able limitations and that by no 
means will it be the dominat- 
ing factor in peace-time home 
building. 

Recently, while attending a 
manufacturers’ meeting, we 
heard a thoroughly competent 
and impartial real estate and 
building analyst offer a perti- 
nent confirmation of our own 
views on the subject. He 
stressed the point that to date 
the most successful pre-fabri- 
cated housing projects were 
those where houses “looked as 
nearly as possible” like houses 
constructed along conventional 
lines. He also mentioned the 
fact that it is relatively simple 
to insure the success of any in- 
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dustry, new or old, when all 
purchases are based on direct 
or indirect war-time govern- 
ment furnished moneys. His 
most important point, in some 
respects, was the fact that be- 
yond a 200-mile radius, the 
supposed economies of such a 
plan are lost and that the final 
costs are comparable to those 
of conventional construction 
procedure. 

Two weeks prior to this 
meeting, we attended an an- 
nual dinner of Savings and 
Loan Association Bank execu- 
tives on the invitation of a 
long-time friend who was 
chairman. At least 20 barikers, 
all of whom specialized in 
home mortgages, said that they 
would not favor the financing 
of pre-fabricated houses or of 
the so-called, and also pre- 
dicted, portable houses. In 
fact, they strenuously objected 
to risking their respective 
banks’ money for either pur- 
pose. 

We bring these thoughts to 
our readers because we know 
that many of them have been 
worrying about pre-fabricated 
housing and its possible effect 
on the hardware business. They 
have felt that if such a type of 
construction dominated the ex- 
pected post-war building pro- 
grams that only the manufac- 
turers of locks, hinges and 
other building hardware could 
derive any benefit, because of 
the fact that a producer of 
complete pre-fabricated houses 
would obviously purchase his 
hardware direct from the 
manufacturer and furnish his 
doors, closets, walls, ete.. com- 
plete. 

Pre-fabricated housing, in 
our opinion, is not a dead 
issue, but by no means is it 
destined to be quickly the only 
way or the principal way for 
home building in the imme- 
diate post-war program. 

An important phase of the 
problem, politically, and that 
is vital today, is the part that 
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labor will have in deciding 
some of the basic post-war 
problems. Pre-fabricated 
housing does not possess «the 
qualities to encourage the sup- 
port of labor but a conven- 
tional building procedure for 
many reasons, both good and 
had, does possess them. 

There should be a_ huge, 
post-war, home-building pro- 
gram, especially for the mod- 
est type of homes, but we pre- 
dict that such a program will 
be primarily along conven- 
tional construction lines and 


* 


* 


will provide local hardware 
men with ample opportunities 
to compete for the sale of fin- 
ishing hardware, rough hard- 
ware, nails, building paper, 
roofing, shingles, cement, and 
often the plumbing and light- 
ing fixtures, as well as many 
incidentals. How well hard- 
ware men compete and give 
complete service in the sale of 
all or some of these may very 
easily govern the tempo of the 
public’s subsequent interest 
and affection for pre - fabri- 
cated housing. 


* 


A Hardware Man Visits Washington :— 


A prominent hardware ex- 
ecutive who had not visited 
Washington, D. C., for nearly 
30 years decided to do so as a 
side trip from the October 
hardware convention in New 
York City. Although an exten- 
sive traveler, primarily for 
business reasons, it seems that 
all of the Washington trips had 
been assigned, by him, to 
others in his organization. So 
he was eagerly looking for- 
ward to visiting the Nation’s 
Capital to see for himself how 
various government agencies 
function in their native haunts. 
He made the trip and upon his 
return wrote me as follows: 

“One thing that still 
sticks in my mind was sit- 
ting in that little park facing 
the White House for a few 
minutes and watching the 
sentry on duty go through 
the motions of walking his 
beat. Somehow or other it 
seemed to me that that fel- 
low more or less mechan- 
ically going through the rou- 
tine of that march of no- 
where to nowhere, typified 
the futility of so much of the 
energy that is being ex- 
pended in Washington. 

“T have not been in Wash- 
ington for 30 years so that 

I was, perhaps, particularly 


astounded at the miles of 

temporary and permanent 

office buildings along the 

Mall. Merely to walk along 

there and go into some of 

the buildings makes it per- 
fectly easy to understand 
why there is so much red 
tape. 

‘Another impression that 

I got from that dinner party 

which was given for me was 

that some of those fellows 
in the third or fourth row 
from the top find it difficult 
to believe that they are not 
the lifeline on which the 
fate of the country hangs. 

“At the same time it must 
be pretty difficult for any- 
body who goes there with 
any initiative to keep even 

a spark of it alive by the 

time he has been there a 

year or a little longer. 

‘How in heck we are ever 
going to be able to cut away 
even half of that locust 
swarm is more than I can 
figure out. But of one thing 

I am sure, it will have to be 

done.” 

To which I can only add my 
whole hearted agreement and 
the opinion that it will defi- 
nitely take a “major opera- 
tion,” in the form of a man- 
date from the voting citizenry. 
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He’s reaching for 


LOCKWOOD -- 


the only Builders’ Hardware 
Trim and Locks featured in 
SWEET’S ARCHITECTURAL 
CATALOGS in 1944. 








By helping the Architect 


today and tomorrow, Lockwood is helping You! 


An important plus in the Lockwood Dealer Franchise 
plan is salesbuilding cooperation . . . and the con- 
tinuation of our multi-page advertising in SWEET’S 
CATALOG for 1944, is a working demonstration of 
this practical sales help. 

Featured in 16 attractively-presented pages are: 

THE VICTORY LINE .. . telling the architects 
and builders the complete story of the Lockwood 
“Victory” line, fot use in war construction . . . to assist 
them in specifying and obtaining from Lockwood 
Franchise Dealers these permissible hardware items. 


THE AMBASSADOR DESIGN .. 
the best in Lockwood’s early postwar Builders’ Hard- 


. a preview of 


ware .. . the distinctive, special-function hardware 
achieved for Washington’s Hotel Statler, designed by 
Holabird & Root. . 
for present-day planning by architects and Lockwood 
dealers for V-DAY buildings. 

These helpful catalog pages will bring sales to 


. which will suggest possibilities 


Lockwood Franchise dealers today — and help to 
start along much of the big contract business of 
tomorrow. 


\ ; 


Builders’ Hardware is the foundation of every good hardware business 
— and the Lockwood Builders’ Hardware Franchise is planned and 
applied to produce the maximum volume of this desirable and profitable 
business. Write for complete details. re 


LOCKS ? 


USE 


Division of Independent Lock Co. 


\ HARDWARE MFG. CO. « FITCHBURG, MASSACHUSETTS 
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JOHN KLOSTERMEYER 


P. -WAR planning 


should include distributors’ cata- 
logs. ‘Take a look in a file of 
hardware catalogs and you will be 
surprised to find the little change 
in the format of the general line 
hardware catalog during the past 
50 years. The style and copy ma- 
terial has not kept pace with the 
change in merchandising. 


More Appeal Needed 


Most catalogs are still nothing 
more than illustrated price lists— 
bulky, heavy, hard to read and of 
little value as sales mediums. 
They lack color, dignity, character 
and they do not reflect the person- 
ality of the firms they represent. 
Is it any wonder, then, that they 
are so often tossed into a corner 
by the dealer to catch dust after 
the first casual “run through”? It 
is up to the producers of catalogs 
to create books of appeal so that 
the dealer will be happy to place 
them on his counter for con- 
sumers’ use. 

There are few individuals who 
will not potince upon a catalog 
with anticipation and expectation. 
Satisfy that desire and the catalog 
will forever be a welcome sales 
tool and a cherished possession. 

Cataloging must change in the 


What About the Catalog | ;, 


Post-war cataloging should be based on new ideas 

and methods and the catalog department should be 

closely related to the buying, selling, and mer- 

chandising departments. Wholesalers using cata- 

logs must fix their sights above the retailer and 
train them upon the ultimate consumers. 


post-war era for, beyond a doubt, 
merchandising and_ distributing 
will change. The consumer will 
be brought into focus in the future 
manufacturer to wholesaler to re- 
tailer picture. Wholesalers will 
bring into their scope of service a 
selected group of retailers who 
will be the research laboratory in 
retail merchandising. This change 
will have its effect upon cata- 
loging. 

The cost of cataloging is huge, 
the maintenance cost is tremen- 
dous—both affect the selling costs. 
There are hundreds of items in a 
hardware catalog that have never 
and never will pay for the cost of 
cataloging them. It is argued that 
the issuing of a new catalog in- 
creases sales volume. That is 
problematical, for in most cases 
the only reason for a new catalog 
is obsolescence and exhausted sup- 
ply. When a new issue did ap- 
pear it was from three to 12 
months out-dated. If a catalog in 
its present form is issued for the 
purpose of stepping up sales vol- 
ume, the cost of issuing the book 
will never be realized from the 
amount of increased business. The 
cost of cataloging will be added 
to the cost of sales for years to 
come. 

Cataloging as now practiced 
does not fit into present day 
thinking and post-war planning. 
Decided changes will have to come 
and the reformation of catalogs 
and cataloging can be expected, if 
they are to be profitable and be- 
come potential sales builders. 


The manufacturer, the distrib- 
utor, the dealer in the post-war 
era will have their plans centered 
upon the consumer. The catalog 
will have to be built according to 
that plan. No longer can it be 
created for the benefit of the sales- 
men or the internal organization 
of the wholesaler or as a buying 
guide for the retailer. It must be 
constructed with the consumer in 


mind. It must be his book. 


Must Accept New Methods 


In the future, the catalog man 
must divorce himself from all past 
theories and practices in catalog- 
ing. He must accept new methods 
and ideas. He must not be iso- 
lated from the organization. His 
department must become closely 
related to the buying, selling and 
merchandising departments, so all 
can feel the pulse of the consumer 
and keep in step with changing 
modes in that market. 


In the post-war era the catalog 
must be made a selling medium— 
a book that will have life, color 
and appeal for effective selling. A 
cold, lifeless, illustrated price list 
will not be accepted. The big en- 
cyclopiacal book will also go. A 
sectional catalog—a catalog with- 
in a catalog—will appear. A sec- 
tion to be lifted out and used as 
the need arises. A salesman mak- 
ing a call will need only one or 
two sections. A dealer can lift out 
a section when making outside 
calls, leaving the rest of the book 
undisturbed. The complete book 


“They shall beat their swords into ploughshares, 
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need not be lugged around. Such 
a catalog would also simplify revi- 
sion and modernization. 

The post-war catalog should 
contain more color, perhaps by 
using manufacturers’ pages. It 
should have more sections and be 
compiled with utility in mind. 
The copy should be intelligently 
written with less stress on the ma- 
terial and the construction of an 
item but with more emphasis on 
selling points. Copy and layout 
to be constructed with quick, easy 
to read and understand descrip- 
tions and harmony in composition 
with illustrations. 

In the post-war era, the- whole- 
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saler using the catalog as a sales 
tool must fix his sights above the 
retailer and train them on the con- 
sumer. His cataloging should be 
conceived, so that his dealer 
friends can utilize that sales tool to 
their mutual advantage. It should 
contain, for the dealer’s benefit, a 
section on merchandising, store, 
window and counter display, floor 
selling and outside selling, local 
advertising, newspaper circular 
and store catalog, management, 
stock control and buying. The 
wholesaler should supplement his 
general catalog with cooperative 
consumer catalogs. 

The post-war catalog should be 





Why Not Bring Back Our Military 
Surpluses Afte 


Hardware Age 
Post-War Forum 








“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


a useful, practical and colorful 
book that will be a salesman’s sell- 
ing medium, a dealer’s buying 
guide and a dealer’s store con- 
sumers’ catalog. Men and women 
are attracted by colorful, well 
planned, well written catalogs, for 
they excite buying emotions. Take 
a look at the hardware catalog of 
today and yesterday and try to fit 
it in tomorrow’s picture—do that 
and you will plan to make your 
post-war catalog a “best seller.” 


r the War? 


By ROY P. McCONAHAY 


Van Wert, Ohio 





7s the conclu- 


sion of the war, this country will 
have lost the potential benefit of 
the ideas and efforts of a great 
many individuals represented by 
the death of a great many of our 
younger citizens. Their responsi- 
bilities will have ceased, their 
obligations will have been more 
than met and time will go right 
along. After 10 years have passed 


and their spears into pruning hooks.”..... $i, 4; Michah, IV, 3 








we again may become indifferent 
to the price paid for the continu- 
ance of our American Way, their 
loss will have been in vain and 
justice will sooner or later over- 
take us. 

The injured and disabled will 
be recognized and cared for by a 
substantial government, mainly 
through the interest and efforts of 
subsequent veterans’ organiza- 
tions. There will be many in- 
equalities, there always have been, 










Join the Hardware Age Post-War Forum! 


The necessity for post-war planning, if we are to avoid hardship and 
disorganization after the war, becomes more and more evident every 
day. When Peace comes to the battlefields another war will begin in 


the field of commerce. 


Competition will be greater than ever before 


and many new factors will enter into the business of distribution. All 
branches of business—manufacturers, wholesalers and retailers—should 
start making plans now for the post-war boom times and the period of 
recession which will probably follow it. 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 





there always will be, however 
time tends to correct these condi- 
tions. 

The junior partner of the com- 
bination of, “Men and Materials” 
namely, “Materials,” is the subject 
which is the basis for my sugges- 
tion. 

I was in the Air Service in 
1918, and was partially associated 
with the French salvage opera- 
tions. At the close of the war, 
we were expanding the facilities 
for salvaging crashed planes of all 
origins, picked up on the field. 
We were reducing them to parts 
and making provisions to melt 


down bulk metal, whether to ship 
back to the States in “pigs” or re- 
cast I don’t know. At the close 
of the war, I would notice rows 
upon rows of trucks rusting away 
throuch lack of need or official 
disposition. 

This seeming waste was the 
fault of no one, it was merely part 
of the back-wash of a war. 

When this war will have been 
won we will also have lost an 
amount of basic national resources 
or wealth beyond the conception 
of the human mind. 

It is impossible to send out. of 
this country a hundred thousand 





planes, a hundred thousand tanks 
and millions of other items mainly 
of metal and not be conscious of 
the fact that, the equivalent of all . 
this metal is simply a “hole in the 
ground” up in the mining regions. 

It is worth it to keep our nation 
intact, but later when comes the 
time to dispose of these surpluses 
which will be scattered over the 
world, unless we get a “good 
deal,” and I don’t mean money, 
before we give it away or leave it 
stand and rust, I would rather in- 
crease the pay-roll a little more 
and bring it back and let it rust 
here. At least our soil would get 
the benefit of the substance and 
not some other place. 

Furthermore, all this salvage, if 
not commercially fit, could be re- 
duced to “pigs” and even buried 
against the day when we again 
have scrap drives. 

The hardware business is an old 
and substantial one and there are 
quiet and unassuming men in it 
who have great influence in places 
of authority and, it will be 
through them that the substance of 
these remarks will eventually be 
an actuality. 


Retail Stores Making Their Fourth War Loan 


EFORE the final curtain had 
been brought down on the 


Fourth War Loan on February 15, it ‘ 


was estimated by F. Edward Pulte, ; 
Jr., chief Retail Stores Section, War 

Finance Division, United States 

Treasury, that 50,000 retailers 

throughout America would be dis- 

playing the retail award Fourth 

War Loan banner shown in the ac- 

companying illustration. 

The banner is 18 by 24 in. in size, 
is deep blue and white and has a 
gold color fringe, hanger, cord and 
tassels. 

“All retail stores, large or small,” 
said Mr. Pulte, “can earn the privi- 
lege of displaying this banner by 
making their quota—an average of 
$200 in ‘E’ Bonds per employee.” 

The procedure for qualifying and 
ordering these banners, set forth by 
the Retailers’ War Campaign Com- 
mittee, is as follows: 

1—Orders must be accompanied by 
a statement, signed by an official of 
the store, noting the number of em- 
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ployees in the organization and the 
amount of dollars in their ‘E’ Bond 
sales., 

2—Stores wHich have organized 
their employees into competitive 
teams may qualify individual teams 
for the banner as each team makes 
quota, regardless of the standing of 
the store as a whole. 

3—Banner orders may be placed 
in advance by stores which have or- 
ganized employees into various 
teams, groups or departments. Such 
orders, however, must include a 
statement that a full report will be 
made to the Retailers’ War Cam- 
paigns Committee at the conclusion 
of the Fourth War Loan on the sell- 
ing performance. 

Orders should be sent, with remit- 
tance, to the Retailers’ War Cam- 
paigns Committee, 1627 “K” Street, 
N. W., Washington 6, D. C. This 
committee promises to make imme- 
diate delivery of this banner. The 
price, $1.25, includes special delivery 
mailing. 


‘a 4S ¥ vs 
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Bond Quota May Display Banner 
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The Retail Bond Quota Banner 
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Recommends an Office of Demobilization 


To Supervise Industrial Reconversion 


Senate Committee on Post-War Economic Policy and 
Planning recommends that it should work with a 
joint Congressional Committee and be responsible 
only to Congress. Agency would be supreme in all 
reconversion matters and would be subordinate to 
Office of War Mobilization for duration of war. 


j ie report of the Sen- 


ate Committee on Post-War Eco- 
nomic Policy and Planning issued 
Feb. 9 is the first overall blueprint 
to come out of Washington de- 
signed to guide American business 
through the treacherous days of 
demobilization and _ reconversion 
that lie ahead. 

This committee recommends the 
setting up of an Office of Demobil- 
ization to work with a joint Con- 
gressional Committee on broad 
powers of policy and responsible 
only to Congress. 


Would Be Supreme 


This agency would be supreme 
in all matters relating to indus- 
trial reconversion to peace, except 
that, so long as _ hostilities con- 
tinue, it would be subordinate to 
the Office of War Mobilization 
and would coordinate all its 
activities with other agencies 
through that office keeping the Di- 
rector of War Mobilization con- 
stantly advised of those activities. 
This would circumvent any desire 
of the Army and Navy to have a 
hand in the reconversion game. 

The report says: 

“The paramount consideration 
in the handling of all demobiliza- 
tion problems should be the pres- 
ervation and strengthening of the 
American system of free competi- 
tive enterprise. All war plants 
and war surpluses should be han- 
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dled by the demobilization agency 
so as to promote such enterprise. 

“No Government plant should 
be disposed of in a manner to cre- 
ate monopoly, but the fostering 
and encouragement of competitive 
enterprise and small business 
should be a prime consideration.” 

The language of this report is 
in sharp contrast with the one 
issued by the now defunct Na- 
tional Resources Planning Board 
issued last summer, which advo- 
cated policies that smacked of 
state socialism and the nationaliza- 
tion of our industrial wealth. 

The agency which the Commit- 
tee would set up in legislation to 
be introduced would not be an 
operating agency. The actual 
carrying out of plans would be 
handled by agencies already estab- 
lished, under policies laid down 
by the Office of Demobilization. 
Its power to issue orders, facili- 
tating reconversion, to other agen- 
cies would be absolute, subject 
only to its control by the Office of 
War Mobilization until victory is 
won. 


To Start Immediately 


The agency’s work would begin 
immediately and it would be 
charged with the responsibility of 
having a complete inventory made 
of all Government property and 


to gather such information with 
reference to inventories in the 
hands of private industry as would 
enable it immediately to put into 
effect a matured plan for the han- 
dling, storage, disposition and 
control of those inventories which 
will become the property of the 
Government when contracts are 
cancelled. 

Since inventories in the hands 
of manufacturers will constitute a 
very large percentage of the total 
surplus goods the Office of De- 
mobilization would include such 
inventories in its plans for surplus 
disposal. 

The Army, Navy and Maritime 
Commission would determine just 
what property in their hands con- 
stitutes surplus. The determina- 
tion of what constitutes surplus in 
the hands of other agencies would 
rest in the hands ‘of the new de- 
mobilization group. 


Orderly Disposal 


The report favors the disposal 
of surplus goods in a manner to 
best utilize their economic value 
and as expeditiously as possible. 
Continuing the discussion of pol- 
icies to be followed regarding sur- 
pluses the report says: 

“At the same time, they should 
not be forced on the market in 
quantities greater than the civilian 
market can absorb, without un- 
duly disturbing the economy, or 
in quantities that will cause the 
shutting down of factories produc- 

(Continued on page 175) 
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Gift Shop Technique Rings the | (Ct 






‘Le Nittinger Hard- 


ware Co, Santa Monica, Cal., is a 
store where an unusual technique 
of selling exemplifies the old dic- 
tum of “Man bites dog”— in the 
hardware business. R. E. Nittin- 
ger, son of the owner, and mana- 
ger of the store, also applies 
another bit of wisdom to this suc- 
cessful business. He proves that 
nothing succeeds like success once 
a merchant and his business are 
established and it does not matter 
which of the several merchandis- 
ing technique he uses. 





= 
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Established in 1902, the store 


started as a conventional plumb- 


ing business. But came Pearl 
Harbor and shortages; also E. P. 
Nittinger’s son graduated from 
the University of California and 
came to work with him. 


Colorful Merchandise 


R. E. Nittinger had new ideas 
and did not take long about put- 
ting them to work. In went 
shelves of bright, gay, colorful, 
eye-catching merchandise. Mr. 
Nittinger and his son realized that 
what people actually needed, they 





The window displays 
resemble those of a gift 
shop and they stop the passersby. 


would ask for and contended that 
such articles required no special 
display. They had to be kept in 
stock and be furnished whenever 
the customer wanted them. But 
there were many other items the 
customer would buy if he saw 
them. 

Before putting in the numerous 
new lines, R. E. Nittinger went to 
work on the background tech- 
nique. He hired a professional 
window display man to come in 
once a week and change the win- 
dow. Carpenters built in new wall 
shelves and rearranged the old 
display tables. The store was 
painted a cheerful pale green and 
a group of friendly women was 


Santa Monica, Cal., firm has remodeled its 
store, changed its window displays and is 
using a different type of sales approach 
but it all helps build traffic and sales 
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engaged to do the selling. The 
shelves were filled with new mer- 
chandise, among which was much 
gift china and crystal. Many 
pieces were originals by such rec- 
ognized artists as Hedi Schoop 
and the Modglins, ranging in 
price from $5.00 to $25.00. The 
Nittingers certainly spared no 
pains to spread the most attractive 
bait all around. There were color- 
ful pottery, copies of French 
plates (original imported from 
Paris), with sayings in French 
painted around the rim, glassware 
and delicate long-stemmed glasses 
and vases. Recently the store pur- 
chased some imported Portuguese 
and Brazilian glass and, in spite 
of its selling for $5.95 for eight 
pieces, it went like wildfire. At- 
tractive display and imaginative 
buying have paid dividends. 


Innovations Abound 


No matter what corner of the 
store one goes to, the innovations 
are evident. Among the cocktail 
food trays one finds only the best 
of the kind—huge, polished wood- 
en apples to hold hors d’oeuvres 
or crackers; hand decorated prov- 
incial ware: wooden platters, hand 
carved and fancily priced at $15 
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and more; miniature bars (col- 
lapsible) around $20.00. 

In the barbecue corner there 
are various hand-blocked barbe- 
cue aprons; hand-made wooden 
salt and pepper shakers; colorful 
fiber brooms from the West In- 
dies, and bright Franciscan ware 
from the kilns of California. There 
are also many hand-woven or 
hand - decorated baskets of all 
shapes, types, materials and sizes, 
for every barbecue whim—from 
carrying wood, to carrying hot 
biscuits. Amusing, and a good 
selling item, are breadboards in 








Present day view 
of the interior 
after remodeling 
was completed. 
The arrangement 
permits the show- 
ing of a maximum 
number of items 
without confusion. 


the shape of animals. There are 
leave-a-note pads; hand-decorated 
paper baskets; _raflia - wound 
glasses and decanters; soap 
shakers. They do not come in in 
large quantities, but then R. E. 
Nittinger is no believer in buying 
too much of any one line. “Va- 
riety is the spice of life.” and the 
the firm has put that motto to 
work successfully. 


Gift Shop Appearance 


The front of the store looks 
more like a gift shop than a hard- 


Interior of the Nittinger store as it appeared 10 years ago. 








Lawn and Garden Goods Attract Customers 





Lawn and garden goods are featured in this attractive third floor de- 
partment of the Clark Hardware Co., Jamestown, N. Y., The ceiling is 
used to show a variety of bird houses, a line that. was very attractive 


to customers. Fertilizers, seeds, and equipment of various types are 


displayed on tables and platforms. 





ware store despite the fact that the 
feature seasonal hard- 
items. Games, pottery, 
wooden turkey dishes with spikes 
on which the heavy bird can be 
speared to stay put for carving; 
flower prints, attractively framed: 


imported English Banff and 
Thames scene china; hand-deco- 
rated Viennese cordial bottles; 
plastic clothes pins—these are only 
a few of the items to meet the cus- 
tomer’s eye. 


windows 
ware 


The store carries all of the sea- 


Picture 


LINE of merchandise which has 

proved a war-time “natural” 
for Service Hardware Company of 
Sylacauga, Ala., is picture frames. 
This concern sells 10 to 15 pictures 
frames a day, ranging in price from 
39 cents to $4.95. The store car- 
ries a complete stock of frames in- 
cluding those of wood, plastics and 
metal, also double frames and minia- 
tures. A window display is frequent- 
ly given over to this merchandise. 

“A glance at any photo studio 
will show why the frame business is 
so good,” said G. H. Arnold, proprie- 
tor. Many families are separated so 
they have pictures made to send 
loved ones. There is hardly a fam- 
ily that does not have a son, brother, 
father or at least a relative in the 
war zones.” 

The frame display in this store 
is right near one of the two main 
entrances and on what might be 
termed the “women’s side,” that is 
the side devoted to the display of 
gifts, novelties, china, glass, kitchen 
ware, etc. 
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Frames Aid War-Time Sales 


sonal supplies for housecleaning 
or garden needs; vacation sup- 
plies, and canning. accessories. 
But all the staple hardware items 
are kept in the back, and every 
article is given a chance to step 
in the store with its best foot for- 
ward.” Instead of displaying rows 


.of jars for canning suggestions, or 
‘large turkey roasters as an idea 


for rationless cooking, the Nittin- 
gers placed a book rack in a 
prominent spot. It is filled with 
books on home canning, cooking, 
sewing, even home medicine. 


The Sales Approach 


Another merchandising _ tech- 
nique worth mentioning, is the 
psychological approach used by 
the sales force of the Nittinger 
store. Salesgirls do not attack the 
customer the moment he arrives. 


They encourage browsing. No 


one says, “May I help you?” until 
the customer walks into the color- 
ful trap and is fascinated. This 
combination of leaving the person 
to his own devices and treating 
him with the utmost. courtesy at 
the right moment, results in ever- 
increasing sales. 


This display of picture frames is in a prominent position and 
deserves it because of the way in which it increases traffic. 
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Seeds Swell Sales at Sweetnam’s 








REE eine 
A. hee ‘a 
J Am. 


teh ears 


ist eds: 


Pa | = 
: i it shat er era atl hs ag 


ae 
ar ¢ 


This compact display of seeds and garden accessories helps build business. 


E;, the amount of 


space and the length of time used, 
garden seeds are among the most 
profitable items a hardware store 
can handle, says Wilbur Sweet- 
nam, of Sweetnam’s Hardware, 
Peoria, Ill. 

Last year the seed display oc- 
cupied one table, made with a two- 
stepped top and covered with red 
checked oilcloth. On top at one 
end of the table was a three-shelf 
rack devoted to small bulk seeds 
displayed in square glass-stop- 
pered glass jars, eight on each 
shelf. At the rear of the table was 
a display of gladiolus bulbs. On 
the remainder of the table were 
displayed larger bulk seeds in 
enameled dishes. Each of these 
had a card showing the particular 
plant in natural colors along with 
description, time to plant, price, 
etc. Many other garden necessi- 
ties were also displayed on the 
table, including such items as 
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Peoria, IIll., firm’s sales in this 
line amounted to $2,000 last year. 
Sales by the pint and quart build 
business with local housewives 


spray material, pruning shears, 
hedge shears, insecticides and 
fungicides, hand sprayers, straw 
hats for garden work, etc. 

Below the table were more bulk 
seed displays in crockery jars and 
around it such items as fertilizers, 
etc. At each end of the table was 
a display of packaged seeds ex- 
tending from the floor up. 

In 1942 Sweetnam’s sold what 
they considered a large volume of 
seeds. In 1943 they doubled the 
order and still had to reorder 
some items several times. Sweet- 
nam’s makes a brand of lawn seed 
of their own and about 1400 lb. 
of this have been sold so far, all 
of it going to owners of small 
lawns. The total sales last year of 


seeds approximated $2,000. 


«While the promotion of Victory 
Gardens has been the main factor 
in increasing the sale of seeds, 
there is one thing that has contrib- 
uted greatly to sales. From previ- 
ous experience, Sweetnam’s knew 
that housewives did most of the 


(Continued on page 73) 
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Home Made Brooders Build Business 
for the Jefferson Hardware Co. 





Melvin Baldwin with one of his firm’s home-made chick brooders. 


ik 
HE Jefferson Hard- 


ware Co., Ensley, Ala., hit the 
jackpot a few months ago when it 
began chick brooders, 
made on the premises after a sim- 
ple design furnished by the Exten- 
sion Service of the Alabama Poly- 
technic Institute at Auburn. Since 
that time scores of these broodegs 
have been sold. Customers buy 
them so fast that it is hard to 
keep a sample on the floor for dis- 
play. 

“In line with the ‘Food for Vic- 
tory’ campaign, the Institute pre- 
pared plans for what it termed ‘an 
all-purpose electric brooder’ and, 
together with the Alabama Power 
Company, gave it 
promotion,” says Melvin Baldwin, 
proprietor of this company. 
“Many persons bought the mate- 
rials for the brooders and did the 
building themselves, but we found 
many others who wanted to buy 
them ready-made. 

“We began making them in our 
basement and found the demand 
to be immediate and constant, in 


» oO 
selling 


considerable 
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Built to design furnished by 
Alabama Polytechnic Institute, 
they cost $9.00 to make. Firm's 
customers buy them for $17.95 


fact ahead of our production. 
Some of the construction work 
was done by our truck driver and 
helper during off hours and we 
some scrap material 
from boxes and other 
sources. We sold the simple mod- 
els for $17.95 and estimate that 
the overall cost for material and 
labor was about $9.00. By fur- 
nishing the lumber and material 
we can get them built for $4.00 
each, but almost a day’s work is 
required in their construction. We 
have also sold a few of the larger 
size brooders at $25.00 or more 
each. 

“The brooder is of a type which 
can be used indoors or out of 
doors, both on farms and in small 
towns or cities. Most of our cus- 


also used 


glass 


tomers so far have been urban 
dwellers, who, worried about the 
dwindling meat supply, decided to 
grow their own fryers and broil- 
ers. In fact, so many persons 
went into the chick business in 
this territory that baby chicks be- 
came hard to get. We arranged 
(Continued on page 121) 
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Remincion DEALER LETTER GS 


Imagine a shotgun with a 


“ball-bearing” action! 


IMAGINE how smoothly and sweetly a 
slide action shotgun would operate if 
every moving part could roll on ball 
bearings! 

Now, we doubt very much that anyone 
has ever made a shotgun with, literally, 
ball-bearing action. BUT.... 

We know very well the shotgun that’s 
known as “the gun with the ball-bearing 
action” among aerial gunnery trainees in 
Uncle Sam’s Army. For that’s our own 
Remington Model 31 slide action repeater! 

In aerial gunnery training, you see, clay 
target shooting plays an important part. It 
teaches quick coordination between eyes, 
brain and muscles in hitting targets mov- 
ing at various angles. That’s where the 
Model 31 comes into the military picture. 
And this remarkable gun has such fast, 
easy action and such superb balance that 
it’s been taken enthusiastically to the 
hearts of the trainees using it! 

There will be thousands and thousands 
of ex-service men buying the Remington 
Model 31 after the war is over, when these 





“He says there ain’t no such thing 
as a feudin’ license.” 
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guns “with the ball-bearing action” are on the mar- 
ket again. 

Keep that in mind as you make your postwar 
plans! Remington Arms Company, Inc., Bridge- 
port, Conn. 
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Uncle Henry says: One swell way to make a big 
chore out of a little one is to keep puttin’ it off. 


* * * 


Remington shotguns are popular for clay target 
shooting in the Navy, too—where the Remington 
Sportsman is winning thousands of enthusiastic 
boosters and future owners. Remember that, too, 
in your postwar planning! 

* * x 
Did you know that a Remington Hi-Speed .22 has 


100 yards more effective range than an ordinary 
speed bullet? Yessir! 


* * * 


“Sportsman” and “Hi-Speed” are Reg. U. S. Pat. Off. 
by Remington Arms Co., Inc. 











65 














Know Your Merchandise! 


N* one can know too much 
about the business in which 
ss he is engaged. Knowledge 
pays dividends in any line of busi- 
ness and the retail hardware busi- 
ness is no exception to the general 
rule. 

Particularly is this true at the 
present time. Many a salesman in a 
retail hardware store may have an 
excellent fund of knowledge on the 
lines his store carried in the pre- 
war era, but there are a good many 
items that are being carried now 
that are new as far as the store is 
concerned. You may call them sub- 
stitute lines, but they are now to be 
found upon your shelves. It is up 
to you to know more about them. 
Make it a point to study these lines 
in your spare time and know them 
so well that you will be able to im- 
part your information to your cus- 
tomers. The more knowledge you 
have the more you will be able to 
arouse their interest and the more 
you will sell. And, by the same 
token, your value to your firm will 
increase in direct ratio to your sales. 


Study Your Merchandise 


Whenever you have any spare 
time, make it a point to study cata- 
logs and sales manuals. Don’t neg- 
lect the advertisements in business 
publications and pay particular at- 
tention to the ads which offer sales 
manuals. That’s where you will find 
information that will make you a 
better salesman. If you can’t find 
time in odd moments, take them 
home with you and do a little inten- 
sive study. You will find that you 
will have an immensely broadened 
knowledge of hardware store mer- 
chandise and that you will be the 
salesman sought out by customers. 


Plan for the Present 


Much has been written about post- 
war planning. Why not do some 
war-time planning for the days that 
are here? It might be well to put a 
seasonal angle in your study and to 
inform yourself on the numerous 
lines that will be in demand within 
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the next few weeks. Lawn and gar- 
den equipment, seeds, fertilizers, 
sporting goods will become increas- 
ingly popular as the days get warm- 
er. Learn and be in a position to 
advise and you'll find that the time 
has been well spent. And while you 
are getting informed about seasonal 
lines, don’t neglect the staple items. 
They may not be so many of them 
on your shelves at the present time, 
but you can’t afford to neglect them 
at any time. 


Spring Calls for 
Fresh Color Schemes 


The coming of spring calls for 
some general face lifting in most 
hardware stores. Plan now to 


change the color scheme of the 
backgrounds of the windows. Use 
a light spring shade, such as light 
green or light yellow. This 
change should be made early in 
March in order to enable displays 
of spring merchandise to be 
shown against the proper back- 
grounds. 

Other display equipment can 
very well be freshened up at the 
same time. It’s a good time to re- 
paint tops of display tables. Re- 
finish the entire table if it is nec- 
essary. Keep your equipment in 
the best condition at all times. 
Don’t overlook the front of the 
store. The store sign may need to 
be painted. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80, good; 60, fair; 40, poor, and 20, 
very poor. The correct answers to these questions will be 
found on page 124. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—How many rolls of roofing will be required to cover a 
gable roof measuring 50 ft. long by 10 ft. wide. One roll of 


roofing will cover 100 sq. ft. 


2—A dealer buys floor wax at 33-1/3 discount off the list 
price. The goods are sold at list. Figure the margin on the 
line in percentage of the selling price. What is the mark-up in 


percentage of the cost price? 


3—Contractor customer in a hardware store receives a trade 
discount of 10 per cent on builders’ hardware items. Mer- 
chandise in this line is marked to yield a 33 per cent margin 
at retail. Figure the net margin on contractor’s sales. Are 
such sales profitable in view of the fact that the company has 
a cost of doing business of 25 per cent? 

1—Determine how much cash discount this company earned. 
Purchases for the year were $20,000, however, the company 
was only able to take the 2 per cent cash discount on $15,000 


of purchases. 


5—A bundle of asphalt shingles cover 50 sq. ft. Can you 
determine how many bundles of shingles will be required to 
cover a shed type roof 50 ft. long and 20 ft. wide? 


(Answers on page 124) 
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Required— 


for Successful Production 








HETHER we like it or not, and without regard or respect for past 

performance, the system or channel of distribution, which will 
convey all manufactured goods from the factory door to the ultimate 
consumer, will be that channel which provides the required service 
with efficiency and economy. 











*® RODS AND BaITs 








If you believe that statement true, then you will be interested in TRUE 
TEMPER’S plans for better yet lower cost production, and better yet lower 
cost distribution, the results of which are better merchandise and better 
values and very materially increased gross profits. 


Double talk? No—just ordinary common sense, proven time and 
again by good producers, good distributors, and good retailers. 


*® STEEL GOODS 





To produce these coveted results requires, first, that basic require- 
ments be met by both production and distribution and, second, that 
aggressive and fearless leadership in both activities cooperate in execut- 
ing the resultant sound production and merchandising plan. 


* SCYTHES, WEED AND GRASS TOOLS 


® SHOVELS 


The first requirement is to own ample, well located manufacturing 
plants equipped with the best and most efficient production tools, to- 
gether with ample capital to finance unlimited inventories of goods 
in process and finished stocks. 


Of equal importance, the management and the operating staff must 
be a seasoned organization of production experts who work as a single 
unit. With facilities, capital and personnel to meet these requirements, 
no one can produce better quality and value or lower costs. 








The second requirement is to eliminate job shop production costs, 
and develop low cost line production. This necessitates the elimina- 
tion of all non-essential designs, grades, sizes and finishes, yet retains 
all necessary and demanded essential items, on which the potential 
volume permits steady line production. 
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A most important factor in line production, not previously consider- 
ed in relation to its value, is that workers become more expertly skilled 
on one job and, therefore, not only produce more but better products. 


* HAMMERS 


The third requirement is that these essential items and sizes be 
produced in required grades only and that the best quality and the most 
acceptable and practical finish be developed for each grade. 


Thus, TRUE TEMPER quality and value are improved and produc- 
tion costs are reduced to an efficient minimum. The American Fork 
& Hoe Company, Makers of True Temper Products, Cleveland, Ohio. 


TRUE TEMPER The Eight Har Line 
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TRUE TEMPER THE KNOWN VALUE EIGHT STAR LINE 




















By J. K. LASSER 


ULL employment, ac- 
celeration in jobs and manufactur- 
ing processes, widening markets, 
accumulated consumer demand, 
new and better merchandise for 


the nation’s retailers to sell—all 
these are potentials of the post- 
war. They will not automatically 






Incentive Taxat 


happen. Business must invest its 
funds to win these goals, and it 
cannot be assumed that business 
will do that without a public pol- 
icy encouraging to it. 

Moreover, we must have no 
time lag. We can not wait for a 
policy encouraging to investment 
to evolve during the years ahead. 
We must plan it now, and elimi- 





“They say to Capital, ‘Come down here and establish a 
branch of your business. We will not tax your income.” 
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nate any breaks that will deter 
post-war employment. 

Out of these vital but as yet 
unsolved considerations has come 
the wide agreement on the part of 
legislators, economists, and labor 
leaders that we need to create an 
incentive tax system which will be 
operative in the post-war years. 


What Is Incentive Taxation? 


Incentive taxation is the device 
to encourage the individual or the 
corporation to put its capital at 
risk in the promotion, manufac- 
turing and marketing of goods 
and services for our post-war 
needs, At present, almost all profit 
from corporate activity is  si- 
phoned off by Federal taxation. 
And this is done with much jus- 
tice: today there is relatively little 
risk being taken by business. Full 
employment is being maintained 
largely by government contracts. 
Our present undreamed-of produc- 
tion level is being chiefly sus- 
tained by the demands of war, and 
the government is very largely the 
guarantor of the market. 

But post-war American business 
must reassume the responsibility 
of creating and maintaining a high 
level of sales and employment. 





a PRR Sma nesey. Spada 








HARDWARE AGE 


WORers 





“We need to create 
an incentive tax 
system which will 
be operative in 
post - war years.” 








Can Boost Business! 
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{ AND A MIGHTY 
MOWER, SHE WAS! 





PHILADELPHIA 


Bacx in the old days, aristocratic blades 
of grass blushed with modest pride as crowds 
gathered to see this mighty ‘Philadelphia’ 
roar across spacious lawns of big estates. 
Heavy and noisy she was, but she cut smooth 
and even, just as ‘Philadelphia’’ Mowers 
do today. 

After the war, everything points to a big- 
ger-than-ever power mower market. Handy, 
small, power units will take the hard work 
out of grass cutting for thousands of homes 
with medium-sized lawns. 

“Philadelphia” will have a power mower 
for this market when things get back to 
normal. We are working on it now, just as 
we are on our top line of hand mowers. 
With a name famous for lawn mowers for 75 
years, and with a new outlook applied to 
tried-and-proved cutting principles, ‘Phila- 
delphia” will be a post-war leader in its field. 
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LAWN MOWER & MFG. CO. 
18th and COURTLAND STS., PHILA. 40, PA. 








enough income to buy our total 
national output. 

How can savings and business 
reserves be tempted out of hid- 
ing? By devising a system which 
will encourage private capital to 
seek profit by taking risks which 
will expand business activity. 
This alone can support full em- 
ployment without gigantic govern- 
ment spending. In no other way 


stabilization—say, for five years. 
Your losses during this period, 
will be yours to absorb, with no 
cushioning from government.” 


How Can Incentive Taxes Help 
Small Business? 

We have previously suggested 
that there has been general agree- 
ment approving this device. That 
is not to say that all parties agree 





“If business does not pick up the reins, the team will start up 
unchecked or Government will take back the role of driver.” 


can business itself support a post- 
war production such as we have 
never had before in times of 
peace. 

The system or method which 
has recommended itself to many 
post-war planners is neither new 
nor difficult. It is the same plan 
that is in operation in certain 
states and foreign countries wish- 
ing and seeking to attract new 
businesses. They say to capital: 
“Come down here and establish a 
branch of your business. While 
you are in the risk-taking period 
of planning, building, employing 
and creating a market; while you 
are getting established, we will not 
tax your income.” This same sys- 
tem must be our basis for plan- 
ning in the post-war years. The 
government should say to busi- 
ness: “If you will actually risk 
your capital in enterprise, in 
maintaining and expanding em- 
ployment, there will be no tax on 
your income during the years of 


as to the mechanics. The recently 
issued Brookings Institution plan 
has some official flavor in view of 
the fact that Brookings is operat- 
ing in collaboration with the spe- 
cial Senate committee on_post- 
war economics and_ planning 
headed by Senator Walter F. 
George. This plan, while aimed 
in the right direction, would fail 
to help all types of business to ex- 
pand. Brookings proposes prefer- 
ential tax treatment, for some- 
thing like a period of five years, 
for industries developed after the 
war. Companies would be awarded 
exemptions provided they would 
do one of these things— 

Operate a new constructed plant 
or plants, or 

Operate a plant not previously 
used for manufacturing, or 

Operate an abandoned or dor- 
mant plant that had not been used 
for manufacturing for something 
like three years. 

This they would call the test for 
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expansion of capital and employ- 
ment opportunities. The recom- 
mendations of some labor leaders 
are of the same character. But, 
like Brookings, most of them fail 
to recognize that it is in the-exist- 
ing business and plants, small and 
large, where we need most the im- 
petus to risk. Small business can 
not afford to construct new plants 
or to finance the reconditioning 
of an old plant. It may only be 
concerned with developing a retail 
store or a new milk route. But 
these may be very important to a 
given community. Through either 
would come a real stimulus to em- 
ployment and business stability. 
Incentive taxation should be the 
device which would bring out of 
the savings banks and vaults the 
accumulation of war-time savings 
that would underwrite the risking. 
We must not create an incentive 
plan available only to the large 
corporations, or to new corpora- 
tions founded with large funds n- 
vested through the open markets 
or by bankers. 


Exemption for Risk 


But at least there is agreement 
that it is the willingness to risk 
capital which must be encouraged. 
And for this risk, the compensa- 
tion is to be tax exemption. By it 
we will secure the stimulation to 
production, the movement to the 
markets of productive materials, 
and the vigor, confidence, and op- 
timism, characteristic of free en- 
terprise, that will encourage em- 
ployment. Without it, we _ will 
deter investment in new enter- 
prises and destroy expansion and 
risk-taking. This, then, is our 
opportunity to create a post-war 
incentive plan that will cover all 
business. How to do it is the con- 
cern of business. 

We ought not to imply that 
there is unanimous agreement by 
economists, labor leaders, and 
legislators as to the mechanics of 
the incentive system. But most of 
the objection springs from the 
fear that we shall create a device 
that will penalize those who fail 
to fit into the technical provisions 
of the law. This fear could be 
dispelled if we can devise a system 
of post-war taxation that would 
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of Your Farm Customers are Prospects for a 

















Essential To Modern Farming 
Operations 


Today, because of scarcity of labor and the ordinary fenc- 
ing materials, PARMAK Electric Fencers-solve war- 
time fencing problems. Tomorrow, because American 
farmers know they save money, time and labor, PAR- 
MAK will continue to be in increasing demand. Are 
you going to get your share of these profitable sales? 


investigate Parmak’s Exclusive dealer franchise 


Parker-McCrory Mfg. Co., 2609-17 Walnut, Kansas City 8, Mo. 
Send, without obligation, complete details of your exclusive 
Dealer franchise and Merchandising program. 
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VLCHEK 


TOOL COMPANY 


3001 E. 87th ST. + CLEVELAND 4, OHIO 
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* Throughout 49 years 
of fine tool making we 
have constantly empha- 
sized research in produc- 
ing quality tools. Noth- 
ing is “good enough” 
if better is possible. 
As a result of research 
and quality standards, 
Vichek Tools are “tops” 
in quality, always. 


THE 





accomplish exemption when there 
is proof that a business is invest- 
ing funds in expansion, promo- 
tion, and development, and there- 
fore employment; and yet would 
not penalize businesses that were 
unable to risk or could not prove 
that they were risking in an ex- 
pansion program. 

Certainly mere increase in em- 
ployment would not be enough to 
win tax exemption, nor simple 
maintenance of wartime employ- 
ment levels. But Business itself in 
cooperation with Labor and Gov- 
ernment, could work out tests 
which would distinguish between 
the management which froze up. 
waiting for consumer demand to 
knock its doors down (a demand 
that does not come with mass un- 
employment) and the business 
which really dared to invest in the 
future. Those which dared and 
risked from the incentive of profit. 
would be allowed the right, during 
this five-year period, to keep what- 
ever earnings accumulated, just as 
they would have the responsibility 
for absorbing possible losses. All 
other businesses would assume 
normal tax burdens on their in- 
come. 


Design of Incentive System 


In the establishment of such a 
policy, business might be given 
the option to elect either of two 
tax policies. The individual busi- 
ness might choose: 

1. The tax system now in our 
law with its recognition of the 
need for “averaging” income in 
order to secure a fair tax. Under 
it, if a business loses $1,500 in 
the first post-war year, and then 
makes $1,500 in the next two 
years, it will pay no tax. Or if it 
makes $1,000 in the first two post- 
war years and then loses $1,000 
it will get back the tax it paid in 
the first two years. Or if it loses 
$1,500 in the third year and then 
makes $500 in the next two years, 
it will pay no taxes over the en- 
tire five-year span. Our present 
law is wholesome recognition of 
the risks of business and the fal- 
lacy of annual accounting for 
taxes. But obviously it leaves 
business with the drain of any 
greater loss than the $1,500. If 
there was fear that it might be 


ten times that, then business will 
not risk. 

And so—each business ought to 
be given the chance to choose 
something along the lines of this 
new proposal: 

2. To elect an incentive tax sys- 
tem. If it did, it would give up 
all the carryover benefits, but 
would pay no taxes for five years. 
Thus, if risk-investment produced 
losses of any amount in the first 
year, a business would be entitled 
to all the profits it could make in 
the succeeding four years. The 
right to this exemption ought to 
come easily if any business could 
prove tc a disinterested commu- 
nity board, in charge of adminis- 
tering the “test” law, that there 
was a real plan for investment that 
stimulated employment. This test, 
keep in mind, would have been 
worked out by Business itself, in 
cooperation with Labor and Gov- 
ernment, and would apply to large 
or small businesses, whether thev 
were incorporated or not, and 
whether manufacturing, retailing 
or any other form. If the test 
were met, there would simply be 
no taxes for the five-year period. 

If a substantial part of business 
earned this exemption, then where 
would we get the tax money for 
government’s peacetime budget? 
It would come from the increased 
national income that would follow 
the increased employment due to 
the program of business expan- 
sion. That is the whole idea of 
inducing business to expand. 


What Can You Do About It? 


Such are the beginnings of the 
mechanics of a system of incen- 
tive taxation, which would free 
capital. We must have it if busi- 
ness is to take the risks which 
must certainly be accepted by free 
enterprise in the post-war years 
when government gives up the 
production of jobs through the 
war activity. At that stage, if 
business does not pick up the 
reins because it doesn’t know how, 
or is timid, or has its hands in its 
pockets fingering its money, or 
does not know where to drive, or 
wants to wait until the wagon is 
filled to the top with fares, then 
either the team of Unrest and 
Depression will start up  un- 
checked—or Government will take 
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back the role of driver, and with 
a wide acceptance of its inevita- 
bility. Admitting that, what can 
you do about it? You can: 


Things You Can Do 


1. Get your thinking oriented to 
the fact that we will have as much 
prosperity in peacetime as we 
have during the war, if we can get 
a constant investment in employ- 
ment facilities. 

2. Recognize that the adoption 
of an incentive tax policy will 
free the natural creativeness of 
America. It will dispel the uncer- 
tainty which now exists among 
business and labor. Business will 
know the climate under which it 
will operate. It will not have a 
blank check, but a positive policy, 
one which will reward risk-taking 
with profit for a five-year period. 
Through that the creative energies 
of post-war planners will actually. 


not hypothetically, be put to work. 

3. Preach this belief in all of 
your relationships with your cus- 
tomers. Use it freely in your ad- 
vertising. Spell it out so that all 
of America knows that our hope 
for a revitalized peacetime busi- 
ness and a decent standard of liv- 
ing depends upon it. 

4. Plead, too, in your advertis- 
ing and your public relations, that 
this is one tax plan that we must 
write long before the post-war pe- 
riod is upon us. It must not be 
dropped with unreasonable sud- 
denness upon unsuspecting busi- 
ness. It must have the benefit of 
wide discussion before it is adopt- 
ed. Its form and technique must 
be studied, and there must be time 
to make certain that it will accom- 
plish the obectives for which it 
was designed. But it must be ready 
on or even before the final V-day 
so that we will not lose a single 
moment in absorbing our mobil- 
ized servicemen and war workers. 


Seeds Swell Sales 
at Sweetnam’s 
(Continued from page 63) 


buying of seeds. They also had 
found that women with no previ- 
ous experience in buying them 
could visualize what constituted 
a pound of seeds. They had 
always sold seeds by weight, but 
with the Victory program bring- 
ing in many inexperienced custom- 
ers, they changed their practice 
and quoted seeds by the pint and 
quart. Housewives, who are con- 
stantly using these measures in 
the kitchen, secured a much better 
idea of how many seeds were 
needed. 

“Any hardware store that is not 
carrying seeds and is looking for 
additional business should take 
them on,” says Wilbur Sweetnam. 
“They are easy to sell and pay a 
good profit. One doesn’t have to 
know all the answers as these are 
printed on the packages or on the 
display cards with bulk seeds.” 
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ANDERSON BOX COMPANY, Indianapolis, Ind. 
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SAGINAW, MICHIGAN . 


APES 


QUALITY IN 


[UF KIN 


TAPE-RULES 


Like every product bearing 
the name Lufkin, our tape- 
rules are designed and built 
to be the BEST in their re- 
spective price fields. That's 
good busines for us because 
it means good business for 
ou, our customers and deal- 
‘ers! It's what a man thinks 
of a product AFTER he buys 
it that forms his opinion of 
the dealer who sold it and 
the manufacturer who made 
it. You can be sure we will 
never jeopardize the respect 
for Lufkin products that has 
grown among your custom- 
ers only after years and 
years of acquaintance with 
-dependable Lufkin quality. 


OF A/N 


New York City 


RULES . PRECISION TOOLS 

















By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


x * * 


MEMBERS of the incandescent and 
fluorescent lamp industry have reported 
to WPB that raw materials which they 
use show some easing. The industry 
advisory committee of this group ex- 
pressed themselves as finding the tungs- 
ten and molybdenum supply satisfactory 
and is gradually returning to the use 
of brass for lamp bases. However, 
government officials have warned the 
industry not to expect any further re- 
laxation of copper and brass at present. 

Production of miniature lamps, ship- 
ping container shortage and insufficient 
manpower to run two full shifts are the 
industry’s leading problems. 

Authorized lamp production for the 
first quarter of this year has been re- 
vealed as substantially larger than last 
year’s quarterly average. There has 
been difficulty in meeting production 
schedules on miniature types, but these 
difficulties are being overcome. 

The container shortage is hitting this 
industry as well as all others and job- 
bers and retailers can look forward to 
changes in packaging of lamps. It is 
very possible that in the future they 
will be shipped in fewer but larger 
cartons 

7 2 & 


MANUFACTURERS OF STOVE 
AND SMOKE PIPE are experiencing 
difficulty in obtaining sufficient ad- 
vanced allotments of steel to maintain 
a level rate of production, according to 
reports received by WPB. 

No indications have reached WPB 
of a shortage of stove pipe at the con- 
sumer level, but jobbers are complain- 
ing of their inability to get pipe. Job- 
bers, it is believed, have practically no 
inventories, and when new shipments 
arrive they immediately distribute them 


to dealers who had previously placed 
orders with them. 

To offset this the industry has asked 
WPB to increase their advance allot- 
ments sufficiently to take care of the 
delivery time lag which now ranges 


from three to six months. Although 
the demand for smoke and stove pipe 
at the distribution level is a seasonal 
matter, production should be continu- 
ous to build up inventories sufficient to 
meet demands during the heating sea- 
son. 

The industry’s labor problems are 
also connected with the continuity of 
production. If no steel is available to 
manufacture stove and smoke pipe, 
workers must be temporarily laid off 
until more steel comes in. During the 
period of inactivity many workers find 
other jobs and do not return to the 
manufacture of pipe. 

Members of the industry’s advisory 
group are preparing an order for sub- 
mission to WPB which would set aside 
a specified amount of steel for the 
manufacture of such pipe. The amount 
of steel required could be ascertained 
by means of a program determination 
which would take into consideration 
the estimated requirements to the vari- 
ous claimant agencies. In planning 
such a program consideration would 
also be given to availability of facilities 
and labor and to the production his- 
tory of the industry. The material set 
aside under such a program would be 
allocated quarterly among the various 
manufacturers under CMP. The prin- 
cipal advantage of such a plan would 
be that manufacturers would know ap- 
proximately how much material they 
could plan on for futiire production. 

Under the recent revision to Order 
L-79 manufacturers no longer receive 
orders for pipe rated on WPB Form- 
547. Instead a rating of AA-3 has 
been assigned to all sellers to enable 
them to purchase and maintain an 
inventory. 

(Continued en page 101) 
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‘Recommend Office 


of Demobilization 
(Continued from page 59) 


ing them. Their sale should be so 
timed as to take into consideration 
its impact on the economy. Any 
surpluses that cannot be absorbed 
in this country within a reason- 
abl&.time without disturbing the 
economy should be sold abroad. 
where this can be done without 
also unduly disrupting the domes- 
tic economy. 

“No Government-owned plants 
should be scrapped and no surplus 
property should be destroyed ex- 
cept in circumstances where their 
continued existence would have 
such a profoundly harmful effect 
upon the national economy that 
their destruction appears impera- 
tively necessary. 

“Where practicable, surplus 
goods should be sold in quantities 
that will permit their acquisition 
by small purchasers. Methods of 
sale that will permit these goods to 
fall into the hands of speculators 
should not be used, but wherever 
possible they should be distributed 
through regular distributive chan- 
nels.” 

The recommendation that goods 
be sold in small quantities is an 
important one, in view of the fact 
that the policy of Treasury Pro- 
curement is directly opposite this 
course at present. Various whole- 
sale and retail representatives ap- 
pearing before Congressional com- 
mittees have urged such a plan. 

The Director of the Demobiliza- 
tion agency would also be em- 
powered to appoint a deputy di- 
rector in charge of the disposal of 
surplus property. This would be 
in line with the requests of vari- 
ous trade groups for the con- 
solidation of policy in regard to 
disposal of surpluses. 
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FAST 
SELLING 


in 90 seconds 


E-JECT-O is the ‘‘quick- 

action”’ drain opener! Heats 

agitates and dissolves ob- 

structions amazingly fast. 

Won't solidify or harm en- 

amel and pipes. No fumes 
. . no foam. 


FASTEST SELLING 

DRAIN OPENER IN 

HARDWARE STORES 
E-JECT-O sells fast because 
it’s farmous for fast, posi- 


tive action. Stock it for fast 
profits. 
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1943 Retail Sales Record 
High of $63,269,000,000 


(Washington Bureau 


of HARDWARE AGE) 
Despite rationing, shortages 
and price inequalities _ retail 


sales in 1943 as reported by the 
Department of Commerce hit an 
all-time high of $63,269,000,000. 
An unprecedented rush of Christ- 
mas buying also sent the Decem- 
ber total skyrocketing to a new 
peak of $6,716,000,000. 

The 1943 total represents an 
increase of 10 per cent over 
1942 and a gain of 64 cent above 
the 1935-39 base period. The 
year-to-year rise in retail dollar 
volume was continued for the 
fifth consecutive year. 

Price increases accounted for 
nearly all of the gain in dollar 
sales from 1942 to 1943, accord- 
ing to the Department’s study. 
After adjustment for price 
changes on the basis of avail- 
able data the 1943 physical vol- 
ume of retail trade was slightly 
higher than that of 1942, but 
about 7 per cent below the peak 
reached in 1941. These changes 
in physical.volume include qual- 
ity as well as unit quantity 
changes. 

Throughout the last quarter of 
1943 retail sales rose sharply. 
Due to fear of scarcities and be- 
cause of early mailing deadlines 
for gifts to the armed forces, the 
influence of holiday buying was 
felt earlier than in prewar years. 
The importance of inventory 
liquidation in the flow of goods to 
consumers is illustrated by the 
fact that almost one-third of the 
high December volume came out 
of inventories. 

The substantial increase of 
sales from 1942 to 1943 was the 
result of the sharp rise of sales 
in the non-durable. goods which 
was more than enough to offset 
the drop in sales of» durable 
goods stores. Sales of non-dur- 
able goods stores rose to $54,- 
160,000,000 a 14 per cent gain 
over 1942. The increased effect 
of durable goods shortages was 
apparent in he 10 per cent de- 
cline in sales of these stores. 
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Sales of durables amounted to 


| only 14 per cent of sales of all 


retail stores in 1943, as com- 
pared with 17 per cent in 1942. 


Among the 11 major business | 


eating and 
the largest 


groups 


showed gain from 


1942 to 1943, 29 peg cen. Jew- | 


drinking | 


elry stores rank next with an in- | 
| crease slightly below 29 per cent 


| and is the only one of the major 


durable goods groups to show a | 


gain over 1942. In fact, the 1943 
sales volume of these stores was 
over three times the 1935-39 level, 
the largest percentage increase 
shown by any of the major 
groups. Sales in 1943 amounted 
to $969,000,000 as compared with 
$753,000,00 in 1942. The Depart- 


ment of Commerce says the tre- 


mendous rise in_ purchasing 
power together with price in- 
creases and up-trading have 


played a major part in the up- 
ward trend of sales in this field. 
Other groups that registered sub- 
stantial increases from 1942 to 
1943 were apparel and drug 
stores. Apparel sales showed an 
increase of $1,183,000,000. 





As a result of material short- | 
ages, sales of building materials, | 


hardware and furniture 
showed substantial declines 
1943 compared with the previous 
year. 


MEYERHOFF RETIRES 
FROM REMINGTON 


George Meyerhoff, manager of 


the order section of Remington | 
Bridgeport, | 


Arms Co., _ Inc., 


stores | 
in | 


Conn., recently retired after 52 | 


years of continuous service. He 
has been succeeded by George 
A. Schneider, assistant manager. 
Upon completing half a century 
of service, two years ago, Mr. 
Meyerhoff was honored at a din- 
ner attended by more than 500 
of his associates and was pre- 
sented with a watch in commem- 
oration of the event. 

Mr. Schneider entered the em- 
ploy of Peters Cartridge Co., in 
1918 as an office boy. During the 
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HARDWARE AGE FOR 
NEAL REPRESENTS 
NICHOLSON FILE Co. 

IN NEW YORK AREA 

Edmond A. Neal, who repre- 
sented Nicholson File Co., Provi- 
dence, R. I., in the Philadelphia 
area for the past four years, will 
now represent the company in 








GEORGE MEYERHOFF 


years that followed he moved up 
through a succession of increas- 
ingly important positions. When 
the Peters Company was merged 
with Remington, Mr. Schneider 


was transferred to Bridgeport as | 


sales correspondent for the 
Peters cartridge division. In 1940 
he was appointed Mr. Meyer- 





GEORGE A. SCHNEIDER 


hoff’s assitant. In his new ca- 
pacity, he will work with C. B. 
Wells, assistant director of sales. 





MURRAY SEPTON 
MOVES OFFICE 


Murray Septon, wholesalers of 
locksmith supplies,/- and hard- 
ware specialties has recently 
moved its office to 23-25 War- 





EDMOND A. NEAL 


the greater New York area. Wal- 
ter R. Buerckel, who has been 
| representing the company in the 
| middle west, succeeds Mr. Neal 
| in Philadelphia. 








| WORTH HULFISH CO. 
| CELEBRATES 100TH 
| *, ANNIVERSARY 
| Worth Hulfish & Sons, Inc. 
| hardware wholesalers, Alexat- 
| dria, Va., is celebrating its 100tb 
| anniversary this year. During the 
| early spring of the year 184 
| this business was, established by 
James F. Carlin. Worth Hulfish, 
| the father of the present mat 
| agement, entered the business 4° 
| a boy of 15, in 1863, and cor 
| tinued with it until his passing 
| in 1930. 
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STRASS REPRESENTS 
SO-LO WORKS, INC. 


Jerome Strass, manufacturers 
representative, New York City, 
has recently been appointed 
‘eastern representative of Sole 
Works, Inc‘, Loveland, Ohio. This 
concern produces stair treads, 
rubber repair kits, iron cement, 
Soot-Go, Spread-O, Rug Nor 








ren St., New York City 8. 


Skid, liquid solder, etc. 
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Robert I. Flower, Frank 





[EAL 

The llth Annual Housewares 
area. Wal- Show held at the Parker House, 
» has been Boston, Mass., was attended not 
any in the only by housewares buyers in the 
s Mr. Neal New England area, but also by 
buyers from many other parts 
of the U. S. including the west 
H CO. coast, as well as Canada and 
00TH Cuba. Frank Dolphyn, chairman 
RY of the show committee, before a 
50 i“ record audience of 400, at the 
Al - Jamboree that highlighted the 
rn ais show week, stated, “the New En- 
B its gland Show has forged ahead to 

During the F ; 

184 a place of pre-eminence in the 
ish ae trade.” He also reported that 
b Hult close to 5000 buyers were regis-' 

tn yen tered. Exhibitors used four com- 

see plete floors, which contained: 142.-| 

usiness a ‘ | 
rooms, in the Parker House. -Mr. 

and cor z 

a peel Dolphyn said that many of those | 
that did show did more business 
with a short line of merchandise 
than they ordinarily would have 

ENTS malar thee 

NC done with a complete line. 

° Over $15,000 in war bonds 
ifacturers were sold in a booth sponsored | 
ork Ss by the Housewares Club of New 
“oo England. - It has also been stated 
oo. that more than half of the club’s 
hio. This P 

proceeds from the show will be 
treads, - - 

turned in for war bonds. A stain- 
cement, 

less steel egg beater was present- 


ig Non : 
| ed to Governor Leverett Salton- 
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Boston Housewares Show Attracts 
Bayers from All Parts U.S. 


stall of Massachusetts, as a token 
of appreciation of his interest in 


Dolphyn, Myron Berlow, Gilchrist Co.. 
New England Housewares Club, and W. Herbert Standen, vice president. 








president 


manufacturers’ representative, 
chairman; Albert B. Patterson, 
Wagner Mfg. Co.; Herbert Stan- 
den, Beh & Co.; Paul M. Phil- 
lips, S. A. Weller Co.; Joseph T. 
McElroy, Jordan Marsh Co.; H 


co- 








the annual New England event.| R. Teplitz, Gans & Co.; and 
The show committee consisted of | George Dinkel, and Frank Clo- 
Francis Dolphyn of Robinson | peck, manufacturers’ representa- 
Clay Products; Robert I. Flower, | tives. 

BARRY SALES MGR. Boston, Mass. He joined Gil- 


GILLETTE SAFETY 
RAZOR COMPANY 
T. P. Barry, Jr., has recently 


been appointed sales manager of 
the Gillette Safety Razor Co., 





T. P. BARRY, JR. 





lette in 1928 as a junior sales- 
man. Since that time, he has 
progressively served the company 
as district manager, director of 
test campaigns, and assistant 
sales manager. 


BENNETT & JOHNSON 
OPEN DISPLAY ROOM 


The Bennett- Johngon Co., 324: 
Fifth St., San ‘Fraficisco, Cal., 
mainufactur ers’ representatives 
and distributors, have recently 
announced the opening of its new 
display room at the same loca- 
tion. The firm has completely re- 
modeled with’the latest type dis- 
play fixtures, all painted in soft 
pastel shades.y This company rep- 
resents Dunbar Glass Co., Ver- 
non'Kilns, Harper Ransburg Co., 
Hijl-Shaw Co., and also manu- 


| facturés a line of wooden ironing 
| boards and step stools. 





HILL HEADS STOVE 
DIV. SALES NATIONAL 
ENAMELING & STAMPING 


R. C. Hill has. “recently been 
appointed sales manager of the 
stove division of the National 
Enameling & Stamping Co., Mil- 
waukee, Wis., replacing C. C. 
Davis, who has resigned. For the 
past 11 years Mr. Hill _ been 
associated with the U. S. Rubber 
Co. Starting in Buffalo, ie 
as district manager, he has held 
successively similar positions 
with the company in Philadel- 
phia, Pa., Syracuse, N. Y., Balti- 
more, Md., and Chicago, Ill. 

In 1942, Mr. Hilt left the field 
of merchandising to go into the 
factory as an assistant in devel- 
oping both sales and engineering 


¢ 





Rn. 6. RL yy 


of bullet shelling tanks for air- 
planes. Since 1943, he has been 
manager: of a division of the 
manufacturer’s sales department 
in the general offices of U. S. 
Rubber Co., New York. City. 


SCULL, SWAIN & 
WALLACE HDWE. NOW 
SCULL HDWE. CO. 


The hardware business operat- 
ing as Scull, Swain & Wallace 
Co., Sherman, Tex., retail hard- 
ware dealers, has recently been 
dissolved as a corporation, and 
will now be conducted as Scull 
Hardware Co., a partnership, 
with no substantial change in 
»wnership. 
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Claude W. Dempsey has re- 
cently been appointed as buyer 
of heating, plumbing, china, and 
glasswares for Shapleigh Hard- 
ware Co., wholesalers, St. Louis, 





CLAUDE W. DEMPSEY 


Mo. Herbert W. Blackwell has 
been named as his assistant. 

Mr. Dempsey began his career 
as a hardware man 34 years ago 
as a price clerk with Norvell- 





Dempsey Buyer for Shapleigh Hdwe. Co. 


Shapleigh Hardware Co. Four 
years later, he was employed in 
similar capacity by the branch 
of the former Simmons Hardware 
Co., in Philadelphia, Pa., and 
within a year was transferred to 
their buying department. Seven 
years later he became a specialty 
salesman for that company in the 

Philadelphia territories. In the 
| reorganization following the Win- 
| chester-Simmons merger, he was 
made buyer and manager of 
housewares and stoves of the 
Philadelphia house. His next as- 
signment was as manager of the 
| buying department of the Win- 
| chester-Simmons in Toledo, Ohio, 
| and continued as such till 1929, 
when he was transferred to the 
home office in St. Louis and was 
named manager of the purchase 
and promotion of housewares, 
stoves and farm supplies for all 
Simmons’ houses. Since Shap- 
leigh purchased al] the assets of 
Simmons Hardware Co., in 1940, 
Mr. Dempsey has been a member 
of the housewares department. 

















HOOVEN & ALLISON 


MARK 75TH 
ANNIVERSARY 
The Hooven & Allison Co., 
Xenia, Ohio, cordage manufac- 


turers, this year celebrates its 
75th anniversary. The business 
was founded in 1869 by George 
F. Hooven, and Matthew C. Alli- 
son, Operating as a partnership 
at that time. After these two 
men passed away John Little, 
William B. Harrison, J. Daniel 
Steele, Jacob H. Harbine and R. 
A. Kelly, organized The Hooven 
& Allison Co. The first president 
was Jacob H. Harbine, vice presi- 
dent, W. B. Harrisoh, and secre- 
tary-treasurer, J. D. Steele. The 
company continued expansion of 
its binder twine business until a 
new plant was built in North 
Kansas City, Mo. Its operations 
were discontinued some years 
later when all of the manufac- 
turing was consolidated at the 
Xenia mills. Many employees of 
the mills today are children and 
grandchildren of those who 
worked for H & A during its 
earlier years. 

The company purchased The 
Ohio Cordage Co., Xenia, Ohio, 
Overman & Schroeder Cordage 
Co., Covington, Ky., and Jacobs 
Cordage Co., Cincinnati, Ohio. 
Mr. Harbine continued as presi- 


Mr. Steele as president until his 
death in 1931. Charles C. Chase 
became president in 1931 and 
continued in that capacity till 
1936, when Charles L. Darling- 
ton, legal counsel for the com- 
pany for many years, was elected 
president. Today the company 
operates mills at Xenia, and also 
has three branches where sales 
offices and stocks are maintained. 
At present the company has 
placed a large percentage of its 
production on the “tools” of war 
of for all branches 
of the armed service. Hooven & 
Allison is also making substitute 


made rope 





grades of rope, twines, binder 
twine, and Oakum and twisted 
Jute packing for its civilian cus- 
tomers. 


N. A. HOLMER WILL 
DIRECT ELASTIC STOP 
NUT MARKETING 


N. A. Holmer has been ap- 
pointed Director of Sales and 
Marketing of the Elastic Stop 
Nut Corp., of America, Newark, 
N. J. as of Feb. 1, 1944. In this 
capacity he will have charge of 
all marketing developments and 
sales planning for this company’s 
patented stop nuts which have a 
wide application throughout 
many industries. 

Mr. Holmer was formerly gen- 
eral sales manager, for Mid- 
States Steel & Wire Co., Craw- 





N. A. HOLMER 


fordsville, Ind., and before that 
was general sales manager for 
the Unity Mills Distributing 
Co., Minneapolis, Minn. 























dent until his death in 1913. | 
when he was succeeded by J. | 
D. Steele. Mr. Steele continued 


in that capacity and also as gen- 
eral manager until his retirement 
in 1928. George Little succeeded 
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Col. R. H. “Bob” Baker to Command 


A Combat Division Overseas 


Col. R. H. “Bob” Baker is to 
be relieved of his present post 
as commander of the Central 
Division of the Ferry Command 
with headquarters at Kansas 
City, Mo., so he can go overseas 
to command a combat division. 
Col. Baker is well known to 
hardware men as vice-president 
of Fones Bros. Hardware Co.. 
Little Rock, Ark., who served 
two terms as president of the 
| Southern Hardware Jobbers’ 
Association. 





GALLAGHER RESIGNS 
AS EXEC. SECRETARY 
WASHER IRONER ASS’N 


W. Neal Gallagher, president 
and general manager of the Au- 
tomatic Washer Co., Newton, 








W. N. GALLAGHER 


Iowa, recently announced that 
he will resign as executive secre- 
tary-treasurer of the American 
Washer & Ironer Mfg’s., Associa- 
tion. He stated that increasing 
responsibilities in his own busi- 
ness made it impossible for him 
to continue service in the indus- 
try post. 

Mr. Gallagher was appointed to 
the Association office in Jan., 1942, 
following the death of Joseph R. 
Bohnen, veteran secretary of the 
organization. Through the four 
years preceding the appointment, 
he held the elective office of 
president of the American Wash- 
er & Ironer Mfg’s., Association. 


VOSS. BROS. PURCHASE 
BOND PER PERSON 
OVER COMMITMENT 


Voss Bros. Mfg. Co., Daven- 
port, Iowa, peacetime maker of 
household washers and ironers, 
signalized the opening of the 
Fourth War Bond Drive by the 
purchase of at least one bond per 
person, above the company’s full 
commitments. At the beginning 
of the first drive, the employees 
were the first in Davenport to 
win a Minute Man flag for their 
firm, signalizing 90 per cent 
participation in War Bond Pur- 
chasing and 10 per cent average 
payroll deduction for the pur- 
pose. 


KINCH, MAYES BROS. 
ON HOLIDAY 


Frank Kinch, president and 
treasurer of the Mayes Brothers 
Tool. Mfg. Co., Port Austin, 
Mich., after 25 years of continu- 
ous service, is enjoying a well 
earned vacation in Florida. 








COL. R. H. BAKER 
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HUENEFELD CO. NAMES 
DAVIS VICE-PRES. 
Guy C. Davis, formerly direc- 
tor of sales and general manager 
of the stove division for The Na- 





GUY C. DAVIS 


tional Enameling & Stamping 
Co., Milwaukee, Wis., has re- 
cently been appointed vice-presi- 
dent in charge of sales for the 
Huenefeld Co., Cincinnati, Ohio, 
manufacturers of Boss Kerosene 


stoves. 
Mr. Davis’ entire business 
career has been spent in the 


kitchen utensil and house-wares 
industries. He was district sales 
manager for “Nesco” for 12 years 


and before that spent 17 years|_ 


with the Perfection Stove Co., 
Cleveland, Ohio, where he served 
first as district manager in Dal- 
las, St. Louis, and Kansas City, 
and finally as assistant general 
sales manager. 


LABELLE REPRESENTS 
GENERAL HDWE. CO. 
IN MIDDLE WEST 


Rod E. LaBelle has recently 
announced that he will operate 
under the name of Rod E. La- 
Belle & Co., 5437 Du Pont Ave- 
nue., South Minneapolis, Minn., 
with a Chicago office at 1126 Lyt- 





ROD E. LABELLE 


MARCH 2, 1944 


ton Bldg., and in the near future 
another office will be opened in 
Kansas City, Mo. Mr. LaBelle 
will represent the General Hard- 
ware Co., Milwaukee, Wis., and 
the Arvey Corp., Chicago, IIl., 
in the middle west taking over 
the territory formerly covered by 
the late “Tony” Lauritzen. 

Mr. LaBelle is well known in 
| the hardware and implement in- 


many years J. Wiss & Sons, and 


Jersey. 





| GIBSON, SEC.-TREAS. 
| OF NATIONAL BRASS 


Robert D. Gibson has been 
appointed as secretary and trea- 
surer of National Brass Co., 


Grand Rapids, Mich., builders’ 


ing to an announcement by Lou 
Dexter, president of the company. 
Mr. Gibson has served the com- 
pany in an advisory capacity for 
a number of years and assumes 
these new duties with a _ well- 
rounded knowledge of the com- 
pany’s .operations. 
association with National Brass, 








GIBSON 


ROBERT D. 


insurance circles. At the present 


the War Products Division of the 
company, participating in the 
procurement of government con- 
tracts and following through in 
their processing. 

In his new assignment 
Gibson will handle financial mat- 
ters for National Brass Co. He 
has made a careful study of the 
hardware market to learn how 
well the hardware dealer will 
come through this difficult 
financial period for retail stores. 
His findings are that hardware 
dealers have done a better job 
of running their businesses and 





than most other retail dealers. 


| dustry having represented for | 


Kraeuter & Co., Newark, New 


hardware manufacturers, accord- | 


he was active in financial and | 


time, and probably for the dura- | 
tion, he will devote his efforts to | 


Mr. | 


will be in better financial shape | 





IMMEDIATE DELIVERY! 


Send for Description 
and Prices 


COMMANDO 
KNIVES 


also 
Jungle 
_ Knives 












No. 187 


COMMANDO 
KNIFE 


with Standard Sna 
Sheath, 7" blade. Pol. 
ished Steel, Heavy 
Leather Handle. 


ED. W. SIMON CO., INC. 
| 320 BROADWAY NEW YORK 7, N. Y. 


Prior to his | 




















STEP AND ELEVATOR BOLTS 


Lamson Elevator Bolts are made in four standard types. 
No. 1, flat head countersunk; No. 2, oval head; No. 3, 
flat head, with slot, four fins beneath the head; No. 4, 
flat head, four fins beneath the head. Stocked to %-inch 
diameter; with large heads to Bolt Institute standards. 
A copy of the Lamson “Ready Reference’ List, a 
handy visible indexed catalog and price list, is ready 
Sor you, Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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On Today’s Drafting Boards 


Tomorrows Empire Line is 


being planned... 


HARDWARE DEALERS can look forward to a complete 
and improved line of Empire brushes after the war 
is won. We are devoting a portion of our time to 
laying plans for the future so that you will have the 
finest, most original line of brushes on the post-war 
market to offer to your customers. 


FoR 35 Years Empire workmanship has been a byword 
in the brush industry. With us today — as it was yes- 
terday and will continue to be tomorrow — our guid- 
ing principle is not how many brushes we can sell, 
but how good the ones we manufacture. 


WHEN YOUR HARDWARE WHOLESALER Once again can offer 
you brushes in unlimited quantities, Empire will be a 
good name to remember. 


. ae. 

a i Ee 

\ “Sarr 
brush works 


Manufacturers of Maintenance, Household and Personal 
Brushes Since 1909 











Hotel 


ARMBRIGHT E. SALES 
MGR. FOR AM. CENTRAL 


Harry A. Armbright has re- 
cently been appointed eastern 
sales manager for the American 
Central Mfg. Corp., Connersville, 





HARRY A. ARMBRIGHT 


Ind. Mr. 
headquarters will be in New 
York, will direct sales in the 13 
eastern states 
Virginia. 
ciated with Pierce Phelps, Inc., 
Philadelphia, Pa., where he was 
in charge of kitchen moderniza- 
tion and merchandising. He has 


| been connected for the past 21 


years with manufacturers of 
electrical appliances including 
Maytag Co., Crosley Corp., and 
Bendix Home Appliances, Inc. 


POSTPONE SOUTHERN 
CAL. CONVENTION 
INDEFINITELY 


The annual convention of the 
Southern California Retail Hard- 
ware Association, which was 
‘scheduled for Feb. 24-25 in Los 
Angeles, Cal., was indefinitely 
postponed due to the passing of 
its managing director, Joseph V. 
Guilfoyle. After a new associa- 
tion manager has been chosen by 
the board of directors, they will 
decide whether or not to hold a 
convention in the near future. 


HDWE. SQUARE CLUB 
ANNUAL SHORE DINNER 

TO BE HELD APRIL 28 

The 16th annual stag shore 
dinner and entertainment of the 
Hardware Square Club, it has 


| heen recently announced, will be 


held on Friday evening, April 28, 
in the Grand Ball Room of the 
Astor, New York City. 
The dinner, which was attended 
by over 1200 last year, will be at 
7 p.m. sharp. 

The tickets, which are seven 








from Maine to | 
He was formerly asso- | 





dollars, may be obtained from the 
following: Ralph S. Allen, Dia- 
mond Expansion Bolt Co., 48 
West Broadway, New York City, 
chairman; Fred A. Scholl, Long 
Island Hardware, 27-55 Jackson 
Ave., Long Island City, N. Y.: 
L. M. Edwards, American Saw & 
Mfg. Co., 855 West End Ave., 
New York City, Geo. Carstens, 
Topping Bros., 159 Varick St., 
New York City; or Irving Feld- 
man, Keystone Bolt & Nut Co., 
62 Murray St., New York City. 


FAIRMOUNT TOOL 
NAMES PATTERSON 
S. E. REPRESENTATIVE 


The Fairmount Tool & Forging 


| Co., 10611 Quincy Avenue, Cleve- 


land, Ohio, has recently appoint- 


led William R. Patterson south- 


eastern representative for the 


| company’s line of hand tools such 
|as hammers, wrenches, special 
| tools, etc. 
. wide acquaintance in this section 
Armbright, whose |of the country. 


Mr. 


Patterson has a 


PLEISTER HONORED BY 
DIAMOND BOLT CO. 


Henry W. Pleister, president 
of Diamond Expansion Bolt Co., 
North Avenue, West Garwood, 
N. J., was recently honored on 
his 50th anniversary with the 
company at the annual dinner of 
the company’s sales force in the 
Winfield Scott Hotel, Elizabeth. 
N. J. The observance of the an- 
niversary was arranged as a sur- 
prise, and was attended by not 
only those of the sales unit, but 
also by company officials and 
members of the staff of the home 
office. Ralph S. Allen, manager 
of the concern’s New York 
branch was the master of cere- 
monies, and Carleton H. Bunker, 
vice-president and sales mana- 
ger, was chairman of arrange- 
ments. 

Lawrence Post, manager of the 
Philadelphia branch, who has 
been with the company for 40 
years, presented Mr. Pleister 
with a gold diamond-shape watch 
charm, suitably enscribed and 
having on the face of it in relief, 
a replica of an expansion bolt. 
The president was also given a 
binder containing the congratu- 
latory letters. 

Mr. Pleister started his busi- 
ness career with Henry B. New- 
hall, whose business was the 
forerunner of the present com- 
pany. Beginning as an office 
boy, he became general manager 
when the company started manu- 
facturing in Garwood. He suc- 
ceeded the late Henry B. New- 
hall, Jr., to the presidency upon 
the latter’s passing in 1933. 
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KING GEN. MGR. OF 
STEVENS LEVEL CO. 


E. P. King has recently been 
appointed general manager of E. 
A. Stevens Level Co., Newton 
Falls, Ohio. Before his affiliation 


with Stevens, Mr. King was vice- 





E. P. KING 


president and general manager of 
Sand’s Level & Tool Co., Detroit, 
Mich. While connected with this 
company he directed the sale of 
its products over a period of 12 
years. Mr. King was also asso- 
ciated with Stanley Rule & Level 
Co., New Britain, Conn. During 
the time spent with this company, 
Mr. King was in the manufac- 
turing department in the capac- 
ity of factory superintendent. 
Then in the sales department, he 
covered the southern and mid- 
dle western territory. 





KRONER PRESIDENT 
OF SEAL-SAC INC. 


George Kroner, formerly execu- 
tive vice-president of Seal-Sac 
Inc. New York City, manu- 
facturers of the “Seal-Sac” and 
“Enduro-Tex” products, has re- 
cently been made president of 
the company, Abraham Black- 
man has been named chairman of 


the board of directors and treas- 
urer. They have acquired the 
financial interest of J. H. Moss, 
who headed the firm prior to the 
change. They will make their | 
headquarters in the newly-opened | 
Seal-Sac executive offices and | 
showrooms at 6 East 39th St., | 
New York City. The factory will | 
remain at Fall River, Mass. 


WOLFSON GEN. MGR. 
METRO INDUSTRIES 


Meyer S. Wolfson has recently | 
been appointed general man- 
ager of the Metropolitan Indus- 
tries, 222 S. Clinton St., Chi- | 
cago, Ill. He resigned from the | 
Electric Corp. of America to ac- | 
cept this position. Through his | 
affiliation with the latter com- 

pany he directed the sales of 

fluorescent lighting fixtures un- | 
til government regulations made | 
it necessary to create a toy and 

game division. His duties with | 
the Metropolitan Industries will | 
include the manufacture and dis- | 
tribution of fluorescent lighting | 
fixtures, and the distribution and 
sales of pipes, cameras, card- 
board and other toys. 


ADAMS DIRECTS WPB 
CONSUMERS GOODS DIV. 


Stanley Adams has been re- 
cently appointed director of the 
Consumers Durable Goods Di- 
vision of the WPB. Mr. Adams 
has been connected with WPB 
and its predecessor agency, OPM, | 
since May, 1941. He was suc- 
cessively assistant chief of the 
Iron and Steel Branch, special 
assistant to the Director of Ma- 
terials, and special assistant to 
the Director of Priorities. In 
Dec., 1942, he joined the staff 
of the OCS, WPB as deputy di- 
rector of the Metals and Min- | 
erals Division and later became 
director of the same division. Mr. 
Adams has also been serving as 
Controlled Materials Officer for 
OCR and as the representative 
for that claimant agency on the 
Requirements Committee. Prior 
to his coming to Washington, 
Mr. Adams was affiliated with 
the Dravo Corp., Pittsburgh, Pa. 


REFLECTO LETTERS 
PURCHASES KAJO 
NOVELTY COMPANY 
Reflecto Letters Co., 110 West | 
27th St., New York City 1, re- 
cently announced that it has pur- 
chased the Kajo Novelty Co., | 
New York City. Reflecto will | 








GEORGE KRONER 


MARCH 2, 1944 


continue to serve the former cus- 
tomers of this concern. 


























Among stove dealers and public alike, ALLEN 
Ranges and Heaters have:long served as the ac- 
cepted standard of quality, economy, and top per- 
formance ... Now we plan ahead, for stillyhigher 
quality and efficiency in ALLEN gppliancés to 
come. The day fast approaches when we ean offer 
you these finer ALLEN'S—with tnprovéments de- 
veloped out of our intensive production for war 


ALLEN 
MANUFACTURING 
COMPANY, INC. 


NASHVILLE, TENNESSEE 


needs. 


PARLOR FURNACES * 
PRINCESS RANGES* 
STREAMLINE 
RANGE ETERNAL 
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Aluminum Cooking Utensil Co. 


R. L. Becker, vice-president of 


The Aluminum Cooking Utensil 
Co. New Kensington, Pa., 
makers of “Wear-Ever,” has re- 
cently announced that two of the 
company’s largest sales districts 
have been split up for closer cov- 
erage in the firm’s projected post- 
war expansion. 

The seaboard district of the 
company, formerly handled out 
of Baltimore under the direction 
of Mr. Becker, will be served 
from Philadelphia and Atlanta, 
Ga., offices. The -Philadelphia 
district will be under the man- 
agement of W. R. Morrison, who 
has represented the company as 
a salesman in that area for the 
past 25 years. The Atlanta dis- 
trict will be headed by Melvin 


Splits Sales Districts 


W. Strong, formerly of the Kan- 
sas City district. 
The Kansas City district has 
been divided with a new office 
to be established at Dallas, Tex. 
H. F. DeWees will continue in 
charge of the northern area from 
his present headquarters at Kan- 
sas City. The Dallas district 
manager will be R. P. Dulaney, 
who has been with the company 
for the past 20 years. He will 
establish offices in Dallas, Tex. 
D. E. Stratton, for the past six 
years manager of the Chicago 
district, has been transferred to 
New York, replacing M. E. Horn, 
who has resigned. Mr. Stratton 
will be succeeded in Chicago by 
B. E. Hiles, formerly manager of 
industrial sales for that area. 











ROBT. P. BOYD 
CELEBRATES 80TH 
BIRTHDAY MARCH 9 


Robt. P. Boyd, of Nashville, 
Tenn., veteran of many hardware 
conventions celebrates his 80th 
birthday on March 9, 1944. He 
is a member of the HARDWARE 
Acer Fifty Year Club, a past presi- 


dent of the Old Guard and its | 


long-time secretary-treasurer. He 
has also served many years as 
Sergeant-at-Arms for the annual 
spring conventions of the South- 


ern Hardware Jobbers’s Associa- | 


tion. Mr. Boyd retired several 


years ago from active business | 


after serving as southern sales 


representative for Savage Arms | 
Corp., Utica, N. Y., for more than | 


50 years. 
Bob Boyd has thousands of | 
friends in the hardware industry | 





ROBT. P. BOYD 


who rejoice with him on his four 
score years in good health and 
look forward to his company at 
Southern conventions for many 
years to come. 
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LEWIS 8S. GREENLEAF, Jr. 


GREENLEAF DIRECTS 
NY REGION OF WPB 


Lewis S. Greenleaf, Jr., was 
recently appointed Director of 
the New York Region of the 
WPB by Donald M. Nelson, 
WPB Chairman. Mr. Greenleaf, 
who has been Acting Regional 
Director since last November, 
came to the WPB, in Washing- 
ton in 1942, as Chief of the Spe- 
cial Industrial Machinery Branch 
of the Office of Industry Opera- 
tions. On Oct. 1, of the same 
year, he was named Assistant 
Deputy Director General for In- 
dustry Operations under Ernest 
Kanzler. In Dec., 1942, he be- 
came Director of the Consumers 
Durable Goods Division, which 
post he held until his appoint- 
ment as Acting New York Re- 
gional Director in Nov., 1943. In 
private business Mr. Greenleaf 
was assistant secretary and direc- 
tor of the Behr-Manning Corp., 





RAYMOND C. FRANKLIN 


FRANKLIN WITH SALES 
FORCE CONTINENTAL 
SCREW COMPANY 


Raymond C. Franklin recently 
joined the sales force of the Con- 
tinental Screw Co. He was for- 
merly affiliated with the Corbin 
Screw Division in the sales de- 
partment for six years, and for 
over six years he was with the 
sales department of the National 
Screw & Mfg. Co. Mr. Franklin’s 
territory for Continental includes 
Delaware, Maryland, the District 
of Columbia and the neighboring 
parts of Pennsylvania and New 
Jersey. He will continue to make 
Germantown, Philadelphia, his 
headquarters. 


EMPIRE LEVEL MAKES 
ALUMINUM LEVELS 
ON RATED ORDERS 


Empire Level Mfg. Co., manu- 
facturers of a complete line of 
levels, plasterers’ tools and tool 
bags, Milwaukee, Wis., has re- 
cently announced that it is now 
producing aluminum levels which 
are available only on rated or- 
ders. ‘At present the production 
will be limited to the No. 15] 
24-in. adjustable level, and the 
No. 11, 24-in. non-adjustable 


level. 


CONNALLY RESIGNS 
FROM OPA POST 


Regan P. Connally, director of 
the Consumer Goods Price Divi- 
sion, has recently resigned in 
order to return to his duties as 
president of the Interstate Depart- 
ment Stores, New York City. Ad- 
ministrator Bowles said that Mr. 
Connally had laid an excellent 
ground for simplification and im- 
provement of price control in the 
consumer goods field. Mr. Con- 





Troy, N. Y., and director of the 
Norton Co., Worcester, Mass. 


nally’s successor has not yet 


BAUGHMAN DIST. 
SALES MANAGER 
FOR HOTPOINT 


E. J. Baughman, formerly sales 
specialist for Hotpoint on the 
Pacific coast, has recently been 
appointed Los Angeles district 
sales manager for the Edison 
General Electric Appliance Co., 
Chicago, Ill. A graduate engi- 
neer of Stanford University, Mr. 
Baughman is well known on the 
Pacific coast. Following a num- 
ber of years experience as me- 
chanical, civil and radio engineer, 











E. J. BAUGHMAN 


and laboratory technician, Mr. 
Baughman spent 10 years as ap- 
pliance salesman throughout the 
Pacific coast states. 








been appointed. 


DUTTON-LAINSON 
DISTRIBUTES FOR 
THE CROSLEY CORP. 


Dutton-Lainson Co., Hastings, 
Neb., has recently been ap- 
pointed as distributor for The 
Crosley Corp., in central Ne- 
braska, and a part of Kansas. A 
special division of the com- 
pany’s distributing operation will 
be devoted exclusively to the 
merchandising of Crosley radios 
and major household appliances. 
This company has representatives 
traveling in six states distrib- 
uting wholesale hardware, auto- 
motive parts and accessories, 
electrical goods and _ supplies, 
tools, paint and glass, major ap- 
pliances, radio parts and other 
products. 


FERGUSON PURCHASES 
SHELTON HDWE. CO. 


Glenson A. Ferguson recently 
severed his connection with the 
Washington Mutual Savings 
Bank, Portland, Ore., and _pur- 
chased the Shelton Hardware 
Co., and its subsidiaries which 
include: a flower store, sheet 
metal shop, and assorted agencies 
for building materials, plumbing 
supplies and house wares. 
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Joseph Guilfoyle, Managing Director 
Southern California Association Passes 


Joseph V. Guilfoyle, 56, man- 
aging director of the Southern 








California Retail Hardware As- 
sociation, passed away recently 
at his home in Hollywood, Cal., 
following a short illness. 

After graduation at Johns Hop- 
kins with an electrical engineer’s 
degree, Mr. Guilfoyle spent a year 
under the tutelege of Thomas 
Edison at the Menlo Park Lab- 
oratory. After working in Chi- 
cago and Pittsburgh, and serving 
as captain in the U. S, Army dur- 
ing the last World War, he went 
to Los Angeles and became the 
managing director of the South- 
ern California Retail Hardware 
Association. 

Mr. Guilfoyle was an active 
member of several Masonic 
bodies including the Shrine, was 
one of the first members of the 
Los Angeles Pot & Kettle Club, 
and for several years had been 
the Chaplain of the Hollywood 








Council, United Commercial 
JOSEPH V. GUILFOYLE Travelers. 
FRANK P. FIFER metallurgist there, as district 


Frank P. Fifer, 62, founder 
and owner of a hardware busi- 
ness in Philadelphia, Pa., passed 
away suddenly at the office of his 
physician. He was active in trade 
and building and loan organiza- 
tions, and a director of the Ninth 
Bank & Trust Co. 

He is survived by his wife and 
two daughters. 


HARRY HENDRICKSON 


Harry S. Hendrickson, 64, 
hardware merchant in Philadel- 
phia, Pa., passed away recently 
in his home in Jenkintown after 
a short illness. He is survived 
by his wife and two sisters. 


LAWRENCE H. DUNHAM 


Lawrence H. Dunham, 52, as- 
sistant manager of the metallur- 
gical department, American Steel 
& Wire Co Cleveland, Ohio, 
passed away recently in Pitts- 
burgh, Pa. Mr. Dunham had 
been with the company since 
1916, a year following his gradu- 
tion from the University of II- 
linois. He started as laboratory 
assistant at the physical labora- 
tory in Cleveland and served suc- | 
cessively as laboratory director | 
and as assistant to the chief 
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metallurgist in Chicago, and as 
works metallurgist at Waukegan, 
Ill., until he was advanced to his 
latest poistion in 1942. 

He is survived by his wife, a 
son, Lawrence, U. S. AAF, and 
a daughter. 


EMIL A. HALLIN 


Emil A. Hallin, mid-western 
division sales manager of the 
Ray-O-Vac Co., Madison, Wis., 
passed away recently in Des 
Moines, Iowa. Mr. Hallin had 
been associated with the Ray-O- 
Vac Co., since 1915. 

He is survived by his” wife, 
a son Wade with the AAF, and 
a daughter, Lois. 


FRED. MEIKLEJOHN 
Frederick R. Meiklejohn, 66, 


operator of a hardware store at 
Manawa, Wis., for 37 years, 
passed away recently after a long 
illness. He served as vice-presi- 
dent of the Farmers State Bank 
in Manawa from its organization. 

Mr. Meiklejohn is survived by 
his wife, a son, a daughter, and 
two brothers. 





Additional News on page 100 





Let’s declare War 
on Package Waste 


V-Day will afford a grand opportunity to clean 
house in many ways. Take packages for example. 
In our line — drapery fixtures —what kind of pack- 
aging will serve our customers best? Quite a little 
to think of in this seemingly simple question. Do 
fixtures for custom work need to come in fancy 
boxes, only to be promptly thrown away? How 
about plain, simple curtain rods? Should they be 
shipped 24 to the box or in single bags? Which 
lines should be boxed for display, which shipped 
in bulk? 


Our men have been around and they know there are plenty 
of problems involved but we’re sure there is a “one best 
way” to improve Judd packaging to the benefit of all con- 
cerned. 

So as the spirit moves you, 
won’t you take your pen in 
hand and say, “Dear Judd, 
We'd like this” or “why 
don’t you do that.” We'll 
promise to say thank you 
and we'll promise to work 
with you with an open mind. 

As we see it post-war plan- 
ning must be a two-way af- 
fair with merchant and man- 
ufacturer helping each other 


to the everlasting good of HP 
I= 7 ‘4 


S 
KES 








both. Each month in this 
space we plan to bring up = 
some mutual problem in the 
hope that you'll help in our 
effort to solve it. We hope 
you'll see merit in this Judd 
idea for post-war planning. 
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“China Is a Gift for Any Occasion” 


D. & F. Kusel Co. emphasizes this 
fact at all times and develops 
excellent business in this line 





The chinaware table is near the front where it attracts attention. 


ie 


stocked china department, with 
items of interest to both towns- 
people and the rural trade, has 
brought both traffic and profits. D. 
& F. Kusel Co., Watertown, Wis., 
has found this line one of the most 
popular and profitable during 
wartime. 

The store is located in a semi- 
industrial city of 11,000 in the 
heart of one of America’s finest 
agricultural areas, and the D. & F. 
Kusel Co. carries several types of 
china. For example, the city fam- 
ily is interested in small luncheon 
sets and dinner sets of not more 
than 32 pieces as a rule. The 
farmer, with a much larger fam- 
ily, wants dishes which come in 
sets of 53 pieces and more. The 
farm family wants a sturdy set for 
week day use and a special set for 
Sundays. Because of greate: 
usage, the farm family china gets 
broken quicker and needs replace- 
ment more frequently. 
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The D. & F. Kusel Co. is 92 
years old and during that time has 
made numerous friends. The 
china department has sold dishes 
and glassware to two and three 
generations of city and farm peo- 





ON AVAILABLE GOODS 


ple in this area. The firm car- 
ries open stock and this makes it 
possible for many people to re- 
place broken items, or to add to 
their sets. 

Farm families in this area will 
pay up to $25 for a set of dishes. 
while city folks will go a little 
higher. Sets selling around $18 
to $20 are generally popular. 

The china table is placed up 
near the front of the store and car- 
ries only china. This gives a cer- 
tain unity of appeal which attracts 
the attention of many customers. 
The store also stresses the fact that 
“china ‘is a gift for any occasion.” 

A second table in the section 
contains colored pottery of many 
types. This store does a large vol- 
ume in colored cookie jars. Farm 

(Continued on page 120) 





Glassware is displayed in sidewall cases near the china table. 
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E regularity with which Barrett Roofs are 

selected for America’s greatest buildings is 
an important consideration for you when it 
comes to selecting a roof for your own home. 
It tells better than a thousand words why you 
can rely on Barrett for dependable roof pro- 
tection! 

Barrett Shingles are the result of 90 years 
of roofing experience “ between the World and 
the Weather.”” They are long-lasting — made 
of the finest roofing stock thoroughly impreg- 
nated with life-giving waterproofing saturant. 
They are attractive and fire-safe — surfaced 
with colorful, fireproof mineral granules. And 
they are low in first cost as well as cost per 
year of service. 





yous above is a full page Barrett Roofing adver- 
tisement—-one of a series of advertisements which 
will appear in color in American Home during 1944. 
Equally purposeful Barrett Roofing advertisements 
will also appear in a leading farm paper and in pub- 
lications addressed to your trade customers. 

Note how quicklyand unmistakably the above adver- 
tisement establishes Barrett Roofing quality—always 
the strongest sales argument for any Barrett product. 

And note more particularly how this advertisement 





THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


2800 So. Sacramento Ave. Birmingham 
Chicago 23, Ill. Alabama 
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Your guide to Top Protection for your Home Investment 


THE 102-STORY EMPIRE STATE BUILDING 


AND THIS MODEST 1-STORY BUNGALOW... 


BOTH BARRETT-ROOFED 





If you are one of the millions who have 
been postponing needed home repairs until 
after the war, it will be good news to you to 
know that Barrett Shingles are available right 


DIVISION 


ve COMPoRATION 


Rirminghow 
now—to meet your every requirement and to Alabeme 
match every style of architecture. 

It’s sound business as well as patriotic duty HOME-OWHERS HANOY Guree 
to protect the investment your home repre- ‘A 12-menth calender of help 
sents. Why not ask your local Barrett dealer tel reminders—things te de te 
or Certified Barrett Shingle Applicator for an protect your home investment. 
estimate? He'll tell you how Barrett Shingles ay te tres. su cond oo your 


may be applied right over your old roof— 
saving time and money. And he'll tell you, 
too, how you can enjoy the protection of a 
genuine Barrett Roof today — and pay for it 
on a simple financing plan. 

















is designed to help you sell roofs now! Not tomorrow, 
not next year, not after the war ... but today. 

For Barrett recognizes that roofing dealers and 
applicators are faced with unusual and perplexing 
problems this year. Out of the wealth of experience 
gained in other war years, Barrett has prepared 1944 
consumer advertising that will help its dealers through 
the current trying situation—just one more reason 
why—especially today—it’s good common sense to 
join forces with a great and successful business. 





Barrett Shingles and Sidings . . . Roll 
Roofings . . . Built-up Roofs... Rock 
Wool Insulation . . . Roof Coatings and 
Protective Products. 




























New Lines and Services Add Volume 
To the Paint Department 





ON AVAILABLE GOODS 


itt of 


some new services in the paint 
section of the J. J. Kornelly Hard- 
ware Co., Milwaukee, Wis., has 
helped to increase the volume of 
business and also show folks just 
what can be done in wartime in 
the way of renovating the home. 

In the first place, when the firm 
added wallpaper, a rack of sam- 
ple sheets was placed in the paint 
department for prospects to in- 
spect. The thought here was that 
the persons who intend to buy 
and use wallpaper may also want 
to use some paint for the interi- 
ors of their homes. Additional 
sales of paint and painters sup- 
plies have been made to many 
wallpaper customers, almost with- 
out suggestion in numerous in- 
stances. 

The store has also taken on un- 
painted furniture. A neat sign in 
the paint department informs cus- 
tomers that unfinished chairs cost 
from $1.49 to $1.98 and tables 
up to $6.95. Persons who come to 
buy paint for some little job in 
the home see this sign and stop 
to inquire about the procedure 
for painting an unfinished chair. 
Often they will buy a chair to 
paint and the materials with 
which to do the job. In this way 
a double sale has been made. 
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The J. J. Kornelly Hardware Co. 
finds that their addition has 
resulted in many double sales 





These signs help turn the minds of customers to additional purchases. 


The store’s sanding service is 
advertised in a corner panel in the 
paint department. This sign is in 
a very good spot and can be seen 
by anyone within 30 feet. Every 
person who comes to buy paint 
is logically a floor sander rental 
prospect. Many of such prospects 
eventually rent the sander for a 
floor job. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 92 








Ray Kornelly, manager of the 
store, says that these services and 
new lines tie in very well with the 
sale of paints and varnishes. This 
store is well known for its excel- 
lent window displays and paints 
are given several showings in 
these windows throughout the 
year. Less newspaper advertising 
is done on paints and hardware 
than during peace years. On the 
other hand, the number of paint 
customers appears to have in- 
creased, due to the increase in 
average purchasing power. Good 
display, plus proper explanation 
of paint and varnish application 
methods, help this store to make 
satisfied customers who recom- 
mend the firm to their friends, 
and this brings much additional 
business. 
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Peacetime Trails ...from Your Store 


























Colt hasn’t forgotten that trails to the 
woods and the target range lead directly 
from your door. That’s why Colt’s 1944 
advertising is aimed at your prospective 
postwar customers -— sharpening their out- 
door appetites and loosening up their 
pocketbooks for sports equipment, includ- 
ing the Colt Revolvers and Automatic 
Pistols you'll again have in stock. 


Target shooting and friendly camp com- 
petition will always be leaders among the 
pleasures of outdoor life. When those great 
days return, Colt’s will be ready to serve 
you again... and in the meantime exciting 
plans are in the making. Three Colt guns 
that have been leaders in the target and 
outdoor fields are shown below. After the 
war, they will all be back, with new refine- 
ments to make them more popular than ever, 






Colt Match Target 
WOODSMAN 


— Caliber .22 Long Rifle — 
Tops on the Firing Line. 


Colt OFFICERS’ MODEL 
Revolver 


— Caliber .38 Special — 
Holds More Records 
Than Any Other Revolver. 


Colt Sport Model 
WOODSMAN 


~ Caliber .22 Long Rifie — 
Favorite for the Woods 
and Trail. 







COLT'S PATENT FIRE ARMS MFG. CO. HARTFORD, CONNECTICUT 
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Stress Garden Goods, Baseball and © 
Housecleaning in Early April 


HARDWARE AGE Original Window Display IDEAS 





GARDEN AND 
PLANT EARLY FOR LAWN GOODS 


Ti, is MERCHANDISE: 
oan Dew Garden rake, lawn 
broom, garden hoe, 
NOW : spading fork, culti- 
vator, garden hose, 
nozzles, hose connec- 
tors, hose menders, 
grass seed, plant 
food,+- fertilizer, gar- 
den seeds, 
shears, and saws, 
hedge shears, trow- 
els, weeders. ~ 


BACKGROUND: 
Center panel bright 
yellow corrugated 
board or wallboard 
painted. Sidé panels 
bright greeff. Cut-out 
letters bright green 
and red. 




































































as 


Waa aggssxc 


. 


HOUSECLEAN- 
ING SUPPLY 
WINDOW 


MERCHANDISE: 
Oil mops, dust mops, 
water mops, mop 
wringers, window 
cleaner, dust pans, 


“PLAY BALL’ “SPIC*"° SPAN” cin sponges. gat 
NATIONAL BASEBALL “ITEMS cae hee 

WEEK STARTS TODAY ae FOR TOUGH furniture polish. 
CLEANING JOBS |. 





{ 
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BASEBALL 
EQUIPMENT 
WINDOW 


MERCHANDISE: 
Gloves of all types. 
baseballs, bats, soft- 
balls, softball bats, 
catchers mits, catch- 
ers masks, knee and 
shin guards, base- 

’ ball caps. 


BACKGROUND: 
Center panels bright 
yellow corrugated 
board or wallboard 
painted. Side panels 
bright green. Cut-out 
letters bright green 
and red. 
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AWARDED TO THE MEN AND WOMEN OF 


WESTCLOX 


FOR THEIR FINE PRODUCTION 


“yes, sir, the reason you haven’t had 
Westclox to sell, Mr. Dealer, is because our 
folks are busy making war material to shorten 
the war, and hasten the day when we’ll be 
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RECORD 


back with you again.” Westclox, Division 


of General Time Instruments Corporation, 
La Salle-Peru, Illinois. hy eu 
*Trade Mark Registered, United States Patent Office 
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FRED L. MILLER, sec- 
retary of the Kruse Hardware 
Co., Cincinnati, Ohio, whole- 
sale hardware _ distributors, 
completed a half century of 
association with the hard- 
ware business on Dec. 31, 
1943. Born Feb. 17, 1880, Mr. 
Miller entered the employ of 
the Bode Hardware Co. of 
Cincinnati in 1893 before he 
had reached his 14th birth- 
day. Starting as an errand 
boy, he was later advanced 
successively to the positions 
of order clerk, city clerk and 
city salesman. When the Bode 
firm was taken over by the 
Kruse Hardware Co., he went 
along with the new organization and eventually rosé to 
the position of secretary of the company. Incidentally, 
he has twin brothers, Blair and John Miller, who have 
been traveling sales representatives for the Kruse com- 
pany for 37 years. Recently, Mr. Miller celebrated his 
50th anniversary in the hardware business by tendering 
a Yuletide dinner to 110 executives and employees of the 
company at the Hotel Metropole in Cincinnati. At that 
time he received a handsome desk set from the company 
employees. Mr. Miller has been active outside of the 
company, having been a member of the board of direc- 
tors of the Westwood Bank & Savings Co., prior to its 
absorption by the Second National Bank of Cincinnati. 
He now serves on the board of the larger institution. He 
is also president of the Westwood Building & Loan Asso- 
ciation and secretary of the Cincinnati Council of the 
Royal Arcanum. Active in trade circles, he was formerly 
president of the Cincinnati Hardware Club and has been 
elected to that position for 1944. He is also a member of 





= 


FRED L. MILLER 
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the Ohio Hardware Association. In speaking of his hob- 
bies, Mr. Miller says, “I’ve worked so long and got such 
a kick out of it, that I guess my work is my hobby.” 


LOYAL L. MUNN, presi- 
dent of the Arcade Manufac- 
turing Company, Freeport, 
Ill., has been identified with 
the hardware industry for 
over half a century and has 
spent all of his business life 
with the company of which he 
is the head. Mr. Munn was 
born November 7, 1869, and 
graduated from the University 
of Michigan in 1891 with the 
degree of Bachelor of Arts 
and as a member of the Greek 
letter fraternity of Alpha 
Delta Phi. On December 1, 
1893, he entered the employ 
of the Arcade Manufacturing 
Company, of which concern 
his father was formerly also president. Mr. Munn has 
been identified with many organizations. He is a former 
director of the Foundry Equipment Manufacturers Asso- 
ciation and of the Toy Manufacturers Association. He 
has been a member of the directorate of the Illinois 
Chamber of Commerce, and from 1939 to 1943, was a 
director of the Illinois Manufacturers Association. For 
many years he has been a trustee of Beloit College, Beloit, 
Wis., and was recently elected in that capacity for life. 
For the past 10 years Mr. Munn has been chairman of 
the board of directors of the First National Bank of Free- 
port. Although he admits having no hobby, we are in- 
clined to think that he has one and that it is business. 
It was golf—but he gave it up some years ago. 





LOYAL L. MUNN 


R. E. ST. JOHN, assistant 
secretary-treasurer and buyer 
of heavy hardware, Morley- 
Murphy Co., Green Bay, Wis., 
wholesale hardware distribu- 
tors, is 65 years of age and 
has been identified with the 
hardware business for 51 
years. Born September 7, 
1878, Mr. St. John entered the 
hardware business on April 5, 
1892. His first business con- 
nection was with Houghtaling 
& Coult, Fairmont, Minn., and 
he remained with that firm 
until March, 1903, when he 
joined the forces of Hibbard, 
Spencer, Bartlett & Co., Chi- 
cago, Ill, representing the 
firm first in Missouri and later in Wisconsin. In the 
autumn of 1907 he transferred his allegiance to the Mor- 
ley-Murphy Co. and has been with the firm ever since. 
Mr. St. John has served several three-year terms as a 
member of the board of directors of the Green Bay Asso- 
ciation of Commerce and has been a member, secretary 
and president of the Green Bay Vocational School for 
seven years. He served in the Spanish-American War as 
a member of the 12th Minnesota Volunteer Infantry. His 
hobbies are trap and skeet shooting. 





R. E. ST. JOHN 
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le D= LAVAL Dealers are playing a part of great importance on the home front 
= where the all-important food is being produced for our armed forces, our Allies 
r and our civilian population. Thousands of dairymen look to their local De Laval 
Dealers for the solution to their production problems—and find trained and com- 
f petent cooperation awaiting them. 

Below are some of the ways in which De Laval Dealers are helping mightily to 
meet the production demands for milk and milk products . . . and at the same time 
building a solid, enduring foundation for tomorrow’s business. 

x * * 
Installation of The need for new De Laval way of milking and frequently results in a further saving 
Milker outfits is urgent and of time and labor amounting to 50% or more over older 





New De Laval Milkers 


De Laval Dealers are installing 
new outfits as rapidly as possible where they are most ur- 
gently needed. A responsible Government source has re- 
cently estimated that milking machines now in use are 
saving the country 210 million man-hours per year. With- 
out milking machines the necessary production of milk 
could not be maintained. 


De Laval Systematic At the same time De Laval Deal- 
Milker Service ers through the De Laval Sys- 

tematic Milker Service Plan are 
making sure that every De Laval Milker now in use is 
operating efficiently for best milking results and greatest 
possible savings in time and labor. Prompt and capable 
milker service is of untold importance. De Laval Dealers 
are doing that job to the all-around satisfaction of users 
everywhere. 





De Laval Speedway This practical method of op- 
erating the milker, consisting 


Method of Fast Milking : ; : 
of a simple 6-step routine, still 


further increases the value of the milking machine as a better 






methods of operating the milker. De Laval Dealers are 
instructing users in this highly efficient method of operat- 
ing the milker. . 


New De Laval Some new De Laval Separators are avail- 

able although not in sufficient quantity 
Separators to meet. all needs. However, De Laval 
Dealers are placing machines where they ,will do the most 
good in the production of butterfat, which is the most valu- 
able of all animal fats. The farm-size cream separator is 
an important food producer, 75% of all of our butter being 
churned from cream separated on the farm. 


De Laval Separator and _ In addition to the regular pro- 
Milker Service Days gram of field service De Laval 

Dealers are holding a program 
of De Laval Separator and Milker Service Days. Dealers 
designate a certain day on which users are invited to bring 
in their De Laval Separators and De Laval Milker units 
for inspection and adjustment. In this way inspection and 
adjustment frequently avoid the necessity for more exten- 
sive service and interrupted use at a later date. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 
165 BROADWAY 


CHICAGO «¢ 
427 RANDOLPH ST 


SAN FRANCISCO 19 
61 BEALE ST. 
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WPB Sets Up Limited 
Production Programs 


On Household Appliances 


Production assured to some extent on fans, electric 
irons, radio tubes and electric gas ranges. 


(Washington Bureau 
of HARDWARE AGE) 

The completion of certain 
government construction projects 
is expected to permit some in- 
crease in the distribution of iron 
and steel for civilian uses and 
WPB is planning on putting 
some of this metal into civilian 
appliances which have been ab- 
sent from dealers’ shelves for 
some time, 

Production of certain electrical 
machinery items presents a some- 
what similar picture. For ex- 
ample, the installation of gen- 
erators and transformers over 
the past two years has filled war- 
time requirements to such an 
extent that the 1944 demand is 
less than production capacity. 

These factors have led WPB 
to set up production programs 
for household appliances, which 
if met, will provide the opening 
wedge for a return to large scale 
civilian goods production. 

The estimates of production 
are made contingent upon the 
availability of manpower, ma- 
terials, the volume of war orders 
and other uncertain factors. The 
volume of production of house- 
hold appliances and radio tubes 


for civilian consumption in 1944 
will depend largely on the 
ability of individual plants to 
produce such items without inter- 
fering with war orders. 

All of the goods included in 
the estimates will not be for 
actual consumer purchase. For 
instance, electric fans will not be 
available for retail sales, but 
only to fill industrial and hospital 
needs. Production is assured to 
some extent, on fans, electric 
irons, radio tubes and electric 
and gas ranges, while no definite 
action has been taken to start 
production of electric refrigera- 
tors, vacuum cleaners and wash- 
ing machines. These programs 
will probably not be started 
until the success of a European 
invasion is a certainty. 


AMEND ORDER M-9-c 
ON COPPER, ALLOY 
SCREENING ‘ 


(Washington Bureau 
of HARDWARE AGE) 





Those few holders of copper 
and copper-base alloy insect 
screening who have reported but 
not sold or delivered it to the 











Production Schedule for 1944 for Civilian Use, According to 
Present Plans 
1944 Pro- 
duction as 
» 1944 1939 per cent of 
Product Production Production of 1939 
Electric fans 100,000 1,526,000 6 
Electric irons 2,000,000 2,555,254 78 
Radio tubes *450,000  *7,500,000 6 
Replacement only 
Electric ranges 64,000 237,128 27 
2% kw. or over > 
Gas ranges 780,000 1,502,301 51 
Electric refrigerators 450,000 1,773,091 25 
Vacuum cleaners 475,000 1,091,835 43 
Washing machines 550,000 1,504,704 36 
* Only first quarter figures are available for 1944. The figure 


for the first quarter of 1939 represents tubes that were made for 
replacement purposes only and not for use as initial equipment. 

The 1939 figures are from the United States Census of Manu- 
facturers, while the estimates are those of WPB. 
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Copper Recovery Corp. or Metals 
Reserve Co. are being pressed to 


deliver such material for the 
benefit of the Army and Navy 
through amendment to Order 
M-9-c. 

Insect screening not purchased 
by the company, except when 
rejected as not meeting specifi- 
cations (and so stated in writing) 
will be subject to prohibition of 
delivery, cutting or installation of 
the materials. 

Persons with such screening 
have been told that unless they 
execute their contracts promptly 
with Copper Recovery Corp. and 
deliver it at once in accordance 
with instructions, the screefting 
will remain frozen. 





RESTRICTIONS ON 
REFRIGERATORS 
TO CONTINUE 


Production of the pre-war type 
of all-metal domestic ice refrig- 
erators will not be resumed in 
the near future, WPB states. Any 
eventual return to pre-war mod- 
els would involve a long transi- 
tion period, in which production 
would be so low that only a small 
part of the present demand could 
be met. 

Pre-war, about 10 manufactur- 
ers were able to satisfy the de- 
mand for ice refrigerators, but 
to meet war-time demands, it was 
necessary to enlist the facilities 
of 23 additional makers. 








Outline WPB Aid in Manufacture and 
Distribution of Farm Supplies 


(Washington Bureau 
of HARDWARE AGE) 

Recognizing the importance of 
the farmer in the country’s war 
production programs, and the 
necessity of maintaining an ade- 
quate flow of machinery and 
equipment to farmers, WPB 
Chairman Donald M. Nelson in 
a memorandum to his executive 
staff, dated Feb. 7, outlined the 
steps being taken by WPB to 
aid the manufacture and distribu- 
tion of farm supplies. The word- 
ing of the memorandum indicates 
that it takes the form of a direc- 
tive, springing from PR-19 and 
M-330 establishing a basic policy 
for the manufacture and distribu- 
tion of farm supplies. For that 
reason it would be binding on 
those to whom it was sent. 

The memorandum in part fol- 
lows: 

“Recently I appointed George 
Krieger to my staff as a special 
assistant with particular respon- 
sibility for studying and coordi- 
nating requirements for farm 
production supplies and equip- 
ment, both preesnt and anticipat- 
ed. He reports directly to me on 
this program. 

“To facilitate, from the operat- 
ing standpoint, the programming 
of the production and distribution 
of farm supplies, the Office of 
Civilian Requirements has made 
a helpful contribution by estab- 
lishing a Farm Production Sup- 
plies Group under the direction 





of H. S. Pringle. This group, 
as well as Mr. Krieger, are giving 
constant and active attention t 
this important program, and | 
request that you cooperate fully 
with them on all matters related 
to it. 

“Such reasonable steps, as may 
from time to time be necessary to 
insure the proper production and 
distribution of the hundreds of 
farm production supply and 
equipment items, should be tak- 
en promptly and effectively, in- 
cluding the establishment of ap- 
propriate ratings and of any 
other arrangements that will 
assist in carrying out this policy.” 

Concrete actions to aid the 
farmer which have emanated 
from Government agencies re- 
cently include: 

An increase in the number of 
horse collars that will be avail- 
able to meet mounting agricul- 
tural demand; the granting of 
AA-2 ratings for supplies and 
repairs to WFA-approved farm 
labor camps; WPB announce- 
ment that production of stock 
items for poultry and stock farm- 
ers is meeting the scheduled rate, 
hopes were held out to these same 
farmers that feed costs might be 
cut through production of more 
stock feed mixers; and the an- 
nouncement of OCR that it is 
conducting a nation-wide farm 
survey to get detailed needs re- 
garding farm supplies. 


HARDWARE AGE 
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SURPLUS WAR PROPERTY ADMIN. 
TO GUIDE SURPLUS DISPOSAL 


FIVE AGENCIES TO HANDLE GOOOS 


W. L. Clayton, former Assistant Secretary of Com- 
merce, to direct program. New agency will deter- 
mine goods held in excess quantities by Army, Navy, 
etc., and for channeling goods to civilian needs. 


(Washington Bureau 
of HARDWARE AGB) 

Resolving all of the recent 
congressional hearings and other 
discussions on the disposal of 
Government surpluses for the 
present at least, the President 
following the recommendations 
of the Baruch-Hancock recon- 
version report set up the Surplus 
War Property Administration on 
Feb. 21. This agency, to be di- 
rected by William L. Clayton, 
who will resign as Assistant Sec- 
retary of Commerce, will be 
within the Office of War Mobili- 
zation and will guide the policy 
for disposal of all surpluses. The 
announcement was made for the 
President by James F. Byrnes, 
OWM Director. 

The executive order setting up 
SWPA provides for the distri- 
bution of surplus property 
through the following agencies: 
consumer goods, Treasury Pro- 
curement; capital and producers’ 
goods, including plants, equip- 
ment, materials, scrap and other 
industrial property, a new sub- 
sidiary of RFC; ships and mari- 
time property, U. S. Maritime 
Commission; food, War Food Ad- 
ministration; and property to be 
disposed in foreign countries, 
Foreign Economic Administra- 
tion. 

The Administrator of the new 
agency will be advised on policy 
matters by a Surplus War Prop- 
erty Board composed of a repre- 
sentative of each of the follow- 
ing agencies: State, Treasury, 
War, Navy, and Justice Depart- 
ments, RFC, SWPC, Maritime 
Commission, WPB, Bureau of the 
Budget, War Food Administra- 
tion, Federal Works Agency, 
Civil Aerenautics Board, and the 
Foreign Economic Administra- 
tion. 

The 


Baruch-Hancock _ report 
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contains a group of basic prin- 
ciples which are offered to the 
Surplus Property Administrator 
as suggestions which should be 
followed in the disposal of sur- 
pluses. These principles are: 

1. Sell as much as he can as 
early as he can without unduly 
disrupting normal trade. 

2. Listen to pressure groups 
but act in the national interest. 

3. No sales, no rentals to 
speculators; none to promoters. 

4. Get fair market prices for 
the values with proceeds of sales 
deposited to the general fund of 
the Treasury. 

5. Sell as in a goldfish bowl, 
with records always open to pub- 
lic inspection. 

6. As far as practicable, 
the same regular channels of 
trade that private business would 
in disposing of the particular 
properties. 

7. No government operation of 
surplus war plants in competition 
with private industry. 

8. No monopoly; equal access 
to surpluses for all businesses; 
preference to local ownership 
but no subsidizing one part of 
the country against another. 

9. Scrap what must be, but no 
deliberate destruction of useful 
property. 

10. Before selling surplus 
equipment abroad, assure Ameri- 
ca’s own productive efficiency on 
which living standards rest. 

11. All disposal agencies to 
make effective use of Industry 
Advisory Committees. 

12. Close cooperation between 
WPB and the Administrator so 
that controls do not necessarily 
hinder disposition by unduly 
limiting potential buyers, par- 
ticularly in assuring prompt dis- 
posal of small quantities. 

Administrator Clayton’s first 
statements to the press indicate 


use 





that after a staff has been set up 
and a policy agreed on the first 
task would be to determine what 
goods the Army and Navy have 
in excess, which are needed by 
civilians, and finding a means to 
channel these goods to the civi- 
lian population. The examination 
of Army and Navy stocks and in- 
ventories was recommended in 





the Baruch report. Mr. Clayton 
also said the public should not 
expect any large amounts of con- 
sumer goods to be available in 
the near future. 


—_—= 


FURTHER LIMIT 
PAPER TOWEL MAKING 


The War Production Board on 
Feb. 16 announced the reduction 
of the 1944 manufacture of paper 
towels permitted for home use 
from 100 to 80 per cent of the 
1942 base period output. This 
was effected by amending Gen- 
eral Conservation Order M-241-a. 
Shortages of pulp and the desire 
to shunt more of this material 
into industrial towel production 
are responsible for the change. 

Several other minor changes 
have been made in the order also, 
but these are merely for the pur- 
pose of clarification. 








List Types of Files to Be 
Manufactured for Export 


Based on recommendations of 
the Industrial File Industry Ad- 
visory Committee, WPB has is- 
sued a list of types and sizes of 
files which may be manufactured 
for export, other than to Canada. 
These are included in Schedule 
V of Limitation Order L-216. 

The amended Schedule also 
revises the list of standard files 
which may be manufactured, to 
clarify inconsistencies contained 
in the former Schedule. The 
types of files affected are: pillar, 
aluminum, foundry, brass files— 
half round, Swiss pattern hand 





files, coil files, and silversmiths’ 
rifflers. 

The amendment allows com- 
pletion or sale of any files for 
which the producer had materials 
on hand February 3, and permits 
sales from inventories on hand 
February 3. 

Producers may manufacture 
files which are distinguished by 
some unusual feature of design 
or manufacture} or are used for 
special purposes, without specific 
WPB authorization, but only up 
to 5 per cent, each quarter, of 
the producer’s 1942 average total 
quarterly production of all files. 








Advisory Committee Recommends Production 


Of Steel Jackets and Copper Coils 


The Plumbing and Heating 
Water Heater Industry Advisory 
Committee has recommended to 
WPB that production of steel 
jackets for water heaters and 
copper coils for side arm water 
heaters be permitted as soon as 
material can be spared from war 
production, WPB has reported. 

In making these recommenda- 
tions, members of the committee 





said substitute water heater 
jackets (made of paper and 
asbestos sheets) and cast iron 


water coils for side arm heaters 
have not proved satisfactory in 
all cases. A representative from 
WPB’s Copper Division told 
committee members that copper 
was as scarce now as it was a 
year ago and that no changes in 
restrictions could be made. 
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E HORSES 


it TO THE ACRE 


ON PHOENIX AND 


JUNIATA SHOES 


ARMERS AND farriers 

are discovering that 
Phoenix and Juniata Horse 
and Mule shoes are not only 
keeping the feet of animals 
in better condition . .. but 
“mileage” 
per shoe. That’s why the 
demand for these shoes keeps growing. 


e 


also give more 


Phoenix also makes a complete line of 
calks for every need. Phoenix Products... 
horse and mule shoes, sport shoes, and calks 
are distributed by leading jobbers every- 
where through regular trade channels. 


GET YOUR FREE COPY TODAY 


This booklet explains fully the 
proper care of horses’ and mules’ 
feet. It's available to your cus- 
tomers FREE. Authoritative, con- 
cise, easy to understand, illus- 
trated. Write for your FREE copy 
and details of distribution. 





PHOENIX MANUFACTURING COMPANY 


rse and mule sh and calksin the world 


JOLIET, ILLINOIS 
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Material Shortages Curtail 


Broom Production 


won | ers of handles are turning to the 
AGE ~ 
more profitable 





(Washington 
of HARDWARE . 
| production of 


WPB reports that actual short-| items, However, recognized man- 
ages of broom corn and handles | ufacturers of broom handles must 


have seriously curtailed broom | accept orders for them if the 
production, 


This view was €X-| priority rating for handles is 
pressed after WPB had received higher than for the other articles 
unfavorable reports from the in 
dustry. | Meanwhile, OPA has taken set- 

Industry members have pointed | ups to insure the desired goal 
out that increased military de-| 4§ 414,000 acres of broomcom 
mands have lowered the number | for 1944 being met. With ap- 
of brooms available for civilian proval of the War Food Admin. 
They recommended that | jstration and the Director of Eco- 
the Department of Agriculture be| nomic Stabilization the price 
requested to prepare a program | agency has established prices 
that would increase the SETORGES | for the 1944 crop identical with 
devoted to broom corn this year. ‘those of last year. 
They further recommended that In announcing, 
the United States Employment | wpR.468, which 


*| produced. 


use. 


Sept. 9, 
maximum 


on 
set 


| Service be asked to help provide | prices for the 1943 crop, OPA 


workers to harvest the crop. isaid that 1943 ceiling 
The outlook for any increase | 


; , ; {would be _ re-examined 
in broom handles is not bright. | planting of the 1944 crop. 


The WPB Lumber Division SayS| This re-examination, including 
that the lumber situation, instead | price and peoduction problems, 
of easing, may be expected to/ has been made by both OPA and 
ae critical. WFA, and a decision to continue 
The industry has been able so 1943 ceilings was reached. 

far to get enough handles to util- At the time of this writing 
ize available broom corn, but they! @pa had not received either 
aaage~ Seoalen hand-to-mouth favorable or unfavorable reaction 
basis. WPB says that in some : 

to this move from broom corn 
producers. However, even though 
1943 levels of broom production 
may be maintained this year it 
is evident that the supply of 
brooms available to civilians will 
be dependent principally upon 
the impact of military require- 
ments. 


prices 
before 


ing a false picture of require- 
ments for handles by sending the 
same order to several difterent 
companies to be filled. This 
practice not only distorts the re- 
quirements picture, but is illegal, 
according to WPB. 


In some instances, manufactur- 





Provide for Increase in Wholesalers’ 
Inventories of Tires and Tubes 


To facilitate the flow of the|an increased allotmen of new 
limited stocks of new passenger | passenger tires and tubes will be 
tires and tubes from wholesalers | granted to: 
to retailers and thereby meet} A person engaged exclusively 
consumer demand with as little in the business of wholesaling 
delay as possible, OPA has pro- tires and tubes. 
vided for an increase in whole-| A person who intends to en- 
saler’s inventories of these items. | gage exclusively in the business 
Increases in retailer inventories | of wholesaling tires and tubes, 
cannot be granted until syn-/| provided he was a_ wholesaler 
thetic tire production reaches | during 1941. 
sufficient volume, probably not in| A dealer whose wholesale net 
the immediate future. | dollar sales of tires and tubes 

Under the revised regulations, | totaled $100,000 or more in 1941. 
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Permit Changes in Formulae of Certain 
Exterior Paint Without Price Reduction 


as industrial finishes covered by 
the General Maximum Price Reg- 
ulation rather than Maximum 
Price Regulation No. 188. 

The complete list of classes 
of ready-mixed paints in which 
formula changes are permitted 
without manufacturers’ reduction 
in prices follows: 

(1) Flats including interior 
emulsion paints, (2) gloss and 
semi-gloss paints and _ interior 
trim enamels, (3) interior floor 
enamels and combination inte- 
rior-exterior floor enamels, inte- 
rior household enamel and com- 
bination interior-exterior enamels, 
machinery enamels, (4) wall 
primers and undercoats, (5) in- 
terior varnishes and combination 
interior-exterior varnishes, (6) 
exterior enamels and_ exterior 
varnishes (sold exclusively for 
|exterior work), (7) emulsion 
paints for exterior purposes, (8) 
mill whites for industrial main- 
tenance (trade sales only), (9) 
dark colored house paints, exterior paints containing either 
some roof and barn paints. | natural resins or synthetic resins 

A slight change in the de-| or both. 
scription of mill whites for in-| Amendment No. 2 to Order 
dustrial maintenance, listed in the | No. 465 Under Section 1499.158 
order, makes it clear that trade|of Maximum Price Regulation 
sales only are covered, though| No. 188—Manufacturers’ Maxi- 
the word “industrial” is -used.|mum Prices for Specified Build- 
Only when sold by the manufac-| ing Materials and Consumers’ 
turer directly to the industrial | Goods Other Than Apparel—ef- 
user are these paints regarded! fective February 14, 1944.) 


Exterior paints containing 
either natural or synthetic resins 
or both were added Feb. 14 by 
the Office of Price Administra- 
tion to the list of ready-mixed 
paints described in an order that 
permits certain changes in for- 
mulae without reduction in manu- 
facturers’ maximum prices. 

OPA decided that exterior 
paints containing resins may 
properly be priced under that 
order which sets up sepcifications 
designed to maintain fairly equiv- 
alent serviceability in connection 
with the limitation placed upon 
the use of linseed oil by the War 
Production Board. Previously, 
these paints would ordinarily 
have been priced under the sec- 
ond pricing method of Maximum 
Price Regulation No. 188 provid- 
ing for changes necessitated by 
shortages of materials. 

Types included in 
paints containing resins 
trim and trellis paints, 


exterior 
are 
some 
and 





Limited Number of Electric Ranges 
To Be Available Last Half of Year 


permitted only in plants where 
such production would in no way 
interfere with war work, IAC 
members were told. However, 
manufacturers who are unable to 


A limited number of domestic 
electric ranges are expected to 
be made available for essential 
civilian needs in the third and 
fourth quarter of 1944, the War 


Production Board announced| produce without interference 
Feb. 16. with war work will be permitted 
Plans for carrying out a special|to have other manufacturers 


war emergency program for the | produce ranges for them, if they 





production of 22,000 domestic | so desire. 

electric. cooking stoves per 

quarter to meet the most essential 7 ae 

needs of the armed services, | 

hospitals, and Federal Public | CAST IRON SOIL PIPE 
Housing Authority and Federal | FREED FROM 
Housing Administration public RESTRICTIONS 


housing projects and to provide | 
essential replacements for ci- 
vilians have been discussed with 
members of Domestic Electric 
Range Industry Advisory Com- 


| Cast iron soil pipe and fittings 
| have been freed from all restric- 
| tions formerly imposed, by gen- 
eral preference order M-21, WPB 
announces, amending the order. 


mittee. This total includes 17.- : ; 
000 ranges to meet the require- | These Same, Semana, es 
|subject to the recently revised 


ments of the Office of Civilian | S"°7°°" . 

Requirements and FHA and |/imitation order L-79, which con- 

5,000 ranges for military, export, | trols the distributions of plumb- 

and FPHA requirements. | ing, cooking and heating equip- 
Production of ranges will be | ment. 
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The demand across the nation is for V-Belts 


and the Gilmer “Eye-Ful” Tower has the answer to 


their V-Belt replacement needs. Owners of home 
workshop equipment, washing machines, oil burners 
and other household appliances know that “to make 


them last,” they must “fix ’em up.” 


The Tower holds 35 V-Belts that will take 
care of 887 different household or light-duty drive 
requirements. No need to turn customers away for 
the lack of the right belt! Not only will the “Eye-Ful” 
Tower satisfy your custemers’ demands but, it will 
net you a clear profit of $14.01 on a $21.01 invest- 
ment. Get the Gilmer “Eye-Ful” Tower Belt Assort- 


ment No. 350. Just clip the coupon below. 


L. H. GILMER COMPANY 
TACONY, PHILADELPHIA 35, PA. 





L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 





Send me the complete Gilmer ‘'Eye-Ful'’ Tower Assortment 
No. 350 as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalogue, America's Belt Bible 


Bill me $21.01 through your nearest jobber. 


NAME 





ADDRESS 
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HINGES 
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Buy Bonds 


GRIFFIN 


Manufacturing Company 





ERIE, PE 


NEW YORK: 45 Warren St. 


NNSYLVANIA 


AGENTS 
CHICAGO: 162 N. Ciliates St. 


SAN FRANCISCO: 703 Market St. 











WPB objections to the use of 
arsenical insecticides for the pro- 
tection of shade trees, nurseries, 
lawns and golf courses have been 
withdrawn, due to the bettering 
production, which should be ade- 
quate for all 1944 needs. 

At the same time, WPB said 
that steel is now available for 
drums for arsenical insecticide 
shipments, as the result of mili- 
tary contract cancellations. This 
shift from fibre containers will 


Withdraw Objections to Use 
Of Arsenical Insecticides 


require about 8,000 tons of steel 
Permission will be granted fu 
use of only minimum gauges, 2 
gauge being agreed on for 100 
pound drums. Because of the 
thinness of the new steel drums, 
their re-use will not be expected. 

Three months’ supply of steel 
drums will be authorized at a 
time, but manufacturers will be 
expected to use up first any sup- 





plies of fibre now on order. 








To Permit Flow of Tools to Farmers 


Through 


(Washington Bureau 
of HARDWARE AGE) 


Recognizing the need for get- 
ting tools into the hands of farm- 
ers, necessary for the repair and 
maintenance of their mechanical 
equipment, to enable them to 
meet the War Food Administra- 
tion’s program for food supplies 
in 1944, WPB has taken action 
which will permit the flow of 
tools to farmers through estab- 
lished channels of the Wholesale 
and Retail Trade Division. 

In order to get hand service 
tools, such as wrenches, pliers, 
snips, screwdrivers, machinists’ 
hammers, cold chisels, punches 
and files, into the hands of farm- 
mers, the WPB Tools Division 
has decided to use the services 
of the Wholesale and Retail 





Trade Division through the use 


Established Channels 


of WPB-547 (PD-IX) 
tions from distributors. 

The Tools Division is request- 
ing all producers of these tools 
to notify their distributor cus- 
tomers who supply farm areas to 
file WPB-547 applications cover- 
ing their requirements of hand 
service tools for their farm out- 
lets. 


applica- 


Where sufficient orders bearing 
WPB-547 ratings have already 
been placed, but not received, dis. 
tributors may write the Whole- 
sale and Retail Trade Division, 
giving the WPB-547 case num- 
bers and the amounts covered 
by such cases which will be dis- 
tributed exclusively in farm areas. 
These applications will be treat- 
ed specially to get tools flowing 
into distributor channels quickly. 








Purchasers of Electric Wiring 
and Fuses Need No Rating 


(Washington Bureau 
of HARDWARE AGE) 

To clear up a misunderstand- 
ing regarding the sale of electri- 
cal wiring devices and fuses 
officials of the OCR Wholesale 
and Retail Trade Division re- 
cently pointed out that these items 
should be sold to retail cus- 
tomers without any kind of 
priority rating. 

Dealers and repairmen may or 
may not employ CMP Regulation 
9A to obtain these items from 





distributors, but no retail cus- 


tomer’s ratings is necessary in 
either case. 

Under existing _ regulations, 
wiring devices and fuses may 
flow freely from the wholesale 
level, through the retailer, to the 
consumer, the only required 
rating being that assigned to the 
wholesaler on WPB Form 547 
(PD-1X). However, if he 
chooses, a dealer or repairman 
may obtain his own goods from 
the wholesaler by means of 4 
rating assigned under CMP 
Regulation 9A. 
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Ratings of AA-3 or Less on Steel 


Screen Cloth to 


Be Disregarded 


To Open Way for Evener Distribution 


(Washington Bureau 
of HARDWARE AGE) 


WPB has announced that pref- 
erence ratings of AA-3 or less 
on civilian purchase orders for 
steel insect screen cloth are to 
be disregarded, to provide equit- 
able distribution of this product 
for civilan use. Such purchase 
orders are now to be treated as 
unrated orders. 

Production of this type of steel 
screen cloth for civilian use is 
not at the rate of half of normal 
yearly production. To effect 
equitable distribution of this 
limited output, Order L-303 





(issued Dec. 13, 1943), required 


producers to supply 
needs without regard to the cus- 
tomers’ size, location, or affiliated 
outlets. 


civilian | 


However, some orders | 


carry preference ratings of AA-3, | 


or less and some are unrated, 


and it is found that this situa- | 


tion seriously interfered with the 
distribution required by 
order. 

The amendment, issued and 
effective Feb. 10, remedies this 
difficulty by placing all civilian 
purchase orders on the 
footing, irrespective of whether 
they were originally rated AA-3 
or less, or unrated. 








Can’t Plan Production of Smaller Electric 
Appliances Due to Copper Wire Shortage 


No program for the production 
of several of the smaller electric 
appliances, such as mixers, 
juice extractors, and_ electric 
heating pads for civilian use, can 
be considered in the near future 
because copper wire, which 
would be used in their construc- 
tion, is not plentiful enough to 
permit such production, the 
Office of Civilian Requirements 
of the War Production Board 
said Feb. 17. 

Three main factors have been 
responsible for improving the 
copper situation: (1) production 
in small copper mines has been 
encouraged through subsidies; 
(2) the Army has released 5,000 
soldiers subject to call to work 





in the copper mines; and (3) 
the Army and Navy have con- 
served copper wherever possible, 
even when this has resulted in 
higher costs. 

A further deterring factor in 
connection with production of 
small electrical appliances is the 
shortage of skilled labor and 
facilities for drawing copper wire 
for all but the most essential war 


uses. As a result of the tighten- | 


ing labor situation in the wire 


the | 


| 


same | 


| 
| 
| 


| 


mills, production may drop below 


the present level. 


This does not apply to the | 


electric iron program, which has | 


already been approved by WPB 
and which will be effected under 
a forthcoming limitation order. 








Steel Broom Wire May Now Be Ordered 


(Washington Bureau 
of HARDWARE AGE) 


WPB has announced that steel 
wire used in making brooms may 
be ordered under procedures ap- 
plicable to maintenance, repair 
and operating supplies under 
CMP Regulation 5. This means 
that orders for steel wire may be 
placed with the use of the MRO 
symbol. Allotments of controlled 
materials need not be obtained by 
broom manufacturers to place or- 
ders for such wire. 

The MRO procedure may be 
used regardless of whether the 
manufacturer placing an order 
for steel wire normally charges 
it to operating expense in his 
normal accounting procedure. 
This is spelled out in Direction 
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16 to CMP Regulation 5 which 
indicates 
in making brooms may, under 


operating supply. 





REMOVE RESTRICTIONS 
ON PLUMBING TANKS 


Sale of plumbing and heating 


an A-10 or better rating, WPB 
announces. The restrictions of 
order No. L-199 on distribution 
of plumbing and heating tanks 
have been removed to place all 
control over their distribution un- 
der the L-79 order, which was 





revised on January 15. 


that steel wire used | 


tanks to consumers for weplace- | 
ment purposes no longer requires | 


| 


| 


} 


any conditions, be treated as an | 


| 
| 
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LIFE-SAVE CUSHIONS 


Your after-war sporting goods display will 
not be complete without an assortment of 
Ta-Pat-Co Life-Save vests and boat cushions. 
The appeal of safety and comfort they have 
for fishermen, and all who enjoy boating and 
other water sports, makes cushions probably the largest selling item of 
Life-Save equipment. Ta-Pat-Co cushions have a rounded corner specially 
constructed to release pressure at corners and along the edges. This pat- 
ented feature greatly increases buoyancy and adds to their appearance 
and comfort. Because they are filled with kapok, a critical war material, 
Ta-Pat-Co Life-Save cushions cannot be supplied for civilian use again until 
after the war. Then your wholesale sporting goods distributor will have 


them and other Ta-Pat-Co outdoor equipment ready for you. 


\ . TA-PAT-CO STAY-A-FLOAT HAS GONE TO WAR 


housands of unfilled orders for STAY-A-FLOAT were 
on hand when our factories went exclusively on 
war work. When peace-time returns this famous 
patented life-save and swim-vest will again make 
water sports safe for young America. 





TAePAT*CO KAPOK PRODUCTS 
Life Save Vests - Duck Hunters’ Life Save Vests - Stay-a-Float 
Child’s Swimming Belts - Life Save Cushions - Outing Cushions 
Toboggan Cushions - Ring Buoys - Boat Fenders - Camp Cushions 
Camp Mattresses - Parkas - Sleeping Bags - Dog Mats 


THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD % OHIO 


In peace and in war, the leading manufacturer 
of Life-Save Equipment and Sleeping Bags 
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1, UNIT SALES 
IN LACE PAPER 
to 9 TIMES HIGHER 


















Comorrow ’s Opportunity 


WITH 


HANDY PACK DEPARTMENT 


HE Milapaco HANDY PACK, a colorful “bargain 

package of beauty” in famous Milapaco lace paper, has 
been called — and proven — one of the most important 
merchandising ideas in paper. It has everything — high 
value, sure appeal in price and beauty, dramatic eye-stop- 
ping display, self-selling advantages that boost unit sales 
up to 9 times the usual dime-a-package. 


Today the production of Milapaco HANDY PACK is par- 
tially restricted. More will be available later. Remember 
it, and take advantage of its sales-producing power then. 


This colorful display, b 
the center of your 
“Handy Pack Depart- 
ment” consists of packs 
containing 100 each of 
a single design and size 
of Milapaco lace paper 
place mats and large 
doilies, and 150 each 
of the 5”, 6”, and 8” 
round doilies. Priced 
— 25¢ to 89¢ each. 


Buy More War Bonds 

Now ... Plan for a 

Milapaco Handy Pack 
Department Later. 


as 


MILWAUKEE LACE PAPER CO. 


1306 E. MEINECKE AVE. 


Established in 1898 


MMilapaco 


MILWAUKEE 12, WIS. 


LACE PAPERS 
OF CHARACTER 




















Simplified Procedure for Acquiring 
Construction Permits Announced by WPB 


A simplified procedure for ac- 
quiring, after February 15, per- 
mit for agricultural, commercial 
and industrial construction, has 
been announced by WPB, and the 


procedure for obtaining needed 


materials was simplified. No 
existing controls, however, are 
relaxed. 


The new procedure establishes 
a method of assigning a pref- 
erence rating and _ allotment 
symbol F-6 to an approved con- 
struction project. Under the 
change, the symbol and rating 
may be used to purchase con- 
trolled materials and other con- 
struction materials without refer- 
ence to calendar quarters, in any 
amounts required to complete 





the project. 


Heretofore, an applicant not 
only was required to justify the 
need for his project, but had to 
list all materials to complete the 
job. Under the new procedure, 
an applicant will file a revised 
Form 617, and will be required 
to describe the type of construc- 
tion in sufficient detail to indi- 
cate the size and general layout. 

If the application is approved, 
form GA-1456 will be issued to 
him granting (1) authorization 
to begin construction, (2) the 
right to use the allotment symbol 
F-6 and (3) the preference rat- 
ing assigned to purchase con- 
struction materials other than 
controlled materials, and  ap- 
proval equipment necessary to 
complete the project. 








May Produce Scales for Retail Stores 
On Basis of 40% of 1941 Production 


Permission to produce com- | 
mercial scales for use in retail | 
stores at a rate not to exceed 40 | 
per cent of 1941 production has | 
been granted by WPB. Produc- 
tion of these had been previously 
banned. 

By this time, however, the 
country’s reserve stocks of store 
scales — whether cylinder-type, 


fan-type, hanging or even-balance 
scales of all kinds, sizes, and 
models—have been cleaned out, 
and even the supply of second 
hand units has been exhausted. 
Production of commercial 
scales, therefore, will be resumed 
to meet essential needs, by a new 
amendment to Order L-190. 








Change Rules for Filling Distribators’ 
Orders for Wiring Devices, Fuses 


Distributors’ purchase orders | 
for electrical wiring devices and 
electric fuses that bear preference 
ratings assigned on Form WPB.- | 
547 must be filled by manufac- | 
turers after February 12 as | 
though they were rated AA-2X. | 
WPB has directed that such or- | 
ders, regardless of their actual 
ratings, are to be treated in 


manufacturers’ delivery schedules 
as though they had been as- 
signed AA-2X ratings when orig- 
inally placed. They may not, 
however, be scheduled for de- 
livery ahead of other purchase 
orders, rated AA-2X or higher. 
which may have been placed 


before last December 30. 








LIMIT CONDITIONS 
FOR OBTAINING 5-GAL. 
STEEL PAINT PAILS 


WPB has announced that it 
will permit the paint, varnish 
and lacquer industry to procure 
5-gallon steel pails for civilian 
use under certain conditions. Per- 





|mits will be issued only on ap- | 


peals under order L-197. Ma- 
terials for which such requests 
will be considered are dry lead 
oxide, floor wax, floor sealers, 
glazing material or putty, lead 
oxides in paste, rust preventa- 
tives, turpentine, varnish and 
varnish stains, wood preserva- 
tives, oil paints and oil or resin 
emulsions. 
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HITCHe YOUR 


Priorities Reg. No. 3 Change 
Prohibits Blanket MRO for 


* | 

Certain Production Materials | 

(Washington Bureau | operating supplies for use only | 

of Hampware Acs) |in the production for which the 

WPB has issued an amend-| rating was assigned. The amend- 
ment to Direction 5 of Priorities | ment omits the former qualifica- , 

Regulation 3, which makes|tions for use in the production 

changes in phraseology for the} of that product. 
purpose of clarification, and pro-| Acetylene, carbon dioxide, glue, 


hibits the extension of AA-1 and} carbon tetrachloride, hydrogen 
AA-2 blanket maintenance, repair | gas, nitrous oxide, oxygen and 
and operating ratings to secure} trichlorethylene have been re- 
production materials on the list | moved from the list. New items 
attached to the direction. on the list are muriatic acid, 

Direction 5 is broadened by|sulfamic acid, Courmarin, mag- to the com lete 
the amendment. Under the earlier | nesium hydroxide, magnesium 
direction, a person having a pro- | oxide, pine oil, pine tar oil, gum 
duction materials rating could} resin, wood resin, gum turpen- 


a 
employ it to get materials on the| tine and wood turpentine and m 0 t h Pd a * i i n e 
list as maintenance, repair and | yanillan. 


Paper, Paperboard Makers Straight-thinking, fact:facing hardware dealers 


aad aren't wasting a lot of energy worrying about con- 
Reserve Quantities Upped ditions they can’t help. Those who are getting the 


New percentages _of reserves calendar month (in each mill) | yost turnover, the most volume, are giving their 
of production capacity and sup-|time and supplies sufficient to leaet ant ; er ff iss 
plies have been fixed for manu-| produce and deliver within the s = ention to the Isplay 0 ast-moving mer- 
facturers of paper and paper-| month the following percentages | Chandise. Easy-to-get and easy-to-sell Moth-Gas 


board, the War Production Board | of the mill’s finished production: products are needed in every home in America. 
announced today. These restric-| paperboard, 45 per cent; con- 


tions were set by Direction 2}|denser tissue, 100 per cent; Getting shoppers to buy their mothproofing needs 


< 


to General Conservation Order | paper, 20 per cent. in your store is just about the best way to maintain 


M-241. Fhe previous percentages were: | ,, : : oe 
The direction requires that on| For paperboard, 35 per cent; for volume during wartime conditions. Because Moth- 


and after March 1 each manu-| condenser tissue, 100 per cent, Gas offers a complete line of products for every 














facturer shal] reserve in each! and for paper, 15 per cent. moth-repelling and moth-killing purpose, customers 
will buy two, three and even four Moth-Gas items 
eon when they see them on display. 
Allot 25 Per Cent More Civilian | ins . 3 


Carbon Steel in Second Quarter sina 


The War Production Board | increase in steel allocations does | 
has alletted 155,000 tons of car-| not mean expansion in_ the 
bon steel, a 25 per cent increase, variety of civilian products, but 
for civilian use in the second | is intended rather to permit in- 
quarter of 1944. creased production next quarter, 

Officials of the WPB Require- | on items: whose manufacture was | 
ments Committee say that this! authorized this quarter. 


Moth-Gas Vaporizer & Re- 
fill to hang in the closet. 


Moth-Gas Hail for every 


storage need. 


Moth-Gas Liquid Frost. A 
spray for clothing, furs, rugs, 
furniture, etc. 


Moth-Gas Clothes Savers. 
Handy rings to hang in stor- 
age bags. 





| 
| 






Charcoal Briquets Released for 
Heating Perishable Goods Tracks |: : 


Chas Schaefer & Son, Inc., 304) ists’ trucks transporting perish- 
Meserole St., Brooklyn, N. Y., has | able flowers and for trucks trans- | 
announced that the War Produc- | Porting perishable foods, plants, | 5 


: etc. The company is eastern 
tion Board has released Ford distributor for Ford charcoal 


Charcoal Briquets for use as fuel | priquets, a product of the Ford 
in portable heaters used on flor-| Motor Co. 


Moth-Gas Insect Spray. 


Vermin and insect destroyer. 


Moth-Gas Garment Bags. 
Moth Proof. Dust Proof. 


| 


Write today for the 1944 Moth-Gas Catalogue con- 
NO NEW MODEL GAS __ {ones available for some time. taining complete price list and description of line. 
STOVES, SAYS WPB | The advisability of permitting | 


oy the resumption of production of 
WPB warns that the simplified | standard model gas ranges has the LEWY CHEMICAL com an 
models of gas cooking stoves now | been under consideration but no | 


on the market wili be the only | favorable action has been taken. | 707-709 BROADWAY, NEW YORK 3, N.Y. 
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ALLYN R. HECK 


Allyn R. Heck, whose ap- 
pointment as regional coordi- 
nator of the Electric Appliance 
Division of Westinghouse Elec- 
tric & Mfg. Co., Mansfield, 
Ohio, was announced in the 
February 17 issue of HARD- 
WARE AGE. In error Fred J. 
Squires’ photograph was pub- 
lished with the item. Mr. 
Squires was appointed trea- 
surer of the Acme White Lead 
& Color Works, Detroit, Mich., 
which was announced in the 
February 3, 1944, issue of 
HARDWARE AGE. 





FRED J. SQUIRES 








BREDAHL TECHNICAL 
DIR., BETTER HOMES 
DEPT., WESTINGHOUSE 


A. Carl Bredahl, who has been 
chief of the mechanical-electrival- 
utilities division of the Federal 
Public Housing Authority since 
1934, has been recently appointed 
technical director of the West- 
inghouse Better Homes Depart- 
ment. He will be responsible for 
the development ‘of all technical 
phases of the department in such 
‘services as kitchen and laundry 
planning, wiring layouts and 
lighting suggestions. While with 
the FHA, he was responsible for 


100 


establishing the design standards 
of mechanical and electrical in- 
| stallations for the pre-war low- 
| rent housing projects and later 
| war houging projects. 





NEWSPAPER HONORS 
SACKHEIM IN 
CITIZEN LIST 


B. J. Sackheim, president 
Manufacturers Screw Products 
| Co., Chicago, Ill., was recently 
named in The Chicago Sun 
Honor Roll, in the column in 
which the newspaper pays hom- 
age to outstanding citizens of the 
city. Mr. Sackheim won recog- 
nition because he effected a 22 
per cent increase in vital war 
production at his plant by a 
concerted campaign against ab- 
senteeism among workers. He 
accomplished this by holding 
mock trials of absentees, spon- 
soring attendance awards and 
through luncheons and other pro- 
motional methods. Mr. Sackhéim 
gives full credit to the workers 
in his plant who cooperated so 
fully with him in achieving the 
production increase. 


| 
| 
i 
| 


ALTER CO. OPERATES 
CROSLEY CHICAGO 
FACTORY BRANCH 


The Crosley Corp., Cincinnati, 
'Qhio, has recently announced 
that the Chicago branch factory 
'of the company has been pur- 
chased by the Harry Alter Co., 
Chicago, Ill. The Harry Alter 
| Co., will operate the branch as 
a part of its extensive merchan- 
| dising and distributing business 
in the middle west, and will 
supply Crosley dealers in north- 
eastern Illinois, part of Indiana, 
Chicago, and the surrounding 
territory. This company is headed 








by Harry Alter, who has been | 


merchandising electrical and 
radio appliances since 1920. Leo 
Alter is vice president of the 
company, Major Arthur Alter, 
sales manager, is now in the 
U. S. service, and Irving Alter 
is secretary. 

LT. ORMSBEE AWARDED 

DIST. FLYING CROSS 


Le. 


formerly sales representative of 


the A. C. Gilbert Co., New York | 
City, has recently been awarded | 
the Distinguished Flying Cross | 


at a U. S. Army Eighth Air Force 
Liberator Station in England. 
He was cited for “distinguished 
and meritorious performance of 
duty while participating in aerial 
fight against the enemy.” His 
father, Albert G. Ormsbee, Sr., 
is the well-known sales executive 
of Winchester Repeating Arms 
Co., a division of Western Cart- 
ridge Co., East Alton, Ohio. 
Prior to this award, Lt. Ormsbee 
had been honored with the Air 
Medal with clusters, and his air 
missions have carried him over 


25,000 miles. 





LT. ALBERT G. ORMSBEE, JR. 








Post-war plans announced for 
Burr Department Stores, affiliate 
of the Scott-Burr Stores Corp., 
Chicago, IIl., include the installa- 
tion of complete, standard brand 
lines of hardware, tools, paint, 
electrical and plumbing supplies. 
The selection of suitable lines 
will be made before hostilities 
cease, to be installed at a later 
date in all present operating 
units and additional units to be 
opened throughout the country, 
says a current report from A. 
Hubinger of this organization 
which further states: 

“The management is aware 
that present war conditions have 
curtailed the market considerably 
on these lines. However, in order 








Hard Lines to Be Added 
By Burr Department Stores 


to forestall any delay after the 
peace bell rings, preliminary ar- 
rangements are progressing rapid- 
ly to assure immediate post-war 
action. 

“Hard lines will be an innova- 
tion to Burr Department Stores, 
who will feature standard brand 
lines exclusively to retail at reg- 
ular prices. The department will 
be complete in every respect, in- 
cluding seasonable items in addi- 
tion to toys, sporting goods, 
houseware, woodworking machin- 
ery, cutlery, bicycles, builders 
hardware, general hardware and 
allied lines, paints, brushes, wall- 
paper, electrical and plumbing 
accessory lines.” 





JONES SEC.-TREASURER 
KY. HDWE. IMPLEMENT 
DEALERS’ ASSOCIATION 
Morris Jones, Nashville, Tenn., 
has recently become full time 
paid secretary-treasurer of the 





Albert G. Ormsbee, Jr., | 





MORRIS JONES 


Kentucky Hardware & Implement 
Dealers Association, after having 
been acting field secretary for the 
organization, and doing consid- 
erable traveling for it over the 
past three years. 

Mr. Jones succeeds J. M. Stone, 
executive secretary-treasurer, and 
formerly dealer of Sturgis, Ky., 
who has been secretary of the 
organization for more than 30 
years, and who has been pen- 
sioned by the association. 

Mr. Jones is also secretary of 
the Tennessee Hardware & Im- 
plement Dealers Association, and 
will conduct operations of both 
organizations from offices in the 
Kentucky Hotel, Louisville. 

Mr. Jones has a background of 
both retail and wholesale market- 
ing of hardware in Iowa, Ten- 
nessee and Kentucky, and for 
some years operated a store of 
his own at Sioux City, Iowa. 





COOKE AGAIN PRES. 
WOOD TURNERS ASS’N 


At the annual Wood Turning 
Association meeting held in 
Boston, recently, the following 
officers were elected for the en- 
suing year: Roy F. Cooke, F. 
R. Cooke Mfg. Co., re-elected 
president for the fifth year; D. 
H. Swanson, executive secretary ; 
executive committee: H. Abra- 
hamson, Robinson Wood Turn- 
ing Co.; R. D. Collett, Brewer 
Mfg. Co.; C. F. Cummings, C. 
R. Cummings & Sons Co.; W. 
H. Durant, J. H. Wilson Mfg. 
Co.; James E. Henretta, Jr., Hol 
gate Bros.; R. W. Pratt, Atwood- 
Crawford Co.; A. N. Stowell, 
Stowell-MacGregor Corp., and D. 
H. Tebbets, E. L. Tebbets Spool 
Co. 





HARDWARE AGE 

















URER 
MENT 
TION 


, Tenn., 
ll time 
of the 


ylement 
having 
for the 
consid- 
er the 


, Stone, 
er, and 
s, Ky., 
of the 
ian 30 
n pen- 


tary of 
& Im- 
n, and 
f both 


in the 


und of 
narket- 
, Ten- 
id for 
ore of 
wa. 


S. 

S’N 

urning 
id in 
lowing 
he en- 
ke, F. 
lected 
ir; D. 
etary ; 
Abra- 
Turn- 
brewer 
gs, C. 
so. 
Mfg. 
, Hol 
wood 
owell, 
nd D. 
Spool 


AGE 





Washington News Reel 


(Continued from page 74) 


ACCORDING TO WPB_ RE- 
PORTS the output of the carpet 
sweeper industry in 1944 should be 
greater than that of the past year. A 
decrease in military demands will make 
more sweepers available for essential 
civilian use. 

The industry has sufficient produc- 
tion facilities to meet the demand, and 
the supply of controlled materials is 
adequate. However, some difficulty is 
encountered in obtaining component 


parts. 
& & ® 


REPORTS TO WPB from the 
Poultry and Barn and Barnyard Equip- 
ment Industry Advisory Committee in- 
dicate that production of these farm 
items is being maintained at the sched- 
uled rate. 

This equipment includes incubators, 
brooders, feeders, poultry waterers and 
stock tanks, stanchions, stalls and a 
variety of other poultry and stock farm 
equipment. 

xk * 


WPB HAS TOLD MEMBERS of 
the Porcelain Enameled Utensil Indus- 
try Advisory Committee and of the Gal- 
vanized Ware Manufacturers Industry 
Advisory Committee that no large-scale 
relaxation of the controls over produc- 
tion of civilian goods in general can be 
considered until the impending military 
operations are known. A major factor 
in connection with galvanized ware 
production is the short supply of galva- 
nized sheets. 

IAC members suggested that, if some 
types of enameled ware could be made 
in smaller sizes than those now per- 
mitted, raw material could be saved. 
Also, the industry’s smaller presses, 
which are not being used to capacity at 
present, could be brought into produc- 
tion. Furthermore, greater production 
of smaller items would enable manufac- 
turers to save fuel by keeping their fur- 
naces loaded to capacity, since the 
smaller items could be hung on racks 
to fill the gaps that are usually left 
around the larger items. 

Production of enameled ware in the 
Appalachian area, it was brought out in 
the meeting, is expected to decrease in 
the first quarter of this year because of 
the serious shortage of natural gas. 
Another major problem confronting the 
industry is the shortage of shipping 
containers. 


x* * 


THE ELECTRIC FENCE Con- 
troller Industry Advisory Committee 
has reported to WPB that manufacture 
of electric fence controller products is 
proceeding according to _ schedule. 
These devices, which permit slight 
electric impulses to be _ transmitted 
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through fence wire at determined inter- 
vals, aid stockmen to confine cattle to 
enclosed areas. 

The use of single-strand, electrified 
fence wire, instead of the traditional 
woven wire fencing or multiple strands 
of barbed wire, enables cattlemen to 
conserve considerable quantities of ma- 
terial and labor required for fence 
building. As a result of increased de- 
mand for electric fence controllers, the 
industry will have in the 12 months 
ending June 30. produced a substan- 
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different localities in 32 states! They came from towns all 
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tially greater quantity of these devices 
than in any previous year. 
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ANNOUNCED on Feb. 18 by WPB 
Interpretation 1 to Order P-19-h, points 
out that authorizations on CMPL-224 or 
GA-1456, the form of present use, is 
the equivalent of a P-19-h authorization 
as far as the delivery of restricted items 
for construction is concerned. 

P-19-h was the form of order issued 
to applicants to authorize construction 
and assign ratings on materials required 
for essential projects. With the intro- 
duction of the CMP P-19 authorizations 
were superseded by CMPL-224, which 
in turn was superseded by form GA- 
1456 on Feb. 15. 
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GOVERNMENT WAR-TIME RESTRICTIONS 
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Farm machinery plans—The 
War Production Board has earmarked 
some 1,200,000 tons of carbon steel for 
the production of farm machinery in 
the year beginning July 1, issuing new 
schedules which authorize approxi- 
mately the same volume of output as 
for the current year. These schedules 
may be altered between now and July, 
should circumstances warrant. The 
schedules are published now to permit 
manufacturers to plan their production 
and to order materials. As in basic 
order No. L-357, quotas are arrived at 
by taking a percentage of the net ship- 
ping weight of the machinery in any 
given category produced in the years 
1940 or 1941. Quota percentages for 
400 kinds and types uf machines are set 
forth. The tentative breakdown of the 
newly allocated steel tonnage gives 
approximately 88 per cent to the do- 
mestic farmer, 5 per cent to military 
and industrial needs and 7 per cent to 
export, not including United Nations 
relief. 
* * + 
Essential paints—To help 
alleviate the tight supply of essential 
paints, varnishes and lacquers, WFA 
has granted an increase in the quota 
of fats and oils to manufacturers of 
these products for use in the current 
calendar quarter. The increase, to 70 
per cent (formerly 60 per cent) of the 
average used in the corresponding 
calendar quarter of 1940 and 1941, also 
applies to other protective coatings, 
linoleum, oilcloth, felt base floor cover- 
ings and coated fabrics. Although the 
increase is granted only for the period 
ending March 31, portions unused on 
that date may be carried over into the 
second calendar quarter. 
* a ae 
Galvanized ware outlook — 
WPB reports that members of the 
galvanized ware manufacturers advisory 
committee have been told that, while 
galvanized ware requirements for the 
second quarter of 1944 are being given 
serious consideration, no large-scale re- 
laxation of the controls over production 
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of civilian goods in general can be con- 
sidered until the outcome of impending 
military operations is known. A similar 
conservative announcement has _ been 
made concerning porcelain enameled 
ware. 

+ +. * 

Work glove pricing — Staple 
work glove manufacturers may make 
deliveries of certain work gloves to 
war plants at tentative prices, subject 
to adjustment after delivery, if specifi- 
cally authorized by OPA, as provided 
by Amendment to price regulation 506. 
effective February 2. Authorization to 
deliver these gloves at adjustable prices 
will be given only when a request for 
the fixing or changing of a ceiling price 
has been filed with OPA. Such au- 
thorization, to promote distribution or 
production, must not interfere with the 
purposes of the original emergency 
price control act. 

* * * 

Other boilers regulated—Re- 
strictions on production of boilers for 
stock now have been applied to the 
types under jurisdiction of the WPB 
Piumbing and Heating Division, namely, 
those generally used in domestic 
plumbing and heating installations. A 
similar direction was previously issued 
covering other boilers under jurisdic- 
tion of the Power Division. The new 
direction, under order M-293, prohibits 
the manufacture for stock of any high 
and low pressure steel boilers of the 
types listed in Table 14 of that order, 
without the specific authorization of 
WPB. 

> . * 

Mercury released—WPB has 
announced the removal of all restric- 
tions on mercury imposed by Conserva- 
tion Order M-78, revoking that order 
because of the improved supply-demand 
position on mercury. It is estimated 
that 1944 supplies will be ample to 
meet requirements, which are estimated 
at between 45,000 and 50,000 flasks. 
Actually, at present rates of consump- 
tion there is a two-year government 
stockpile on hand. The new release 


will permit the use of mercury in place 
of inferior substitutes, and will cause 
no additional drain on manpower. 

* * * 

Radio tube ceilings—A_ pro- 
posed dollars-and-cents maximum price 
regulation on wholesale and retail sales 
of radio receiving tubes has been re- 
cently discussed by members of the 
industry advisory committee, represent- 
ing radio tube distributors and jobbers, 
in a meeting with Office of Price Ad- 
ministration officials in Washington. 
No order has as yet been issued. 


« * a 


Stores sales—Department store 
sales in the United States for the week 
ended January 29 increased 8 per cent 
over the same 1943 week, and for the 
four weeks ended that date were 6 per 
cent ahead of a year ago, the Federal 
Reserve board reports. 


* * * 


Freight loadings — Railroads 
loaded 811,062 cars of revenue freight 
in the week ended January 29, an in- 
crease of 76,392 cars, or 10.4 per cent, 
from the corresponding week last year. 
The most substantial gains were shown 
in miscellaneous freight loadings, less- 
than-carload merchandise and coal. 

* a * 

Wrapping paper and bags— 
War shortage of wood pulp for paper 
making will not permit a normal sup- 
ply of wrapping paper and bags this 
year, Arthur D. Whiteside, WPB vice 
chairman for civilian requirements, has 
stated. However, it is probable that 
civilian supply will include adequate 
quantities of absorbent wrapping paper 
used by butchers, a moderate supply of 
paper and variety bags for general 
wrapping purposes, and enough large 
bags for assorted groceries. The wood 
pulp supply will be stretched fully, to 
make the maximum wrapping yardage, 
and the weights of papers and _ box- 
board will be reduced as far as reason- 
able serviceability permits. 

* * * 

Paper towel pricing — Five 
changes in the price regulation (No. 
266), governing paper towels and toilet 
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tissue were announced by OPA. None 
of these changes will result in increased 
prices at the retail level. The amend- 
ment is effective February 14. 

+ ce * 

As to Cellophane uses—-WPB 
has revised its Cellophane limitation 
order, to tighten it in some respects, 
but to provide relief in other cases. 
where substitutes have been tried with 
unsatisfactory results. Small dairies 
will benefit by this recent amendment 
to Order L-20, which permits the use 
of Cellophane for milk bottle hoods by 
dairies bottling 84,000 or less bottles a 
month. Such small dairies had found 
themselves unable to purchase parch- 
ment hoods from manufacturers in 
reasonably small amounts. Other 
modifications in permitted uses allow 
employment of Cellophane in the manu- 
facture of additional rubber products, 
in the wrapping of unexposed com- 
mercial film, and in the packaging of 
easily evaporatable chemicals. A tight- 
ening up of the regulation against use 
of Cellophane for “retail decorative 
point of sale” packing or wrapping is 
included in the amendment. Delivery 
controls now include idle or excess 
stock, and off-grade material is placed 
under the same restrictions as first 
grade stock. 

. * * + 

No innerspring mattresses 
WPB has made a very emphatic state- 
ment—that production of innerspring 
mattresses is not expected to be re- 
sumed, and no proposal to make inner- 
spring mattresses available in the near 
future is being considered. This state- 
ment is intended to “scotch” the many 
erroneous rumors concerning possible 
WPB easing, with regard to innerspring 
mattresses, 

* * « 

Electric fence controllers — 
The electric fence controller industry 
advisory committee has reported to 
WPB that manufacture of these con- 
trollers is “proceeding according to 
schedule.” As a result of increased 
demand for electric fence controllers, 
the industry in the twelve months end- 
ing June 30, 1944, expects to produce a 
substantially greater quantity than in 
any preceding year. 

* * * 

Unchanged flag quotas 
WPB has no plans under consideration 
for increased production of flags for 
civilian use, the Board has told the 
Flag Manufacturers’ Industry Advisory 
Committee. Because of material short- 
ages, the manufacture of flags, pennants 
and bunting is restricted to official, 
religious, signal and service flags. 

+ a * 

Tight lumber situation 

WPB makes clear that the tightness of 
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the lumber situation precludes any 
possibility of relaxing present L-41 re- 
strictions on construction for civilian 
purposes. It says that military require- 
ments for 1944 (70 per cent of the 
nation’s total output) are so great that 
any general expansion of civilian con- 
struction is unlikely this year. In fact 
the more successful we are on the fight- 
ing fronts, the greater will be the de- 
mand for lumber. As more men go 
overseas and operations expand, both 
military and rehabilitation in occupied 
areas, more lumber will be needed. 
Boxing, crating and dunnage call for 
about one-half of all the lumber that 





can be expected to be produced this 
year. It also is needed to rebuild ports, 
to expand and restore captured air 
fields and build new ones, to construct 
landing craft and hundreds of other 
military necessities. Estimated produc- 
tion of lumber for 1944 is substantially 
below the anticipated requirements, and 


stockpiles are dangerously low. 
oe ’” * 


Large zine stocks—Stocks of 
slab zinc in the United States increased 
20,645 tons during January to a new 


record supply of 194,311 tons, 
American Zinc Institute reports. 


total does not include foreign slab zinc 
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owned by the Metals Reserve Company, 
or substantial supplies of government 
owned zinc concentrates. Very prob- 
ably, therefore, the overall stock-pile is 
well above 200,000 tons. During Jan- 
uary United States zinc smelter output 
established a new high production 
record of 84,066 tons. 
* > * 

CMP a success — Industry in 
the United States today is producing 
more finished products for war and es- 
sential civilian purposes, in proportion 
to available raw materials, than it was 
prior to the announcement of the Con- 
trolled Materials Plan in November, 
1942, the CMP Division of the War 
Production Board announced recently. 
CMP actually went into operation 
April 1, 1943, and is now an acknowl- 
edged success after less than one year’s 
operation. Under its procedures, ma- 
terials are being distributed to industry 
in an orderly manner, permitting high 
efficiency in the use of available re- 
sources. Thereby, production of finished 
products has shown _ substantially 
greater percentage increases than any 
gains in the supplies of the raw ma- 
terials themselves. 

* . € 

Rising farm income—Income 
from all farm marketings in December 
totaled about $1,700,000,000, with 
slightly higher prices for most crops. 
For the first 11 months of 1943, total 
farm income was $17,319,000,000, or 25 
per cent greater than in the same 
period of 1942. Income from crops 
was 23 per cent above 1942 while re- 
ceipts from livestock and _ livestock 
products were 26 per cent greater. 
Large gains were made also in vege- 
tables, oil-bearing crops, meat animals, 
and poultry and eggs. The index of 
prices received by farmers in January 
may be somewhat higher than in De- 
cember. The volume of marketings 
may show some decrease, but total in- 
come may well be maintained by the 
favorable current demand and price 
situation. 

* . . 

Heavy building awards 
Engineering construction awards in 
the continental United States for the 
January 29 week increased 7 per cent 
from the preceding week, but ran 57 
per cent below the corresponding 1943 
period. Awards for 1944 to date fell 
off 30 per cent from the year-ago period. 
Private construction was up 69 per 
cent from a year earlier, but public 
building was off 40 per cent. 

. * . 

Ceiling price relief—OPA has 
issued, effective at once, a ruling to 
aid manufacturers of a certain group of 
goods, under Price Regulation 188. 
The list of articles covered (which 
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OPA says may be extended), includes 
clay silo staves, household furniture, 
dental and optical supplies, freehand 
blown glassware, insecticide dusters 
and sprayers, combs, embossed wood 
top cork closures, gas rings, and 
scientific glass apparatus. Conditions 
under which these manufacturers may 
apply for increases in present ceiling 
prices, and the amount of increase 
which may be granted, are set forth, 
but are limited to cases where produc- 
tion is now hampered, and where no 
threat to established ceiling prices at 
retail will result. Buyers of the prod- 
ucts involved must agree to absorb any 
increase in price resulting to them, 
and cannot pass it on in resales of the 
goods, or in increased charges for ser- 
vices in which the goods are ultimately 
used. 
. . * 

Fewer civilian tires—Civilians 
will get only 18,000,000 to 24,000,000 
new passenger car tires this year 
despite previous estimates that 30,000,- 
000 constituted the essential minimum, 
Rubber Director Dewey has said. 
The low point of rationing has been 
reached and will continue for the next 


six months, after which interval, pres- 
sure should ease. Civilian production 
is being held to about 1,000,000 tires a 
month, but only 750,000 are being ra- 
tioned out, the director states. The 
remaining 250,000 tires are being held 
by the government against a possible 
emergency. Synthetic rubber output 
now is said to be caught up with its 
intended schedule, and will materially 
exceed estimates for the second half of 
1944. However, military demands are 
not now being met and will not be met 
“for some time” in heavy duty tires. 
The shortage in the case of truck and 
bus tires is even more severe. Says 
Mr. Dewey: “Great efforts are being 
made to close these gaps to a point 
where only a minimum of essential 
transport might have to be curtailed 
because of the shortage of tires. It is 
in this field that we face our great 
problems.” 
od ” * 

The materials outlook — Suf- 
ficient steel, aluminum and copper, but 
serious shortages of lumber, leather 
and textiles have been forecast by WPB 
spokesmen for 1944. Despite vigorous 
efforts to step up lumber production, 





Promotional Kit Offered to Further 
Universal's “U” Plan for “V” Day 





A ten-piece promotional kit designed to retain the attention of the consumer 
and make post-war selling more than wishful thinking. A main feature of 
the promotional package is the 40 by 28 in. blow-up of the colorful adver- 
tisement, “Make It More Than Wishful Thinking.” which should stimulate 
interest in the Universal plan. Also important is the tri-colored banner 14 
by 48 in., “Plan Now for the Things You'll Need After Victory,” which can 
be used as either a store or window banner. Other display material in- 
cluded in the kit is a counter card in color illustration, “When I Set My 
Pilot's Courses.” a patriotically starred and striped window card, 7 by 11 
in., to be used in a window or counter display. and a two-colored shield. 
“Headquarters for ‘U’ Plan for ‘V’ Day.” 
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and push the scrap paper drive, the 
shortage of materials to make paper 
products is increasing at an “alarming 
rate” even including a_ threatened 
shortage of munitions containers. 
Leather supplies are getting tighter 
daily, and it might even be necessary 
to cut down the present yearly shoe 
ration quota. The shortage in textiles 
and lumber arises chiefly from the man- 
power shortage in those industries, and 
could be ended “overnight” if enough 
workers could be found, WPB officials 


say. 
* * * 


Record steel output—In the 
mid-February week, U. S. steel mills 
were scheduled to produce 1,750,000 
tons of ingots, the greatest output on 
a tonnage basis for any week since 
last October, the American Iron and 
Steel Institute stated. However, since 
the institute has revised its capacity 
figure for the industry as of January 1, 
1944, to 1,791,287 tons weekly, oper- 
ations this week will be at 97.7 per 
cent of full capacity. On the prior 
basis of tonnage computation, this 
latest production would be at a rate of 
100.4 per cent of capacity. 


* * * 


Motorcycle civilian quota— 
The nation’s two motorcycle manufac- 
turers (Indian, and Harley-Davidson) 
have been authorized to produce 2,130 
vehicles for essential civilian and ex- 
port purposes in 1944, in addition to 
50,000 for the armed forces, WPB has 
announced. The civilian quota—a very 
tiny allotment—includes 1,400 motor- 
cycles for domestic use, 80 for Canada 
and 650 for export, all to be distrib- 
uted to public and private protection 
or police agencies and for other essen- 
tial civilian use. Normal peacetime pro- 
duction was 15,000 vehicles. - 


* * * 


Farm earnings in 1943—The 
U. S. Agriculture Department has esti- 
mated cash income from farm market- 
ings for 1943 at $19,009,000,000, com- 
pared with $15,336,000,000 the preced- 
ing year. Livestock and livestock prod- 
ucts contributed chiefly to this very 
sharp rise. 

* - - 

1943 retailing at peak—Sales 
in retail stores in 1943, aided by un- 
precedented Christmas buying, totaled 
$63,269,000,000 to set a new yearly 
“dollar” record, the Department of 
Commerce reports. December sales, 
$6,716,000,000 set an all-time monthly 
“dollar” record. 1943 sales were valued 
at 10 per cent above 1942, most of the 
gain being due to price increases, and 
were 64 per cent above the 1933-39 base 
period. The physical volume of last 
year’s retail ‘trade, after adjustment for 
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price changes, was only slightly above 
1942 and 7 per cent below 1941. 
om * . 

Electricity output record — 
Electric energy produced in the United 
States in 1943 reached a new high 
record of  220,776,000,000  kilowatt- 
hours, an increase of 16.7 per cent from 
1942, the Federal Power Commission 
reported recently. This total included 
all energy for public use, in addition 
to that produced by railroads, and 
publicly owned non-central stations. 
About one-third of the total output was 
from water-power. To point the need 


for vigilant fuel conservation, the Com- 
mission emphasized that coal stocks as 
of January 1 were 23.2 per cent less 
than stocks on hand a year ago. Con- 
sumption of oil increased 18.3 per cent 
over 1942, while consumption of gas 
was about 26.1 per cent above 1942. 
* * ~ 

Manufacturing employment 
down—The Secretary of Labor re- 
ports a decline of nearly 280,000 per- 
sons in manufacturing employment from 
December to January, about three and 
one-half times greater than the average 
drop between those months. This was 
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the second consecutive monthly de- 
cline, reducing the total of persons em- 
ployed in manufacturing to near the 


level of a year ago. 


> * > 
January chain sales — For 
January, Sears Roebuck reported a 


sales gain of 5.4 per cent over the 1943 


month, while the company’s 12 months’ 
total was off 3.2 per cent. Ward’s 
January sales were off 10.4 per cent, 
and their year was down 5.9 per cent 
from the year previous. Among the 
chains, Woolworth’s January sales were 
off a shade (.8 per cent) and Kresge’s 
were a shade (.6 per cent) greater, 
than in January, 1943. 


Clarifies Meaning of Section 1 
Of New WPB-547 Form 


(Washington Bureau 
of HARDWARE AGE) 
ANY hardware men who have 
been filing the new WPB-547 
forms have been puzzled as to exact 
meaning of Section I of the form 
which reads as follows: “Have you 
filed WPB-547 (PD-1X)_ applica- 
tion(s) within last 90 days that in- 
cluded any sizes and classes of items 
covered by this application on which 
you have not received delivery?” If 
the answer is “yes,” then dates and 
case numbers for such applications 
are required. 


The Procedure 


To clear up this misunderstand- 
ing Howard E. Emmons, new chief 
of the Hardware Supplies Branch. 
Wholesale and Ketail Trade Divi- 
sion, told Harpware AGE that it is 
not necessary when filing Priorities 
Application Form WPB-547 to give 
the case number in Section I unless 
the item or items applied for are 
identical in every respect to those 
applied for within the last 90 days. 

For example, an application for 
machine bolts was submitted with 
the following figures: Column C, 
$20,000; Column D, $2000; Column 
E, $250. The present application is 
for machine bolts, but for a group 
of different sizes, including some 
sizes previously applied for. This 
fact changes the figures to read: 
Column C, $35,000; Column D, $5.- 
500; and Column E, $1,000. These 
applications would not be identical 
in every respect and therefore, the 
case number should not be shown in 
Section I. 

Cases numbers and dates of ap- 
plications which are older than 90 
days are not wanted, nor are they 
wanted where the history of past 
operations on the items has changed. 
This information is only wanted 
when the applicant is making an- 
other application for the same item 
as he has already been given assis- 
tance within the past 90 days and 
has not yet received the goods. Or. 
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in other words, the information is 
only wanted when applicants are 
doubling up on the same item with- 
in a 90-day period. 

This provision was designed pri- 
marily to prevent the application for 
rating on identical items at frequent 
intervals and thereby piling up ex- 
cessive stocks of certain items. It 
also gives WPB an opportunity to 
check on any oversize inventories 
that may be gathered in this way. 

Mr. Emmons also said some appli- 
cations for rating on the new form 
are being returned because of other 
incorrect information and that the 
most common error that has been 
observed so far is that the applicants 
do not read and follow the column 
headings in Space No. III of the 
form. Some omit the date in the 
heading of column (c). Some show 


receipts in column (d), or receipts 
into stock so far during the present 
year, which exceeded the figures in 
column (c); this hard to believe 
in WPB, unless the applicants are 
anticipating receipts of orders 
placed, or unless they are , amply 
following the formula of columns 
(c), (d) and (e) of the old form 
without paying any attention to the 
new column headings. 


Overall Figures 


Applications are also being re- 
ceived with the wrong figure shown 
in Space No. 11. Some applicants 
are still giving their sales and in- 
ventory figures by departments or 
even by the lines covered by the ap- 
plication. What is wanted is overall 
inventory and sales figures. 

Mr. Emmons said applicants 
could probably understand better if 
they knew the purpose of these fig- 
ures. They are simply to indicate 
to the analyst the size of the appli- 
cant’s operations, in relation to the 
amounts for which he is applying 
for assistance and ‘also the appli- 
cant’s ratio of inventory to sales. 
The larger the figures, therefore, the 
better the applicant’s justification in 
applying for larger amounts. For 
example, 10 carloads of an item is 
not unreasonable for a large opera- 
tion but it would certainly be out of 
line for one too small. 





Winchester's 





“Gripe Box” 





The Win- 
chester Arms 
Co.., New 
Haven, Conn., 
has recently 
introduced the 
“Gripe Box,” 
which is used 
to iron out 
petty griev- 
ances and 
boost the war 
plant workers’ 
morale. These 
boxes were 
thought of by 
the Labor- 
Management 
Committee of 
the gun and 
ammunition 
plant, and the 
basic idea is 
encourage em- 
ployees to sub- 
mit complaints 
rather than 
brood over 
them. 
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How to Hold Old Friends 


And Guard Sales ... Beyond Tomorrow 


@ These days we read and hear much of 
the post-war plans of Industry—new 
products already on the design boards 
—streamlining old products—all to 
catch the eye of the consumer when 
civilian buying resumes. Nothing is 
more vital for hastening post-war sales 
than good-will, soundly built, and ex- 
panded today—to guard new business 
beyond tomorrow. 

Hardware retailers and wholesalers 
can do even more than they are doing 
to hold old friends, by nurturing that 
priceless good-will, so much a founda- 
tion stone to post-war buying. During 
these trying times of substituting, back- 
ordering, and various complications 


breeding irritation, it behooves every 
one of us to go out of his way to hold 
consumer good-will. Often a frank ex- 
planation of the problems we face will 
be received with an understanding 
accord and will provide our customers 
with facts to use in explaining un- 
avoidable delays and disappointments 
to his buying public. 

Thus all concerned are on a common 
ground of understanding—-proof again 
that sincere and fair explanations of the 
problems that must be met, and our 
efforts to overcome them, aid in hold- 
ing old friends, and serve well toward 
building strong foundation for sales be- 
yond tomorrow. 


WICKWIRE BROTHERS, INC - CORTLAND, N. Y. 


MARCH 2, 1944 


WICKWIRE IS WARWIRE— We realize, only too 
well, the burdens being imposed on the hardware 
trade because of dwindling stocks of merchandise. 
Priorities and government requirements have taken 
most of our heavily-increased production but, as 
always, we shall continue to ship to the trade every 
pound of Cortland wire products that we are per- 
mitted to ship. 


While travel restrictions prevent the frequent per- 
sonal sales contacts of pre-war days, we too have a 
weather eye open to our good trade relations. 
We too are making every effort to keep our 
business fences in a state of good repair for the day 
when sales will not be governed by priorities or 
directives—but by the quality of our product and 
on the strength of our performance. 























































































Get SOILAX from your jobber. 
Retail Price: 25¢ for 1% lb. Box 
Economics Laboratory, St. Paul, Minn. 
| sername aac a 
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New York Convention 


NEW YORK OFFICERS—Left to right, front row: N. H. Kiley, Syracuse, sec- 
retary; John E. Peck, Canandaigua, first vice-president; Franklin I. Greene, 
Syracuse, retiring president; Frank G. Howard, Binghamton, president: 
Anthony Herrmann, Glendale, second vice-president: Frank E. Pelton, 
Herkimer, treasurer. Rear row: Leo Montena, Rome: J. R. Westerman, Walden: 
G. C. Costello, Burhans & Black, Inc., president, Associates: S. H. Atkinson, 
Brooklyn, advisory board; C. R. Selkirk, Cobleskill; H. P. Hoblin, Bronxville; 
H. L. Canfield, Leroy, advisory board; George Waterhouse, Pittsford: H. S. 
Carleton, Troy: W. P. Bushnell, Carthage; A. J. Audet. Hardware Mutual Co. 
of Minnesota, vice-president, Associates Organization, and F. J. Smith, 
Hamburg. 


NAME & PLACE — New York ADDRESSES —F ranklinI.Greene, 











State Retail Hardware Association, 
42nd annual convention, Feb. 8-9, 
1944, at the Hotel Syracuse, Syra- 


cuse, N, Y. 


NEW OFFICERS — President, 


Frank G. Howard, Binghamton, suc- 


ceeding Franklin I. Greene, Syra- 


cuse; vice-presidents, John E. Peck. 
Canandaigua, and Anthony Herr- 


mann, Glendale; treasurer, Frank FE. 
Pelton. Herkimer; secretary, N. H. 
Kiley, Syracuse. Directors: E. A. 
Geist, Buffalo (armed forces); M. 
W. Howe, Canton; C. R. Stewart, 
Fort Plain; L. J. Walter, Remsen, 
T. W. Leavenworth, Amsterdam; 
J. R. Westerman, Walden; F. J. 
Smith, Hamburg; H. P. Hoblin, 
Bronxville; W. F. Bender, Buffalo; 
C. R. Selkirk, Cobleskill; George 
Waterhouse, Pittsford (reelected) ; 
H. S. Carleton, Troy (reelected) ; 
J. R. Ewing, Olean (reelected) ; 
W. P. Bushnell, Carthage (new) ; 
Leo Montena, Rome (new). Advisory 
committee: S. H. Atkinson, Brook- 
lyn; H. S. Close, Middletown, and 
Franklin I. Greene, Syracuse. 


RESOLUTIONS — Favored ex- 
perience rating for N. Y. State Un- 
employment Insurance Taxes and 
plan of Central Committee, National 
Retail Associations for _ redistri- 
bution of government owned surplus 
merchandise and materials; New 
York Trade Practice Act; Board of 
Regents plan for New York State 
Institute of Business, which would 
give courses in retailing. 


president, said postwar planning is 
a rehash of things we have tried to 
do for years and that he could not 
see that there would be any sudden 
release at any particular time of 
civilian goods. Competition will 
likely be dog eat dog with sooner 
or later an era of lower distribution 
costs and lower prices to consumer 
and dealer. Simplify your stocks, 
having reasonably complete lines. 
Check employee efficiency and your 
store’s credits and collections. He 
expressed the opinion that group 
affiliation might be part of the an- 
swer to the dealer’s problems. 
Renshaw Smith, Jr., general trade 
sales manager, Devoe & Raynolds, 
New York City, told dealers to know 
the facts, determining what, where 
and to whom they are going to sell. 
Check market and population trends 
considering whether purchasing 
power of customer is changing and 
whether location is right for your 
market. Know your monthly ex- 
penses and gross profits. If cus- 
tomers go elsewhere analyze the rea- 
sons. Quoting Department of Com- 
merce figures, he said despite linseed 
oil quota of only 60 per cent a paint 
business of $625,000,000 was done 
last year and is expected to reach 
the billion dollar mark a few years 
later. ve 
Dr. Lewis A. Wilson, Deputy Com- 
missioner of Education, Albany, told 
of the proposed Board of Regents 
plan for increased state aid to 
schools, with an increasing need for 
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ade and professional training of 
our youth, and a greater number of 
years of education. He told of the 
proposed State Institute of Business 
which would provide two year 
courses in retailing, with the first 
year on finance, advertising, mer- 
chandising and government controls 
and regulations, etc., and the second 
in specialized fields including hard- 
ware. 

Rollin Browne, Commissioner of 
Taxation and Finance, Albany, 
speaking on the state tax program 
said the unincorporated business tax 
yields about $16,000,000 at present 
and it should be first to be reduced 


Sor repealed when time for relief 


comes. Individual wealth and income 
should be heavily taxed in war but 
business should be freed from all 
possible tax. Income tax burden 
must be crushingly heavy while we 
are in war but it should be just, 
fair, simple and understandable just 
the same. 

Panel discussions were led by 
S. H. Atkinson, Brooklyn, on selling 
to industry, on selling to farmers by 
Frank G. Howard, Binghamton and 
on service operations by H. P. Aik- 
man, Cazenovia, past president, 
NRHA. Mr. Aikman said all in his 
organization are trained to do ser- 
vice work. Where dealer makes calls 
there must be materials, labor and 


mileage charges too. Mr. Howard - 


emphasized farm trade profits for 
years to come will be really worth- 
while, with the present income of 
the farmer about double that of 1940 
and the great increase in home gar- 
dens as the result of the war. Mr. 
Atkinson said most larger dealers 
in industrial areas are now really 
industrial suppliers and urged study- 
ing the needs of the market for such 
lines. Have proper prices, easy ref- 
ence price book, someone on floor 
familiar with them, someone familiar 
with government regulations and re- 
member maintenance and produc- 
tion are usually different setups. 
That evening John B. Scheer, Ten- 
nessee Eastman Corp., Buffalo, 
spoke on plastics pointing out ther- 
mosetting plastics are permanently 
hardened and that thermoplastics 
have no chemical change during 
molding therefore can be remolded. 
He told some of characteristic and 
uses for Catalin, Lucite and Nylon, 
stating color is more important to 
housewife in sale of plastic items 
than their utility. A General Elec- 
tric Co. film on television and one of 
the same company’s films on Fre- 
quency Modulation were exhibited. 
Father Gannon Ryan, Executive 
Committee, Onondaga County War 


























WHEN IT’S 





RATIONED 






















The man who has proved to a cautious ration board that he needs a stove badly 
enough to get a Stove Purchase Certificate realizes that he’s holding a mighty 


important piece of paper. 


That’s his license to buy the best home heater he can get. The fitst name 
he thinks of is Estate Heatrola. You’d expect that, because Estate Heatrola 
is the oldest, the best known, the most widely approved name in its field. 
He knows too, that this is the original cabinet home heater, the one that 
lasts the longest, gives the most heat, saves the most fuel. 


When he walks into your store, he’s not just shopping for a home heater. 


He’s looking for a genuine Estate 
Heatrola, and when he sees one on the 
floor he’s well on his way to parting 
with that precious certificate. 


—that goes for stoves 
even more than for shoes or tires 
or any other rationed merchandise 





Point out these famous 
features . . - NOW more 
important than ever 


e Fuel-saving intensi-Fire Air Duct 


i i armth 
e Whole-house circulating w 
@ Closed base construction and slanting 
floors. 
louvers assure warm ; 
© Jointless ash box and paper-tight door 
e Handy Ped-a-Lever Feed Door 
@ Porcelain enameled cabinet 
e Sturdy construction throughout 








ere 


It’s easier to sell what your 


customers want to buy...the genuine 


ESTATE HEATROLA 


Made only by THE ESTATE STOVE CO., HAMILTON, 0. 





























































Over the Estate plant in 
Hamilton, Ohio, under 
the Stars and Stripes, 
flies the Army-Navy 
**E’’, emblem of ex- 
cellence in war work 
producfion. 






















A GOOD LINE 
FOR SURE PROFITS 


Steadily, these ever-popular 

Products march on to dealers’ 

shelves and soon march off again 

to meet the needs of Farmers, Flor- 
ists and Victory Gardeners. 

In spite of wartime shortages, there have 
been few casualties in the good old Hammond 
family, and a new member, Hammond's Vic- 
tory Dust No. 76, has proved highly popular. 


NATION-WIDE ADVERTISING 
CONTINUES UNABATED 


Through Garden Magazines, Sunday News- 
papers, Florist Journals and Farm Papers, 
your customers are constantly reminded of 
the Old Reliable Hammond Line. 


GENEROUS MARK-UPS 


The Hammond policy on mark-ups has al- 
ways been a liberal one; there has been no 
change in wartime. You make worthwhile 
profits when you sell Hammond Products at 
ceiling prices. 






Electros for local advertising and other deal- 
er helps freely supplied. 


Write for prices and full particulars 


HAMMOND PAINT & CHEMICAL CO. 


46 Ferry Street Beacon, N. Y. 
























QUICK 
SALES 
& 
GREATER 
PROFITS 
















Lerge Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICSI 


QUICK FACTS ABOUT DRI-KLEEN 
@ Simple to use. © Odorless, non-infiammablie, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. ¢ Harms noth- 

ding which cold water will not harm. @ Restores 
eriginal sparkle and brilliance to colors. @ Keeps 
hands smooth and soft.¢ A ingly ical 
—soves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN’S HOME 
* COMPANION - BETTER HOMES & GARDENS 












LERS! 
one From Your 


Jobber 
or Write Direct 


THE DRI-KLEEN COMPANY 


325 West Huron Street. Chicago 10, Illinois 
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Finance Board, urged participation 
in the sale of bonds by-those who 
cannot invest heavily in them. 

Hobart Thomas, director of ser- 
vice, NRHA, Indianapolis, Ind., said 
that there might be improvement in 
the merchandise situation sooner 
than we think. He contrasted the 
$40,000,000.000 total retail business 
in 1940 with the $50,000,000,000 sur- 
plus goods the government would 
have. Make your store as near self 
service as you can, conserve good- 
will, know more about merchandise 
than your competition. 

N. H. Kiley, Syracuse, secretary, 
said the hardware business will 


flourish despite all conditions for | 
those with the right kind of store | 


and that no laws can keep any store 


in business. Get young blood in | 


your store, he said. 


E. J. Kanker, assistant general | 
salesmanager, Norge Division, Borg- | 


Warner Corp., Detroit, Mich., said 
industry is ready for conversion and 
the peace but government is not. 
High prices must be avoided be- 
cause they bring scarcity whereas 
low prices attract buyers. Industry 
research is helping develop more 
goods that retail dealers may sell 
after the war. 

Ralph W. Carney, vice-president, | 
Coleman Lamp & Stove Co., Wichita, 
Kan., outlined some of the war goods 
the company had been making in- 
cluding some that would be pro- 
duced for civilian use after the war. 
He warned of a creeping form of 
American Fascism with political 
management of everything, contrast- 
ing the fine job, these days of rail- 
roads under private ownership with 
their management in the first World 
War under government management. 
American industry is doing half the 
job of fighting the war, civilians 
having to fight on by working on the 
civilian front. 





South Dakota — 
Convention — 


NAME & PLACE—South Dakota 
Retail Hardware Association, annual 
convention, February 8-9, 1944, at 
the Cataract Hotel, Sioux Falls, 
S. D. 


NEW OFFICERS —President Eric 
Heideprim, Custer, succeeding Theo- 
dore Funk, Groton; vice-president, 
Henry Desnoyers, Clark; Earl Er- 
landson, Cottonwood, manager-trea- 
surer. Advisory board: Theodore 








WORK GLOVES 


ARE 


WAR GLOVES 













PROTECTING THE NATION’S HAND-POWE 








Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 East 42d St. New York City 
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Funk, Groton; William Weidensee. 
Gettysburg; P. O. Beaulieu, Winner. 
Executive board: Elmer Strobel. 
Canova; L. C. Shortridge, Thunder 
Hawk; F. J. Hodova, Ft. Pierre; E. 
W. Misterek, Delmont. 


ADDRESSES—One of the high- 
lights of the two-day session was a 
talk by Sever Paulson, Hopkins. 
Minn., who used as his topic, “The 
Hardware Store of Tomorrow.” He 
urged aggressive, modern merchan- 
dising methods and experimentation 
with new selling methods as the best 
way to build up the business and 
profits. : 

R. F. Patterson, head of the gov- 
ernment department at the Univer- 
sity of South Dakota, Vermillion. 
talked on postwar planning, declar- 
ing all such planning should be 
based on the solid foundations of 
agriculture, home industry and pri- 
vate enterprise. 

Ralph O. Hillgren, state editor 
of the Sioux Falls Daily Argus- 
Leader predicted that business and 
living conditions in South Dakota 
after the war should be better than 
anywhere else on the globe. He 
said that since South Dakota has the 
lowest percentage of employed labor 
diverted to war purposes of all 
this state should have the 
least trouble with unemployment ir 
the postwar period. : 


states, 


Fred E. Sperling, secretary of the 
wholesalers’ department of the St. 
Paul Association of Commerce, de- 
scribed new industrial developments 
speeded by war which will affect re- 
tailers and consumers in the post- 
war period. He emphasized use of 
plastics, synthetic rubber, new types 
of steel and light metals. 

There was an informal banquet 
held in the Cataract Hotel ballroom 
the night of Feb. 8. 





EARL ERLANDSON 
Manager-Treasurer 


MARCH 2, 1944 








WISCONSIN OFFICERS—Left to right: W. H. Niebergall, Wasau, president: 
Joseph H. Kitz, Oshkosh, vice-president; H. A. Lewis, Stevens Point, secretary- 
treasurer. 


Wisconsin Convention 


NAME & PLACE —Wisconsin Re- 
tail Hardware Association, 48th an- 
nual convention, Feb. 1-2, 1944, in 
Juneau Hall, Milwaukee Audi- 
torium, Milwaukee, Wis. 

NEW OFFICERS —President, W. 


H. Niebergall, Wausau, succeeding 


W. E. Fitzgerald, S. Milwaukee; 
vice-president, Joseph H. Kitz, Osh- 
kosh; secretary-treasurer, H. A. 
Lewis, Stevens Point directors 

Wm. T. Johnson, Rice Lake; B. F. 
Strong, Eagle River; Gerald Zenz. 
Lancaster; E. G. Haas, Kaukauna, 
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Look for the 


ARMSTRUNG BROS 












“ARMSTRONG BROS.” 


Pipe Vises are improved tools: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side” vise have solid 
lower jaw which prevents bending of small 
or thin walled pipe. The “Chain” Vises also 
have patented l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 
handles and proof-tested chains. 





Write for catalog C-39a 








ARMSTRONG BROS. TOOL CO. 


The Tool Holder People 
314 N. FRANCISCO AVE CHICAGO, U.S.A 
Eastern Werehouse & Sales: 199 Lofayette St., New York 








PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x Ye" to %”" x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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and S. V. Kubly, Madison, Wiscon- 


sin. 


RESOLUTIONS—Opposed exec- 
utive bureaus that are beyond the 
reach of the people was passed. 
Urged preservation of the indepen- 
dent dealer is necessary to the eco- 
nomic welfare of the nation. Mo- 
nopolies should not be tolerated 
after the war. Unfair competition 
should be completely abolished. Op- 
posed any attempt to increase Fed- 
eral control of the unemployment 
compensation system. Urged legali- 
zation of collective bargaining for 
the small retailer. 

Another resolution, on disposal of 
Government Surpluses, urging Asso- 
ciation members to contact repre- 
sentatives in Congress to assure 
orderly disposition of the surplus 
goods, owned by various branches of 
the Federal Government. 


ADDRESSES—Prof. Hugh L. 
Riordan of Marquette University, 
Milwaukee. Wis., stated: “There 


can be no real peace with Japan 
until Shinto and Bushido, the Japa- 
nese philosophies of life, are de- 
stroyed. Nothing would deal a more 
serious blow to those philosophies 
than to have the Emperor dancing 
on thin air after condemnation by 
an international tribunal because of 
his crimes.” He pointed out that he 
was not prejudging the Emperor, 


but would leave that to an interna- 
tional group. 

After the war the democratic 
forces in Japan should be given a 
chance, Prof. Riordan went on. 
Japanese in that country who have 
been educated in democracy in the 
United States and England could 
form the nucleus for a new demo- 
cratic nation. He said: 

“I believe there is a quitter streak 
in the Japanese which will make 
the people tear the militarists to 
pieces if we blast enough of their 
cities after warning them.” 

Senator Alexander Wiley pre- 
dicted that victory over Germany 
might be attained by midsummer. 
Japan, he stated, possibly would 
begin to break down by the end of 
the year. 

He informed that there would be 
no price inflation in the coming 
year, and that living costs will not 
rise beyond 3 to 5 per cent. 

During the reconstruction period 
we must be on our guard, the Sena- 
tor warned: 

“For those will be days of pros- 
perity, and if there is not a proper 
balance when we have assisted the 
rest of the world to its feet indus- 
trially, and established other centers 
of production to compete with ours, 
and unless we are on guard, we may 
find ourselves on the brink of eco- 
nomic depression.” 





Intermountain Convention 


NAME & PLACE—Intermountain 
Association of Hardware and Im- 
plement Dealers convention, Boise, 


Idaho, Feb. 2 arid 3, 1944. 


NEW OFFICERS—All reelected. 
President, Fred A. Miller, Caldwell, 
Idaho; L. V. Morgan, Burley, 
Idaho, vice-president; Leon Weeks, 
Boise, Idaho, secretary; Directors: 
A. L. Ash, Salt Lake City, Utah; A. 
E. Ekstrand, Boise, Idaho; J. C. 


INTERMOUNTAIN 
OFFICERS— 


Left to right: 
Fred A. Miller, 
Caldwell, Idaho, 
president, and 

Leon Weeks, 

Boise, Idaho, 

secretary- 
treasurer. 


Baldridge, Boise, Idaho; Claude 
Bistline, Pocatello, Idaho; Ben E. 
Davies, Nampa, Idaho; L. J. Kinney, 
Ontario, Ore.; R. R. Love, Buhl, 
Idaho; Claire Merrell, Brigham 
City, Utah; R. C. Parks, Magna, 
Utah; A. B. Sith, Rigby, Idaho; J. 
W. Weeks, Caldwell, Idaho. 


ADDRESSES—Mark A. Peter- 
sen, general manager of the Deseret 
News, Salt Lake City, Utah, told the 
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convention Americans are asleep 
and in danger of losing their liber- 
ties by bureaucratic control. Warn- 
ing “soldiers of the home front,” he 
said many today are declaring the 
Constitution is outdated and should 
be scrapped. He quoted “pressure 
groups” as calling for the aboli- 
tion of Congress. abandonment of 
private enterprise, serious curtail- 
ment of advertising. Many bureaus, 
he said, had been given the right to 
make laws, and are doing just that 
in many instances. 

Governor C. A.’ Bottolfsen of 
Idaho outlined the post-war pro- 
gram of development for the north- 
western states worked out for the 
recently organized conference of 
northwestern governors, calling for 
huge expenditures on highways and 
irrigation projects. 

Charles L. Wheeler of the Salt 
Lake Hardware Co. read a report on 
the national convention in Chicago. 
He urged a program of disposal of 
surplus goods at the end of the war 
which would ensure orderly diver- 
sion of this material into the chan- 
nels of private trade. 

G. A. Rogers, president of the 
Strevell-Peterson Hardware Co. of 
Salt Lake, predicted there would not 
be enough consumer goods for 18 
months after the close of the war. 


Thursday, President C. J. Strike 
of the Idaho Power Co. Boise, urged 
a comprehensive survey to deter- 
mine the possible expansion of in- 
dustry and business in every com- 
munity to insure profitable employ- 
ment for everyone. 


H. D. Cronk, Salt Lake City 
branch manager for the J. I. Case 
Co., painted a rosy picture of the 
possibility for some farm machinery 
being available next summer and 
fall, while H. G. Murphy of Port- 
land, vice-president of the John 
Deere Plow Co., told dealers to pre- 
pare for the postwar changes in 
methods which would be made 
necessary. 

The annual banquet was held 
Thursday night, with C. J. West- 
cott of Boise, president of the 
Westcott Oil Co., as toastmaster. 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 92 
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YOUR CUSTOMERS NEED 
THIS REPAIR ITEM 





ACME TACK- 
POINT CORRU- 
GATED FAST- 
ENERS. 


IN 100 POUND KEGS for bulk sales. 
In addition, there are standard cartons 
of 500, 1000; boxes of 100 fasteners, 
ten boxes to a carton; also in boxes of 50 
fasteners of one size... ¥g” x 4; 2" x 5: 
5," x 5. A display carton contains 12 of 
these boxes. 


SOLD EXCLUSIVELY 


THE NEW BRITAIN MAC 





Corrugated Fasteners remind your cus- 
tomers of the wooden articles at home, 
waiting to be fixed. With its Repair label, 
this attractive carton of Acme Fasteners 1s 
a silent salesman for you. 


TIES-IN WITH CONSERVATION 

Always in demand, this repair item is 
needed today more than ever. Things have 
to last! Repairing and fixing up are orders 
of the day. And Acme Fasteners fit right 
in with these requirements. 
IT'S EASIER TO SELL THAN EVER 

Just set the Acme Fastener display box on 
your counter and watch it go to work for 
you. Anyone who can use a hammer is 
a prospect for this inexpensive item— 
homeowners, cabinet makers, wood hobby- 
ists, etc. 
FOR "FIXING" WOODEN ARTICLES 

Acme Fasteners are used to repair all 
types of wooden articles. The Tack-Point 
feature assures easy driving. Long, beveled 
points, sharp cutting edges penetrate, but 
do not crush the wood fibres. Get all the 
facts today. 
IF YOUR JOBBER CAN’T SUPPLY 

YOU, WRITE US DIRECT. 


BRITAIN, CONN. 
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Z || STEEL MILLS 
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RUBBER” ¢ SHIPPERS 
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There is an “American” Indus- 
trial Marking Crayon espe- 
cially designed for marking 
any surface or material used 
in Industry today! You can 

your customer the right 
marker for every job when you 
offer them "American" Indus- 
trial Crayons. 


Reg. U. S. Pat. Off. 
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CRAYON COMPANY 





West Virginia Convention 


NAME & PLACE—West Virginia 
Retail Hardware Association, annual 
convention, Feb. 7-8, 1944, at the 
Chancellor Hotel, Parkersburg, W. Va. 
NEW OFFICERS — President R. 
F. Cox, Fairmont, succeeding K. A. 
Sevy, Beckley; first vice-president, 
James S. Fielding, Charleston; sec- 
ond vice-president, Ralph Swiger, 
Clarksburg. Executive committee: 
Earl Pryor, Huntington; Ellis 
James, Sutton; K. A. Sevy, Beckley. 


ADDRESSES—Among the _out- 
standing speakers at the convention 
were Golden Underwood, acting 
mayor of Parkersburg; James S. 
Fielding, Charleston; James S. Mc- 
Clure, Parkersburg; Philip N. Rus- 
sell, Athens, Ohio; G. D. Hackney. 
NRHA, Indianapolis, Ind.; K. A. 
Trinkley, Mansfield, Ohio; Virgil O. 
Hall, Pittsburgh, Pa.; Carl A. 
Miller, Kendalville, Ind.; W. H. 
Kirch, Pittsburgh, Pa.; Joseph K. 
Buchanan, Fairmont, W. Va., and 
Richard Harte, president, Ames 
Baldwin Wyoming Co., Parkersburg. 

At the banquet Tuesday evening, 
soseph K. Buchanan, vice-president 
of the Monongahela West Penn Pub- 
lic Service Company, Fairmont, 


served as toastmaster. Mr. Harte 


used as his subject for the evening. 
“Post-War Observations.” 


“To sell more goods they must be 
cheaper,” said Mr. Harte. “For low- 
ered costs the manufacturer must 
make fewer items, better designed 
for more skillful merchandising and 
the sale of higher quality. The job- 
ber must handle fewer items in 
larger lots so that the retailer’s in- 
ventory becomes simpler. The mer- 
chandise must be of better quality, 
more attractively displayed and ade- 
quately stocked for sale at lower 
prices. 

In speaking of the part the gov- 
ernment will play in the postwar 
period, Mr. Harte said, “The first 
conclusion we will come to if we 
check our position in the postwar 
period is that government is the 
most important factor in business.” 

“Not only will government be our 
biggest expense as tax gatherer, but 
government, unless we prevent it, 
will dictate our labor policies, our 
payrates, whom we shall hire, how 
we shall sell and account for our 
operations and a hundred and one 
other ‘verbotens’ if recent trends are 
not reversed.” 





Greeting Cards Attract Many Customers 


HEN Pickart Bros., Milwau- 

kee, Wis., brought its greet- 
ing card display, right up to a main 
aisle in the store and gave it loca- 
tion near the wrapping counter, 
greeting card sales tripled in a very 
short time. The store does a large 
business with women shoppers, most 


of whom are always in the market 
for birthday, holiday and other 
cards. If these cards are displayed 
where they can see them, shoppers 
will always buy them. Adjacent to 
this greeting card display the firm 
also placed a small rack advertising 
bridge cards. 





Customers can always use greeting cards and this delay is in 
a prominent spot where it invariably reminds them of that fact. 


HARDWARE AGE 
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Post-War Planning 
for Hardware Dealers 


R. BOSTWICK’S article in 

Harpware AcE of Dec. 23rd 
on Post-War Planning for the hard- 
ware dealer was very interesting 
and true as we have known for 
many years; in fact, I think it has 
been a direct result for Chain and 
Cooperative Stores. 

In these stores you will find busi- 
ness carried out as Mr. Bostwick 
suggests it should be. But com- 
pared to the number of hardware 
stores we have in this country there 
are only a few connected with 
chain store organizations. To be 
affective an organization of this 
kind can only be of a certain size; 
by that I mean an old-established 
wholesale jobber who has used the 
old type of business decides to start 
a chain or cooperative—he has to 
reduce his old clientele to a certain 
number which he is able to take 
care of affectively. That throws 
most of the other dealers upon the 
jobber who continues to sell and 
then forgets the dealer until collec- 
tion time. To take care of this 
situation during the post war period 
the jobber who places his repre- 
sentatives in the field not as such 
but more on the type of a buyer 
would be doing a great service to 
the industry. It would be neces- 
sary to increase their personnel, 
also their wages. It would be the 
duty of the representative or buyer 
to take over the arrangements of 
display and buying of each hard- 
ware dealer under his jurisdiction. 
By doing this it would be necessary 
for him to spend more time with 
the dealer; the result would be he 
could not call on as many customers 
as he called on before. The job- 
ber would be compelled to take on 
another man to call on the remain- 
ing dealers. 

I believe that once the hardware 
dealer is shown that he can rely on 
the salesman as a buyer for his 
store rather than a salesman he will 
be a great deal more satisfied than 
he is today under the present sys- 
tem. There is no doubt in my mind 
but what he as well as the jobber 
will benefit greatly. Any jobber 
that would use this method to its 
fullest extent will find that it will 
solve the problem of any competi- 
tion with chain stores. 

O. G. RicHarpson, 
Chicago, Ill. 
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Mark Anthony didn’t have Justrite 
when he courted Cleopatra. He used 
oil soaked rags tied to the end of a 
long pole. 

But, today, there’s a Justrite to fill 
every need . .. to provide plenty of the 
right kind of light. It’s the lantern deal- 
ers like to sell... and people like to buy. 
Plan to have a big stock when you can 
once again sell Justrite to. . . anyone. 


MANUFACTURING 





JUSTRITE . . . . Highlights of History 








Justrite Twin-Bulb 
Electric Lantern 
The Justrite Twin- § 
Bulb Electric Lantern 
is the finest all-purpose 
lantern built. Provides 
powerful 634 candle- 

power beam. 











COMPANY 


2063 North Southport Ave., Dept. A-3, Chicago, Ill. 








Recognized QUALITY 
National ADVERTISING 
Generous PROFITS 


AT YOUR JOBBERS—NOW! 
HILL-SHAW CO., CHICAGO, ILL. 
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And Still Available for Hardware Distribution 


All-in-One Storm 
Sash, Screen, Shutter 


As assembly which includes screen, 
storm sash, and shutter all in one unit 
that can be installed on any frame 
house, new or old, and, by using a 
special set of hinges, on brick or stone 
homes. In this device, the storm sash 
is placed behind the shutter when the 
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screen is in use, or the screen is placed 
behind the shutter when the storm sash 
is in use. These units can be placed 
in any desired position quickly from 
the inside, according to the maker. In 
sections that are subject to gales, solid 
wooden barriers can be provided in 
place of the storm sash. The maker 
states that all washing can be done 
from the inside, and also all servicing. 
As the storm window always swings on 
its hinges in an arc, the maker states 
that weatherstripping can be put on the 
sash and there will be no danger to the 
weatherstripping. On old houses the 
frame is nailed to siding, and on new 
homes frame can be set back to ship- 
lap. Window Devices Inc., Des Moines, 
Iowa. 


Novel Salt 
and Pepper Sets 


Three piece bowling set, No. 3606 Z, 
the bowling pins being the salt and 
pepper shakers, tray 2% by 4% in., 
an 2% in. in height. No. 3603 Z, 
Maggies’s rolling pins, 5 in. long, one 
walnut finish with maple ends, and the 
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other maple finish with walnut ends. 
One end or handle in each rolling pin 
is blank, the other one is the shaker. 





es 


Fully illustrated price list available for 
the asking. Leo Kaul Importing 
Agency Inc., 115-119 Z South Market 
St., Chicago 6, Tl. 


Chenille S ponge 


Consists of natural sponge pieces en- 
closed in a cover of soft, half-inch 
tufted chenille. Said to hold plenty of 
water and yet will net drip. Is said to 
be soft and pliable when wet. Che- 
nille cover is designed to furnish extra 
friction to facilitate the washing of 
walls and other surfaces and also to 
preserve the shape of the sponge. 
Counter display carton will be sup- 
plied to dealers. Schroeder & Tre- 
mayne, Inc., 1711 Delmar Blvd., St. 
Louis, Mo. 





“Everwear” 
Stove Boards 


Made from asbestos and cement. 
Have square corners, and are of a 
natural grey stone mottled color. The 
maker states that they will not rust nor 
bend. Available in sizes from 20 by 32 
by 3/16 in., to 36 by 36 by 3/16 in. 
All are packed one dozen to a steel 
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strapped wooden crate. Royal Mfg. & 
Distributing Co., 311-313 Nepperhan 
Ave., Yonkers 2, N. Y. 


For Floors and 
Furniture 


Liquid designed to clean and wax 
wood floors, linoleum and furniture. 
Cleaning agent in Preen was scientifi- 
cally and specifically made for wood 
floors according to the maker, and, be- 
ing combined with wax, is said to pre- 
serve and protect wood and linoleum 
surfaces. Spread on the surface with a 
piece of cloth and turn the cloth as the 
dirt is loosened. Dries quickly, and 
polishes with brisk rubs of a dry, 
clean cloth. Available in gallon, half 
gallon, quart, and pint sizes. Distribu- 
tion at present is limited to Maryland, 
Delaware, eastern Pennsylvania, New 
York, New Jersey, Connecticut, and 
western Massachusetts. Minwax Co., 
Inc., 11 West 42nd St., New York City. 
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New Type Caloric 
Gas Stove 


New gas range that contains many 
features of the gas ranges manufactured 
by the company before the war. All 
exposed top, and front and side surfaces 
are of porcelain enamel. Designed with 














a pull-out roller broiler drawer and a 


one piece sealed type oven. Occupies 
21 in. of floor space. Caloric Gas Stove 
Works, Trenton Ave. and Tioga St., 


Philadelphia, Pa. 


Radiator Solder 


Designed to form a metallic seal that 
will seal leaks permanently, according 
to the maker. Can be used in radiators, 
cracked engine blocks, cylinder heads, 
water jackets, gaskets, pump, hose con- 
nections and the like. Said to mix 
freely with alcohol and other anti-freeze 


RADIATOR * 


UARANT 


REPAIR 





liquids. Company states that the solder 
is sold under an absolute money back 
guarantee. Packaged in cans and also 
5-lb, cans. The Ohio Products Co., 
North Madison, Ohio. 
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There is a definite demand 


for Music Wire. 
prepared to meet it? 


Are you 


Attractively boxed stocks 


in Worcester, 


Akron, At- 


lanta, Chicago, Los Angeles. 


WORCESTER J, 


JOHNSON STEEL & WIRE CO.INC. 


NE WwW Y Oo ATL 


MASSACHUSETTS 


ANTA AKRON 
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AND BUILT-up 
ay METAL suRFACES ROOrs 


@ CAREYCLAD protects metal against rust 
and weather—is extremely durable, abrasion 
resistant and resistant to acid, alkaline and 
salt solution and to moist, atmospheric con- 
ditions. It is a practical, low-cost coating 
for metal buildings, iron sheets, structural 


THE PHILIP CAREY MFG. 


Dependable Products since 1873 


Lockland, Cincinnati, Ohio 
tn Canada: The Philip Carey Co., Ltd., Office and Factory: Lennoxville, P.9. 


steel, bridges, heavy machinery and numer- 
ous sheet metal products. 

Applied by spray painting or brushing, at 
everyday indoor or outdoor temperatures. 
Promptly available through Carey Branches 
and Distributors. Write for details, address 
Dept. 66. 


COMPANY Eth * 
EXTRA 


WAR BONDS.. 
NOW! 











Time to stock up 
for SPRING REPAIRS in 


MILWAUKEE 


BUILDERS’ HARDWARE 


@ Early spring repairs in home, com- 
mercial and public buildings will call 
for MILWAUKEE Adjustable Screen 
Door Hinges, Pivot Gravity Hinges, 
“NU-JAMB” Spring Hinges and many 
other replacement items. Be sure YOU 
have a complete stock — : for your 
customers’ repair needs! or faster 
ane and greater customer satisfaction 

; TANDARDIZE ON MILWAUKEE 
BUILDERS’ HARDWARE. 


SMILWAUKEE Adjustable Screen Hinge 


MILWAUKEE Quality Builders’ Hard- 
ware includes spring butt hinges, spring 
floor hinges, pivot hinges, lavatory 
hardware and others. 


MILWAUKEE STAMPING COMPANY 


816-B South 72nd Street 


Milwaukee 14 Wisconsin 








_ TROY 
BEST 


FILE HANDLE (Patented) assures better workman- 
ship and safety to user. 


PATENTED 4a ; 





=>. 


FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORKS 
Troy, Est. 1831 N. Y. 
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Write for details about 
letter and number dis- 
play assortments. 


+ Luery Sale is 


REFLECTO LETTERS CO. 


112 W. 27th ST., NEW YORK 1, N.Y. 








iO days— 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 
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— WHATS NEW 





AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





Five New 
“Little Doc’s” 


Paint brush cleaner, said to make 
old brushes like new and keep new 
brushes in the best of condition. Win- 
dow cleaner concentrate that will make 
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RUG and 
Upholstery 
CLEANER 


CONCENTRATE 








three gallons of window cleaner. Maker 
states there is no fuss, no muss, rub on 
wipe off. Ten-minute car wash, said to 
clean three average-size cars. Put on, 
hose off. Rug and upholstery cleaner, 
cleans 9 by 12 rug, or the entire uphol- 
stery of a car or average three-piece 
living room suite. Refrigerator cleaner, 
said to kill bacteria, leaves inside clean, 
sweet, and sanitary. Maker states it 
also cleans and polishes outside. For 
all above items 24 packages to at- 
tractive display, 12 displays to shipping 
carton. Gus J. Schaffner Co., 534 Cali- 


fornia Ave., Avalon, Pittsburgh, 2, Pa. 


Mirra-Moth 
Immunizer 


Solution designed to immunize ma- 
terial from moths and is said to dry 
quickly and leave no odor. Maker 
states that it makes fabrics nonedible 
and non-digestible to moths and carpet- 
beetles. Articles to be immunized 
should be first cleaned to remove dust 
and to discover moth damage. One 
application of this solution on articles 
that are dry cleaned, is said to last 
for years. Mirra-Moth Proof is said to 
be non-inflammable, and is transparent. 
Gallon will cover approximately 600 
sq. ft. Available in quart, half-gallon, 
and gallon sizes. Mirra Chemical Lab- 
oratories, 198-200 E. Long St., Colum- 
bus, Ohio. 


Stair Treads 


Made from asphalt and felt composi- 
tion, Dura-Val and Dura-Val De Luxe 
stair treads are said to be waterproof, 
washable, and long wearing. Con- 
structed with a corrugated non-skid 
surface, they are said to be easy to 





apply and smart looking. Available in 
both the flat and nosing type, in black. 
Standard flat tread is 9 by 18 in., and 
the standard nosing tread is made in 
two sizes, 9 by 18, and 9 by 24 in. Ex- 
tra size treads can be supplied on spe- 
cial order. So-Lo Works, Inc., Love- 
land, Ohio. 


Alkemi Soil Testers 
Soil Test Guide 


Alkemi Soil Tester is a patented prod- 
uct said to be an authentic tester of soil 
before planting. A guide accompany- 
ing the test kit shows how to make 
soil corrections if necessary. The kit 
includes test papers sufficient to make 
12 soil tests, a color guide, and a table 
showing the approximate amount of 
lime and fertilizer necessary to bring 


the soil to the desired acidity of alka- 
linity for certain crops. Packaged six 
doz. to a counter display box these tests 
sell at retail at 10 cents each. American 
Soil Products Co., Inc., 4 East 53rd St., 
New York City, 22, sold exclusively by 
B.. Meier & Son, Inc., manufacturers’ 
agents, New York City. 
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Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellu- 
lose sponge head that ab- 


sorbs 20 times its own 
weight in water and gives 
such marvelous service. It’s 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
housewares department, so 
put it in—starting NOW! 
Wire or ’phone your order 
TODAY. 


MINUTE MOP CO. 


io £-.23 0.2 
CHICAGO 1/6 ILL. 
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Coroaire Heater 


Gas fired grill type unit, said to be 
particularly suited to the small home 
field and commercial _ installations. 


Heater embodies complete winter air 


conditioning, and is not much larger 
than a good size console radio. A 
merchandise pockaged unit, it requires 
no installation. Production of this 
heater is due to partial removal of gov- 
Coroaire Heater 
Cleveland 15, 


ernment restrictions. 
Corp., Hanna _ Bldg., 
Ohio. 


“Safe-Line” Clamp 


Said to have a holding power far in 
excess of any demand that may be put 
upon the rope. Made of high tensile 
strength, alloy steel forgings, they are 
said to be coined to accurate dimen- 
sions. Carry a replacement guarantee 
against breakage and fracture. Rust- 
proofing, at a small extra cost, is heavy 
cadmium plating to U. S. Navy stand- 





ards. Consists of four parts, two taper- 
threaded sections which are placed on 
the exposed sides of the wire rope, then 
squeezed together in a vise-like grip 
when the two taper nuts are tightened. 
For wire ropes from 1/16 to % of an 
inch. Nationai Production Co., Safe- 
Line Clamp Division, 4561 St. Jean 
Ave., Detroit, 3, Mich. 





WILL ORDINARY 
CASTERS SATISFY 
YOUR CUSTOMERS 


eg 





In less than a minute you can show your 
customers why Bassick ‘Diamond- 
Arrow” casters offer smoother rolling 
and trouble-free operation for a long 
time to come. These are the finest furni- 
ture and office chair casters available. 


When you sell these better casters — 
you make a better profit per unit of 
sale, and you make a satisfied customer. 
Ask your jobber for Bassick ‘‘Diamond- 
Arrow’, the top-quality caster with the 
famous Bassick patented full floating, 
two level ball race construction. Re- 
member the name “Diamond-Arrow”’. 


Bassick Casters are available for 
replacement and repair purposes. 
Your jobber can supply you with 
a few of the more popular types 
and sizes. 


SEXY (6,4 


MAKING MORE KINDS OF CASTERS 
... MAKING CASTERS DO MORE 
THE BASSICK COMPANY 














Gripper Clip 


Small and large Registered U. S. Pat. Office 
sizes for holding 





to factories. Cir- 
culars on request. 


@ GIBSON GOOD TOOLS, INC. « 
Box 268 Orange, Mass., U.S.A. 











Color Plus 


alJU IEP STULL 


RED -BLUE 
BLACK TOP 


ENWARE PRODUCTS CORP 








to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 


aa) KEY BLANKS 
from 
“America’s Largest Exclusive 
Locksmith Supply” 
In onSoring. use any stand- 
ard manufacturer's number. 
If the original blank is not 
available, we will endeavor 





“China Is a Gift for Any Occasion’ 


(Continued from page 84) 


women, too, are buying many of 
them as they are great cookie 
bakers. Much colored pottery, 
too, is sold as gifts and card party 
prizes, the management reports. 

Glassware at this store is 
stocked chiefly in wall shelves 
near the china displays. These 
wall displays have glass shelves 
and indirect lighting, and thus get 
much attention from customers. A 
wide lower shelf on these wall dis- 
plays helps greatly in displaying a 
wide variety of glass items for cus- 
tomers to inspect. Aisle space is 
wide at this point, too, so cus- 
tomers can easily approach the 
displays. 

Items such as_ refreshment 
glasses and glass bottomed serving 
trays are often shown at this 
store, but they are usually fea- 
tured in small separate displays 
which allow them to stand out 
quite distinctly. Such showings 


several times a year always makes 
this merchandise move very well 
at this store. 

Window displays help a great 
deal in selling china and glass- 
ware. The store has fine large dis- 
play windows and glassware and 
china get frequent showings here. 

“There are numerous farm fam- 
ilies who have been trading at this 
store for years and who always 
come here to buy their china,” 
says Mr. Kusel. “They know 
from past experience that we have 
big stocks of such items. Of 
course during wartime, we are 
having some trouble in getting 
certain china and glassware items, 
but we can take care of our type 
of customer. We also do a large 
business in small and large crocks 
for farmers. In the pottery line 
we find that the large mixing 
bowls always move well when we 
can get enough of them for our 
trade.” 





STEEL BRICK HODS 


Have heen used 
for years 
because of 
their strength 
and lightness. 

e. 1 | 22"x10" All steel 
Briek x7” deep = Prices Will Interest 
The Cleveland Wire Spring Co. 


E. 38th St. and Hamilton Ave. 
e®.h6€e CLEVELAND OHIO @ @ 








It Might Be Just as Easy 




















SKILLMAN 


Manufacturers 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 





MFG. CO. 
Trenton 4, N. J., U.S.A. 
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wm COOK'S 
ete” I SUPER VALUE 
= NAIL CLIPPER 


Due to the war, "Clip. 
oe pment 
tr." Finger Na Pp 
are unavailable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 





BUILDERS HARDWARE 


SKILLMAN HARDWARE 
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“You want a 50-foot rubber hose, 10 pounds of brass nails, washers and 
electric wiring. And shall I have General MacArthur deliver them?” 
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outlet 


Advertised to 
Millions as 
“THE 
VICTORY GARDEN 
INSECTICIDE” 


In 





Yes, you can get Red Arrow now 
—in 1, 4 and 16-ounce sizes—for 
use on food crops only. A potent 
Rotenone-Soap concentrate ... 


ment. 


Whenever possible, this firm 


to maintain the mass display 
on its china. Mass displays 


of china always tempt the farm 
trade to buy. They also impart to 
the customer the idea that many 
patterns and types of dishes are 
stocked here for their conveni- 


Home Made Brooders 


Build Business 


(Continued from page 64) 


our own supply so we could, if 
necessary, supply the chicks along 


the brooder.” 


essence, the brooder con- 
two essential parts, a hover, 


equipped with electric lights, for 
warmth and protection to the baby 
chicks, and a sun porch. Items 
needed to build the hover include 
siding, lath, roofing, insulation 


and screws. The sun porch 


is built mostly of poultry mesh 
and hardware cloth, but wood lath 
can be used where these are not 
available. The brooder either may 
be built on legs or flat on the 
ground. 


The brooder is furnished com- 


ready for use except pos- 
for light connection. It is 


recommended that it be placed ad- 
jacent to an established electrical 


in the garage, on the back 


porch or in the basement, so that 
an extension cord may be run to 
it. This saves critical wiring ma- 
terials. 


addition to brooders, this 


firm sells other poultry equipment 
including feed and water troughs, 
insecticides and medicines. If 
chicken raising continues to grow 
in popularity the store may add a 
complete poultry supplies depart- 








kills most garden insects . . . yet 
safe to humans, birds and pets 
when sprayed. Advertised during 
garden season in 12 leading na- 
tional magazines. Government 
restrictions limit supply. Order 
from your jobber now. For free 
sales helps, write today to: 


McCormick & Co., Inc., Baltimore-2, Md. 


Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 


on page 92 
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a eatin ln at 
THE UTILITY TAPE OF MANY USES 





A pliable plas- 
tic that comes 
all ready to 
use. Just press 
into place with 
the fingers and 
it stays put. Ic 
sets firmly, 
does not crack, 
chip or shrink. ; 
Can be painted. Unrolls like rib- 
bon and adheres to any clean, dry 
surface, inside or outside. 
© A good plugger-upper to seal cracks 
in plaster, woodwork, around case- 
ments, screens, etc. 
@ Makes good packing and gaskets. 
Stops rattles. 
® Keeps out dust, dirt and vermin. 
© Superior for setting glass in wood 
or metal sash. 

Write for Circular 
J. W. MORTELL CO. 


Technical Coatings since 1895 


Burch St., Kankakee, Ill. 














About 80 feet 
of 44” Mortite 
to a roll. 
Order through 
your Jobber. 
Nationally ad- 
vertised 
$1.25. 
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GARDENE.¢| LAWN 
AND Gi) TOOLS 











Restricted 
Doing Our Best only as to 
to keep up with ti 
Victory Garden - a 
Demand QUALITY 


A A 

Norcross Rotary 
4 

(No. 10-N) Cultivator 
It plows, cultivates, mulches,.weeds! Attractive, 
sturdy, does many jobs well, saves drudgery. Com- 
plete with attachments and 
leaf guards. Priced to move! 








Hand Cultivator 


Asparagus (No. 55-N) 

: Practical, durable, Detacb- 
Knife able prongs. 4’ selected white 
a neater appear- ash handle. Very popular 
ing twol, designed seller. 
for action! Super- AFTER VICTORY — back to 
ior to any on the complete line of Garden and 
market. Lawn tools. 





Ask Your Independent Jobber 


C. S. NORCROSS & SON. 
BUSHNELL, ILLINOIS 


mmm QUALITY GARDEN TOOLS SINCE 1891 
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NEW CUSTOMERS 
FOR YOU! 








HOUSEHOLDERS! 
HOBBYISTS! 

- AS WELL AS 
WAR WORKERS! 


NEW 
No. 
249 





49°. 


NO PRIORITY 
NECESSARY 





Fuller Mallets have won the en- 
thusiastic approval of war workers. 
This number is now available for 
your general trade. Ideal for 
valves, ignition, fenders, bronze, 
plastics, lead, copper, furniture, 
wood work, sheet metal. Mar- 
proof, amber head, genuine hick- 
ory handles. 


6 to a Box with Sell-On-Sight 
Display Card for 2 Mallets 


Order from Your Jobber Today 


JOBBERS: Write for Salesmen's 
Catalog Pages 


FULLER TOOL CO. 


Makers of Fuller's Unbreakable Amber 
Handle Screw Drivers and Wood Chisels 


207 W. 25th St. New York 1, N. Y. 
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Several different types of tie racks 

are shown at the Zollmann store 

and they usually succeed in at- 
tracting masculine eyes. 


Tie Racks Attract 


Men Customers 
HE Zollmann Bros. store, Mil- 


waukee, Wis., features a num- 
ber of wooden and fiber tie racks 
of various designs at its store. They 
are displayed at the end of a coun- 
ter and tacked on the end where 
customers in the main aisle can see 
the display easily. This sort of dis- 
play helps to seli the tie racks, for 
every man wants a place to hang 
his ties, and the wooden ones on 
display at Zollmann’s are attractive 
enough to fit into any home. Prices 
range from 50 cents and up. 


Employee Bookkeeping 
a Gyrnegne— enrages has given 


its employees some idea of 
what they are saving for in the post- 
war period, and beyond, in a book- 
let “Your Hidden Treasure.” It in- 
dicates some of the individual’s post- 
war purchasing power. 

The purpose of the book is to in- 
form the employee on what happens 
to the sums deducted from his pay- 
checks—how much for war bonds, 
and what that will mean in the fu- 
ture; how much for victory tax, and 
how much return he gets; how much 
for social security, and the provi- 
sions for repaying it; how much for 
hospitalization and group insurance 
and what he gets for that money. 

A series of forms in the pages pro- 
vide space for the employee to keep 
a record of his “Hidden Treasure.” 

—C. E. D. News 











KEY BLANKS 


OF EVERY DESCRIPTION 


3 


Catalogue on Request 
GRAHAM MFG. CO. 


Derby, Conn, U U. S. A. 








THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairiag 


sereens, gardes furniture, ote. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 








2949 Elston Ave. Chicago (18) Ill. 














NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 


Bpesues THE PRINCIPLE IS —— 
Thousands of satisfied users from coast te 

Jabs the Animal Weans Them ¢ the 

Doing the “agitem, 7 Gemane Way 












em 
NOW MADE 
EASY! 


A Wii 


SSS 
SS 


New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
fix-it shops, etc. Learn to fit keys, pick locks, de- 
code, make masterkeys. It pays. Send name for 
FREE details. No obligation—write today! 


NELSON CO. 
321 S. Wabash, Dept C-712, Chicago 


<4 Rae) GO 











‘GUNSHINE 
CHAMOIS 


MADE IN U.S A 


“ASK YOUR J08 
POR GUR EXTRA VALUE 
SGWeo PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 











ALL WOOD SLEDS 
ALL WOOD COASTER WAGONS 
VICTORY GARDEN WHEELBARROWS 
KITCHEN STEP STOOLS 
SCOOT-R-CAR 
HAND DECORATED UTILITY POTTERY 


V. H. WORMAN 
ASSOCIATES 


Merchandise Mart, Chicago, Ill. 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Headquar- 
ters and sessions at the Whiteley Hotel. 
J. H. Crowe, 1906 Fifth Ave., Birming- 


ham, Ala., is secretary. 


Manufac- 
jointly 


American Hardware 
turers’ Association, meeting 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York City, is secretary 
of the manufacturers’ association, and 
T. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


American Toy Fair, March 6-18, 
1944, in New York City, 200 Fifth Ave- 
nue, 1107 Broadway and at other per- 
manent show rooms and also at the 
Hotel McAlpin, Herald Square, New 
York City. 
director, 


James L. Fri, managing 
Toy Manufacturers of the 
U. S. A., Inc., has his headquarters at 
200 Fifth Avenue, New York City. 
Horatio D. Clark, assistant director, 
Toy manufacturers of the U. S. A., 
Inc., is manager of the American Toy 
Fair. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, April, 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel. George L. Turner, 
322 E. Markham St., Little Rock, Ark., 


is secretary. 


Carolinas, Hardware Association of 
the, annual convention, June 6-7, 1944. 
at Greenville, S. C. Sally Couch Mas- 
ten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Missouri Retail Hardware Associa- 
tion, annual convention, March 14-15, 
1944, at St. Louis, Mo. Headquarters 
and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323 Wainwright Build- 


ing, St. Louis, Mo., is secretary. 


Southern California Retail Hard- 
ware Association, originally scheduled 
for Feb. 24-25, 1944, at Los Angeles, 
Cal., has been indefinitely postponed 
owing to the death of Joseph V. Guil- 
foyle, managing director. 
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LAG SCREWS AND 
CARRIAGE BOLTS 


TRIPLEX Lag Screws and Carriage Bolts are known for their 
rugged dependability. Seldom do they yield from even excess 
overload. 
It is better to have a Carriage Bolt just a little tougher than 
necessary for the purpose. 
Likewise, with Lag Screws, it is safer to have a little excess of 
the holding strength normally needed. For if one in a hundred 
fails, it casts doubt on the other 99. 
Specify TRIPLEX for that added margin in toughness and 
dependability. 

TRIPLEX SCREW COMPANY 

5317 GRANT AVENUE « CLEVELAND 5, OHIO 
iil 


THREADED 
FASTENERS 


NUTS AND RIVETS 










AP AND SE SCREWS FF Foe > 
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SCREEN DOOR 
HINGES 


No. 85-12-1X 


A strong, durable hinge that 
will stand hard service. 
Wrought steel. Covered heavy 
duty spring assures positive 
closing action. Size 2%" x 
2%". Packed '/2 doz. prs. in 
box—without screws. 





SCREEN 
DOOR 


HINGE SETS 


No. 85-12-1S 


Complete with 
above hinge, 2%" 
Pull, and 2," 
Gate Hook and 
Eye. Packed one 
set In box with 
screws. ‘ 





For 46 years Shelby's consistent record of top quality 
has earned Builder preference and Dealer loyalty. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


oll SINCE 1898 


C77 BUILDERS HARDWARE 
Geeod Lovks — Beller bear 











$ tack 
gros 
GOs A COOD TACK 


(AND THEY’RE ALL STERILIZED) 


TTT] 


Jacks and staples 


for new nequirements 
M specialty --- 


W.W. (‘ross & CO. INC. 


EAST JAFFREY. N.H. 
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Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 

Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ 
Ass’n, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., secretary, and Amer- 
ican Supply & Machinery Manufac- 
turers’ Ass’n, H. Kennedy Hanson, 1108 
Clark Building, Pittsburgh, Pa., gen- 
eral manager. 


Correct Answers to 
“Test Your Hardware 
Sense” 

(Questions on page 95) 

1—Answer—10 rolls of roofing 
will be required. Multiply length 
of roof by the width, then double 
this to determine square feet area 
of the roof’s two sides. Divide the 
result 1000 sq. ft. by 100 the area 
one roll will cover. 

2—Answer—Margin on _ selling 
price same as discount, namely 
331/3 per cent. Mark-up in terms 
of percentage on cost is 50 per cent. 

3—Answer—Net margin on con- 
tractor’s sales 23-per cent. Consid- 
ering each transaction in itself and 
applying the business’ cost of doing 
business of 25 per cent against the 
sale, this volume is not profitable 
since it results in a loss of 2 per 
cent. This might be offset if the 
contractor is also buying other mer- 
chandise where the margin is 
greater. 

4—Answer—$300 in cash dis- 
counts. 

5—Answer—20 bundles of shin- 
gles are required. Determine the 
square feet in the roof which has 
only one side. Then divide by 50 the 
area one bundle will cover. 





Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 92 
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| 2. Help the Farmer! 
2. Help the Nation! 
3. Help Yourself! | 


SELL DU PONT 
SEED DISINFECTANTS 


Farmers are looking for bigger 
yields. The nation is looking for 
increased food production. And 
you are looking for a line of prod- 
ucts that are available and that will 
give you a fair margin and real 
profits. Du Pont Semesan Seed Dis- 
infectants can help all three. 
There’s a Du Pont Semesan Seed 
Disinfectant for every major crop. 
All are available now. It is well 
worth your while to stock a com- 
plete line and push these necessary 
aids to greater food production. 


ARASAN + 2% CERESAN 

New Improved CERESAN + SEMESAN k 
SEMESAN BEL - SEMESAN JR. 

Order NOW! 


OU PONT 


DU PONT SEMESAN CO. (Inc.) 
Wilmington 98, Del. 
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New products and new 
trade names are constantly c 
being added to the listings 
for the next Directory 
Number of HARDWARE ( 
AGE. 





Therefore, if you do not | 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


100 E. 42nd St, New York City 
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When peace comes... 


it will be Grand 


...and it will be Grand new too... 
with the kind of features-your customers 
will want. But we don’t have to talk in 


glittering generalities. We can tell you 








right now, for instance, about the new 
Heat Retained feature that will permit 
cooking with stored heat. . . using only 
a small fraction of the usual amount of 
gas. This is just one of the new features- 
to-come that will make your GRAND fran- 


chise more valuable than ever before. 


And in the meantime, the Grand Ranges 
now in use in American kitchens 
are your best “silent salesmen” for 


bigger and better business tomorrow. 





‘ a 


GAS RANGES 


GRAND HOME APPLIANCE COMPANY « 


CLEVELAND, OHIO 
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Just as soon as 
UNION and VICTORY 
shut down on Fighting Tools! 
Just as soon as we can switch our ex- 


panded facilities from fighting tools to 
hardware and sporting tools, — 





| 
| You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 


* Hack Saw Frames 





| 





Gun Implements 
* Available on Priorities 


"UNION" THERE IS STRENGTH 


HARDWARE COMPANY 
aw EWE 


TORRINGTON, CONN. 


IS|' CHAMBERS STREET 





PASHA Convention 





PASHA OFFICERS—Left to right: George R. Park, Jr.. Wayne. Pa., second 

vice-president; M. C. Gay, Jr.. Tunkhannock, Pa., president elect; L. S. Kelso, 

Pittsburgh, Pa., retiring president, and T. Lawrence Edwards, Jr., Ebensburg, 
Pa., newly elected member of the executive committee. 


NAME & PLACE —Pennsylvania 
& Atlantic Seaboard Hardware As- 
sociation, 43rd annual convention, 
Philadelphia, Pa., sessions, Ben- 
jamin Franklin Hotel, Feb. 14-15, 
1944; Pittsburgh, Pa., sessions, 
Roosevelt Hotel, Feb. 17-18, 1944. 


NEW OFFICERS (elected in 
Pittsburgh )—President, M. C. Gay, 
Jr.. Tunkhannock, Pa., succeeding 
L. S. Kelso, Pittsburgh, Pa.; vice- 
presidents, R. D. Howell, Perth 
Amboy, N. J., and George R. Park, 
Jr., Wayne, Pa.; secretary-treasurer, 
W. Glenn Pearce, Philadelphia, Pa.; 
assistant treasurer, Harry D. Kaiser, 
Philadelphia, Pa., who is president 
of NRHA. Advisory board: L. S. 
Kelso, Pittsburgh, Pa.; Clarence S. 
Newcomer, Mt. Joy, Pa.; Charles J. 
Ritterhoff, Baltimore, Md.; H. D. 
Whieldon, Greenville, Pa.; George 
E. Corcelius, Huntingdon, Pa.; E. 
Hulings Antrim, Camden, N. J. 
Executive Committee: M. Haswell 
Pierce, Milford, Del.; R. M. Imsch- 
weiler, Tremont, Pa., and T. Law- 
rence Edwards, Jr., Ebensburg, Pa. 
(new). 


ADDRESSES (some delivered at 
meetings in both cities, some in but 
one city)—Retiring President L. S. 
Kelso, Pittsburgh, said that 1943 
business had been good, with many 
lines scarcer than before, but with 
satisfactory inventories and plenty 
of cash. Some dealers had added 
many new items and lines with ex- 
cellent results. Much new competi- 
tion will be faced, in the post war 
world, by hardware dealers. He out- 
lined association activities and ser- 
vices, 

Kendall F. Query, War Finance 
Committee, said the object of get- 
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ting retail dealers to participate in 
the fourth war loan drive is to help 
get “loose” or “dangerous” money 
out of circulation. Twenty-five mil- 
lion people not attached to any pay- 
roll deduction plan are all potential 
buyers for bonds and stamps in hard- 
ware and other retail outlets. Deal- 
ers should merchandise bonds and 
stamps just as they do in selling 
merchandise. 

George E. Whitwell, vice - presi- 
dent, Philadelphia Electric Co., 
Philadelphia, Pa., expressed the 
opinion there would be but little 
change in the types of appliances 
made immediately after the war 
since such appliances would be 
basically the same as 1942 models. 

Glenn Griswold, New York City, 
editor, “Planning for Postwar,” 
spoke on planning for post-war busi- 
ness operations. 


War in the Pacific 


Col. Jack Major, lecturer and 
traveler, at the banquets in both 
cities, told of the experiences ad 
soldiers fighting the Japanese and 
of the life of American soldiers in 
Australia, with whom the Australians 
are very friendly. The greatest 
morale builder among American 
soldiers is the privilege of griping 
about anything they like. He show- 
ed air action pictures of actual 
combat and told of the trickiness of 
Japanese soldiers. Roy G. Howells, 
Philadelphia, Pa., astrologist, out- 
lined the effect on our lives and 
characters of the dates on which we 
were born using members of the 
audience as examples for character 
readings. 

Thomas K. Ruff, Columbia, S. C.., 
past president NRHA, said that two 
years ago he had felt hardware deal- 


ers would lose 25 per cent of their 
volume, because of the war, whereas 
good gains had been made. He 
urged prompt store and method im- 
provements as a means of combating 
post-war competition. 

Robert Murray, Honesdale, Pa., 
told of his organization’s handling 
of government surplus goods con- 
tinually since 1919. Such goods are 
easy to buy if you will pay more 
than anyone else, but if you can’t 
sell them don’t buy them. “If you 
buy such goods you may have some 
of them for years. Don’t buy on too 
large a scale, and remember you 
have to find a market for the things 
you don’t want. You must love the 
game and be a good trader to be 
successful in handling such goods. 
Also needed are ample capital and 
credit, sufficient low cost storage 
and a_ good selling organization 
that is willing to do plenty of hard 
work, 


Taxes Discussed 


M. D. Bachrach, tax consultant, 
said even tax consultants are puzzled 
by the present tax laws and blanks, 
the forms being complicated because 
the law is complex. He explained 
the different sections of the present 
income tax forms, pointed out in- 
dividuals will contribute more this 
year than corporations. Income tax 
laws were, he said, originally passed 
for raising revenue but at present 
are used for social reform and as a 
means of redistribution of wealth. 

Rivers Peterson, Indianapolis, 
Ind., managing director, NRHA, 
told of the proposal of the Central 
Council of National Retail Associa- 
tions for orderly disposition of gov- 
ernment surplus stocks the plan be- 
ing aimed to keep surplus stocks out 
of the hands of speculators and to 
break them down into lots smaller 
concerns may handle, in case lots 
for example. 


Development of Plastics 


Harold A. Daschner, Lansing, 
Mich., secretary, Michigan Retail 
Hardware Association, sketched how 
war time developments in plastics 
will help tomorrow for civilians. He 
showed glass, plastic and plywood 
applications as substitutions for 
metals. Some plastics are better 
than the materials for which they 
have been substituted, others he 
warned, are inferior. When you sell 
substitutes know about them and tell 
the consumer how to use and how 
not to use them. 
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RICH 


LADDERS 


Limited materials 
curtail our produc- 
tion to several 
models. 


DUREX For Immediate Needs 
A Real Good Contact Your Jobber 


Household Ladder 


Extension Ladders Available 


The RICH LADDER & Mfzg. Co. 


1000-28 DEPOT STREET 
CINCINNATI 4, OHIO 





HAND TOOLS 


a 


| No black sheep in the Teideell 
* hand tool family! Bvery one's 
“= made to make good with the 


man who's going to use it, And they edey 
In theie modest way, there fine tools 
help a hardware man hold and build 


r 


his trade, 


WE MAKE THESE THINGS, MIGHTY WELL; 


Crow Hare 
Pinch Mare 
Wrecking Mare 
Clam Koives Tobacce Speare 
Fish, Crab and =  Sevately Awle 
Minnow Nets Clam andl Oyater 
Grapnels lounge 
Ane ess Clam and Oyater Makes 


Cleavers 
lee Picks 
Oyster Koives 





Chas. D, BRIDDELL, Inc. 


Craftsmen In Metal sinte 1804 


CRISFiELD MARYLANW 
D 




















Every rope wer thodld leam to comnervs rape—e Vaal “Wack” A was 
The Rope Conservation Campsiqn tosis, “Thea toys 
For Yous” will tell you how, Copies will bo bwnched won 14m 
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Ohio Convention 


NAME & PLACE—Ohio Hard- 
ware Association, 50th annual con- 
vention and exhibit, Feb. 15-17, 
1944, Deshler-Wallick Hotel, Colum- 


bus, Ohio. 


NEW OFFICERS—President, A. 
H. Carpenter, Athens, succeeding 
Joseph Kohstall, Cincinnati; vice- 
president, Carl E. Graeff, Dayton; 
secretary-treasurer, John B. Conklin, 
Columbus. Directors: Howard H. 
Bailey, LaRue; Clarence W. Luelf, 
Toledo; L. P. Vallery, Waverly; G. 
V. Britton, Akron; A. J. Gunsett, 
Van Wert; Joseph Kohstall, Cincin- 
nati (new); W. F. Hutton, Steuben- 
ville (new) ; W. H. Whissen, Colum- 
bus (new) ; C. E. FitzGibbon, Cleve- 
land (new). 


RESOLUTIONS — Favored legis- 
lation assuring orderly disposition 
of government held surplus goods, 
and plan of Central Council of 
National Retail Associations for that 
purpose; urged Ohio Congressmen 
to do all in their power to preserve 
American small business and free 
competitive enterprise and to sup- 
port legislation to establish an 
Assistant Secretary of Commerce for 
Small Business. 


ADDRESSES —Invocation by 
George M. Gray, Coshocton, Ohio, 
who later traced the association’s 
history and showed a 50 Year Cer- 
tificate for John S. Spoerl, Hamilton, 
oldest active hardware dealer in the 
state, who was unable to be present. 
He awarded a certificate to Walter 
M. Hartke, Hartke Hardware Co., 
Cincinnati, oldest hardware store in 
Ohio, as well as other 50 Year mem- 
bers. 

President Joseph Kohstall, Cin- 
cinnati, talked of association activi- 
ties in his address and told of Ohio’s 
law prohibiting discount sales by 
companies, to their employees and 
others of lines they do not manufac- 
ture or regularly sell. National in- 
come predicted for the first post- 
war year is 120 billions as compared 
with 71 billions in 1939. Restrictions® 
on “bread and butter” items of the 
hardware trade have been very diffi- 
cult but are building up a backlog 
of demand that will take years to 
supply. 

Prof. William C. Craig, Capital 
University, Columbus, spoke on 
“Why We Laugh,” stating laughter 
is an American characteristic and 
that we look forward to the time 
when all may be living happy and 
without fear. 


F. J. Pekoc, Jr., Cleveland, said 
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the war will cause many merchan- 
dising and distribution changes, with 
great expansion in chain store activi- 
ties. He urged careful consideration 
of changes in lines, personnel train- 
ing, stock simplification, buying con- 
centration, credits, collections, de- 
liveries, office methods, store loca- 
tion and neighborhood changes. 
Close out obsolete merchandise and 
quickly dispose of so called Victory 
merchandise and of war-time substi- 
tutes. 

J. E. Hugo, central promotion 
manager, Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio, said that 
as of the end of this year there will 
be 24 billions in bonds and deposits 
and 40 billions by the end of the 
war. Only 10 to 20 per cent of 
industry will be faced by the need 
of reconversion following the war. 
Present electrical appliance makers 
will expand their lines and war 
products makers will enter the field 
after the war. This company has 
a time table for the future as to re- 
entry into manufacture of appli- 
ances. He advised hardware stores 
to tie in with progressive manufac- 
turers with line-shaving consumer 
acceptance. Dealers should have 
better trained salesmen, carry com- 
plete lines and have outside sales- 
men. 

H. F. Stotzer, Archbold, outlined 
activities of the Ohio Small Business 
Commission, of which he is a mem- 
ber. It is studying competition from 
larger firms, advantages cooperative 
organizations have as to taxes, etc., 
ability of smaller business to oper- 
ate under present OPA regulations 
and post-war possibilities in small 
business. 


Rivers Peterson, Indianapolis, 
Ind., managing director, NRHA, 
told of the plan proposed of the 
Central Council of National Retail 
Associations for orderly disposition 
of government held surplus mate- 
rials and merchandise to keep them 
out of the hands of speculators and 
to have them in units smaller dealers 
may buy. 

T. M. Feeley, Regional Fuel Office, 
OPA, Columbus, discussed stove ra- 
tioning and developments in that in- 
dustry since 1941 when defense pro- 
duction took materials normally used 
for stoves. 

Robert Goulder, The Goulder 
Brush Co., Cleveland Ohio, an- 
nounced that those under CMP in 
group 2 can now get 55 per cent 
bristle and 45 per cent paint brushes 
and under WPB-547 a _ limited 
amount of brushes over 234 in. in 
size may be obtained. 

L. F. Livingston, manager, Agri- 
cultural Extension Division, E. I. 
du Pont de Nemours & Co., Wil- 
mington, Del., said scientific re- 
search has meant better living in 
this country and is helping us win 
this war. This nation’s chemical in- 
dustry started during the first World 
War, for example prior to it this 
country obtained 95 per cent of its 
dyes from Germany and is now sup- 
plying 96 per cent of the world’s 
dyes. He demonstrated operation of 
explosion rivets and discussed new 
uses of tenite, nylon and others. 

Arthur C. Horrocks, Goodyear 
Tire & Rubber Co., Akron, Ohio, 
pointed out the difference between 
this and dictator controlled coun- 
tries in that where we lack some- 
thing a scientist goes after it where- 
as dictators go and grab what they 
want. Using figures of the U. S. 





OHIO OFFICERS—Seated, left to right: John B. Conklin, Columbus, secretary- 
treasurer; A. H. Carpenter, Athens, president; Carl E. Graeff, Dayton, vice- 
president; Joseph Kohstall, Cincinnati, director and retiring president. Stand- 
ing. left to right: Directors, C. E. FitzGibbon, Cleveland; A. E. Herrnstein, 
Chillicothe, past president, NRHA; W. H. Whissen, Columbus; Clarence W. 
Luelf, Toledo; A. J. Gunsett, Van Wert: L. P. Vallery, Waverly: G. V. Britton, 
Akron: Howard H. Bailey, LaRue; and W. F. Hutton. Steubenville. 


HARDWARE AGE 











(C 


> wa 














Clee 
runn 
Mac 
abre 
cally 





M: 








er 
in 
nt 


es 


in 


my PE? TF = 









































FULLY a 

GUARANTEED 

ASTO QUALITY, \ 
FIT. AND FINISH 


Patterns are available for practically all plows, 
listers, middlebreakers in No. | soft center or No. 
2 crucible steel of the highest quality obtainable. 
Send today for catalog and trade prices. 

ANTI OT P TETED SOE A 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO ° 
CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 1873 

















THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 








Tue Forstner 
Augor Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 


















If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 4“ to 144” by sixteenths; with 
machine shanks, from 154" to 3” 
by eighths. 










JAe PROGRESSIVE MFG. CO 


TORRIBBITSOHK+- ++ OWHK.2 OC Tee ae 





GENERAL 


year. Our country needs foods .. . 





tools in fighting trim. 








SICKLE CONES POWER SICKLE 


; GRINDER 
Clean, sharp cutting, true PS. 
running, perfectly leveled. a voy general utility 


i P rinder all farm work. 
a a oe Srompens six sections at a 


time. V or Fiat belt drive. 








abrasive mineral, electri- 
cally fused. All sizes. 


POWER AND HAND SICKLE GRINDERS Ff ym * 
KEEP YOUR FARM TOOLS NEW * 


Increased harvests are as important as guns and airplanes this 
more and more of them 
to keep in fighting trim. "General" power and hand Sickle 
Grinders will help produce more by keeping hard-to-replace farm 
Buy from your regular jobber. 
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HAND SICKLE GRINDERS 

Sturdily built for long usage. Accurately ma- 

chined gears and pinions. Electrically fused 
sickle cones. 






GENERAL HARDWARE COMPANY 


3616 W. PIERCE STREET 


MARCH 2, 1944 


MILWAUKEE, WISCONSIN 






Chamber of Commerce (which were 
summarized on page 113 of the Feb. 
3, 1944, issue of Harpware AcE). 
Consumers in this country have, he 
said, 85 billions in savings as of last 
December in bonds and banks and 
in April of this year will have 100 
billions. The future is unlimited 


and is the beginning of everything 
for this country. 

At the banquet Wednesday night 
James Finney Lincoln, president, 
Lincoln Electric Co., Cleveland, 
Ohio, and Capt. Lester Personeus, 
Lockborune Air Base, addressed the 
association. 





Iowa Convention 





IOWA OFFICERS—Left to right: Harry L. Summitt, Macedonia, vice-president: 
Wm. A. Broquist, Des Moines, president, and Philip R. Jacobson, Mason City, 
secretary-treasurer. 


NAME & PLACE — lowa Retail 
Hardware Association 46th Annual 
Convention and Hardware Show, 
February 8-11, 1944, at the Fort Des 
Moines, Des Moines, Iowa. 


OFFICERS — All officers were re- 
elected: President, Wm. A. Broquist, 
Des Moines; vice-president, Harry 
L. Summitty Macedonia; secretary- 
treasurer, Philip R. Jacobson, Ma- 
son City; attorney, Ralph S. Stan- 
berry, Mason City. Directors: E. A. 
Hansen, Rudd; R. B. Schlotfeldt, 
DeWitt; Stanley Shupe, Clarion, and 
George R. Fie, George. Advisory 
Board: C. U. Chickering, Waterloo; 
J. T. Kuempel, Guttenberg, and 
C. E. Pedrick, Douds. 


RESOLUTIONS —E x pressed 
gratitude to jobbers and manufac- 
turers for supplying available mer- 
chandise despite war conditions; re- 
quested WPB to permit the making 
of galvanized farm baskets from 
non-critical material not suitable for 
war requirements; thanked the State 
Tax Directors for a ruling to all 
County Auditors advising that the 
use of a “fluctuating inventory 
form” was not compulsory in as- 
sessing retail stocks; urged the WPB 
to make certain that raw materials 
are available to manufacturers be- 
fore releasing announcements of 
production of such articles as coffee 
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pots, tea kettles, electric irons, 
enamel and aluminum ware, etc.; 
requested a simplification of the 
Federal Income Tax forms; asked 
that WPB investigate the shipments 
into Iowa of a certain stove com- 
pany to determine whether or not 
such shipments complied with all re- 
quirements of the OPA Stove Ra- 
tioning Order, and endorsed the 
plan for the distribution of surplus 
war goods, being proposed by the 
Central Council, of National Retail 
Associations. 


ADDRESSES —At the opening 
business session, Tuesday afternoon, 
as well as at the following business 
sessions from six to eight, repre- 
sentatives of jobbers and manufac- 
turers, in seven-minute talks, pre- 
sented their views on current trade 
trends and the probable post-war 
future. Followjag:these forums ques- 
tion periods were held. 

John J. Moffatt, district appliance 
manager, Westinghouse Electric 
Supply Co., Chicago, Ill, in speak- 
ing on “The Future of Electrical 
Appliances,” declared the post-war 
appliance market would offer a 
golden opportunity to aggressive 
hardware merchants. Lewis Brown- 
son, The Brownson Company, Min- 
neapolis, Minnesota, with “Forecast- 
ing the Future of the Hardware 
Business” as his subject, stressed 


the importance of a real service de- 
partment and planned employee 


-training for hardware stores. 


With “Facing the Future” as his 
topic, Rivers Peterson, managing 
director, National Retail Hardware 
Association, Indianapolis, Ind., ex- 
plained the program of the organi- 
zation as planned for the post-war 
period and reviewed some of the 
more important activities of the as- 
sociation during the past year. Dr. 
Alfred P. Haake, Park Ridge, IIl., 
had “Looking Into the Crystal Ball” 
as his subject, and he urged that 
we broaden our views and forget 
selfish personal and national inter- 
ests if we were to have peace and 
prosperity in the post-war era. Dr. 
Haake is an honorary member of 
the Iowa Association and this was 
his fourth appearance at their con- 
ventions. 

At the Thursday afternoon ses- 
sion a special service in memory of 
departed members was conducted by 
Dr. Frederick J. Weertz, association 
chaplain. 

T. B. Allen, district-manager, ap- 
pliance sales, General Electric Co.. 
Minnesota, in his address on “Elec- 
trical Appliances and Post-War 
Selling” emphasized that competi- 
tion for the consumer’s dollar will 
be keener than ever in the post-war 
period, but he declared the wonder- 
ful future for the electrical indus- 
try can be appreciated when we real- 
ize that the cosmetics industry takes 
two and one-half times as many dol- 
lars from the national income as 
does the electrical industry. Mr. 
Allen also outlined a suggested plan 
to enable the hardware merchant to 
become a leading retailer of appli- 
ances when this merchandise again 
becomes available. 

Good sound logic was advocated 
for a happier world: by Dr. Henry 
Hitt Crane, Central Methodist 
Church, Detroit, Mich., in his ad- 
dress, “Clear Thinking in a Con- 
fused Time.” Dr. Crane deplored 
the Detroit race riots and urged that 
racial and religious prejudices be 
eliminated in our thinking if we are 
to avoid a terrible aftermath’of the 
war. 

The annual banquet and floor 
show was held in the main ballroom 
of the hotel Thursday evening. The 
principal address, a highly inspira- 
tional one, was given by Rev. A. N. 
Rogness, Trinity Lutheran Church, 
Mason City. 

An organization meeting held Fri- 
day morning was the final convention 
event. Attendance was excellent 
and interest very keen at all ses- 
sions. 
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Transportation Facilities Crowded ! 


® Order 
@® Whitney Grass Seed Now 


® For Prompt Delivery 


Make ample allowances for delays in 
transportation—order your stock of Whit- 
ney Grass Seed at once for Spring sales 
.. . Be prepared for a big season ahead. 
The nationally advertised Whitney line of 
quality grass seeds includes a type to 
meet every individual requirement and 
every pocketbock—and there’s fast turn- 
over and profit in every Whitney item! 


Eye-Catching Write for New Price List 
Display Signs 
FREE! 


They'll give sales ap- 
peal to your Spring 
displays. Whitney sales 
helps include counter 
cards, window s' 


ers, handy folders. WHITNEY Super-Refin 
—S GRASS SEED 
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R EVERY NEED 


LINGERWETT 


Largest selling remover in the U.S.A. Stays wet until the 
toughest finish is subdued. For all general removing. 


WONDER-PASTE 


Has the same powerful action as Lingerwett. Designed 
especially for use on exteriors and upright surfaces. 
Order from your distributor, or write us for information. 


WILSON-IMPERIAL COMPANY 
Dept. H-314, 115 Chestnut St., Newark 5, N. J. 












Why so many adver- 
tisers use the Classi- 
fied Opportunities 
Section of Hardware 
Age when they want 
to reach Manufactur-” 
ers, Manufacturers’ 
Agents, Jobbers, Job- 
bers’ Salesmen, Re- 
tailers and Retail 
Salesmen. They reach the very class they — 


want to reach and get results. That is SS 
why the— — 


CLASSIFIED 
OPPORTUNITIES SECTION 
oY Hardware Age is so well patronized—advertisers know 
they are advertising in the right medium. Hardware Age 
carries their message straight to the “Cream of the trade” 
without waste circulation. Your advertisement speaks the 


Hardware language to the Hardware trade. Send your ad 
with remittance to— 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St. New York City 
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On the Market Again 


HE War Production Board has released materials 

for a limited quantity of “Tite-Line’ Clothes Line 
Holders so that your jobber again has a supply. It's 
a fast-selling, profit-making, counter item that saves 
line, saves time, prevents knots and kinks, holds line 
tight, and eliminates tying. The harder the house- 
wife pulls on the line, the tighter a “Tite-Line” holds. 
Attractively packaged in counter display carton hold- 
ing two dozen. Order a supply from your jobber 
today. 








THE MIDLAND COMPANY 


MANUFACTURERS — INCORPORATED 1911 


SOUTH MILWAUKEE + WISCONSIN 
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Progress of the War in Europe 


From the “Topics of the Week” 
letter sent by Oliver Bros., Inc., 
to its clients on Feb. 16, 1944 


O understanding of the course 

of the war and the way that 
we are fighting it—which affects the 
business outlook, both for the pres- 
ent and immediate postwar future— 
is possible without understanding 
the role air power has played in our 
plans. This week Charles E. Wilson 
of the War Production Board as- 
serted that American Air Force at- 
tacks from Britain alone, up to re- 
cently, had accounted for reducing 
Nazi fighter plane output by 40 per 
cent. Meanwhile, he asserted, bomb- 
ing was continuing to reduce the 
Nazi war potential even as our out- 
put of aircraft—with which to hit 
Nazi plane plants—was still in- 
creasing. 

The question has often been 
raised as to whether air power alone 
could subdue the Nazi forces. Mr. 
Churchill has remarked time and 
again that while this question was 
unanswered, at least for a time, air 
power would be given a chance. Ac- 
tually, as we shall see, that prob- 
ably meant that until we were ready 
to do something else, we might just 
as well let air power prepare the 
way for that something else. These 
letters pointed out all during 1943 
the rising scope of the air offensive 
against Germany, but also the fact 
that the cost in total output was 
fairly high to us, while the air of- 
fensive did not seem to be producing 
decisive effects by itself; that is, 
that the air offensive was not win- 
ning the war by itself. In any case, 
the war has dragged on for many 
additional months. But the advo- 
cates of air power were given their 
case—that our air power had yet to 
reach its zenith, that the total ton- 
nage dropped was rising, that air 
power was first directed towards 
chopping down Nazi output, secon- 
darily towards driving the Luftwaffe 
out of the air, and finally towards 
knocking out all German war po- 
tential. 


Cutting Nazi Plane Output 


That three-phased job has actu- 
ally gone hand in hand, but in terms 
of logical order, it is clear that we 
are working still on the No. 1 aspect 
—cutting down Nazi plane output. 
The bombing now being done is now 
more in the hands of American day- 
light bombers than it is in the hands 
of the RAF night raiders. This is 
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in sharp contrast to the situation a 
year ago, when our aircraft were 
much fewer and weaker in number 
than Britain’s. We are not only 
carrying out precision bombing by 
day—our most publicized weapon— 
but we are also bombing through 
clouds on whole areas, in the way 
the RAF does at night. 

In terms of war production, we 
can see that plane output now takes 
about half our total munitions out- 
put, and that bombers constitute 
half the planes. While our losses 
in bombers are heavy, we're still 
turning out more than replacements. 
Now, on the other hand, we’re cut- 
ting down the output of munitions 
for the ground forces, and holding 
shipbuilding steady. This reflects, 
by implication, how it is that the 
Nazis can keep fighting so strongly 
with so much less war potential 
than we. The answer comes down 
to the fact that though they are 
away behind in aircraft, they have 
enough steel and war potential to 
arm themselves—not enough, of 
course, but so much that they can 
keep fighting so far. We find we 
have surplus steel, even though we 
are putting a tremendous amount of 
it still into ships to carry supplies, 
war vessels to gun the Japs, and 
invasion barges to carry our troops 
right onto beachheads. 


Nazis Heavily Armed 


Now the Nazis not only have a 
good deal of armament in the form 
of guns, ammunition, tanks, mor- 
tars, etc., but they are fighting be- 
hind good defensive positions. This 
forces us to pit against them a 
superior force. They have a fur- 
ther advantage in manpower in that 
they are fighting on internal lines 
of communication and _ transporta- 
tion. For example, we must expend 
more manpower on the seas, at ports 
and depots to get supplies to the 
fronts than do the Nazis. Whereas 
before in Russia, when they were 
advancing, Hitler’s forces had to 
build roads and repair railways, 
now they are retreating on these, 
don’t have to waste effort on them, 
but instead can force their Russian 
or Anglo-American enemies to do 
that. Because our manpower is so 
tied up is another reason we don’t 
have use for all the guns, tanks, 
shells, and similar ground armament 


that we could produce, and another 
reason why the Nazis have relative- 
ly “enough.” 

To return to western Europe, the 
invasion area, it’s clear that we are 
building up a huge force for ground 


action, but that we are going to wait - 


a while before using it until we’re 
sure that the seas and the’ fixed 
coastal defenses don’t constitute too 
much of a handicap, even though 
we must face in total numbers small- 
er fighting force than we ourselves 
have. Thus, we must make up, in 
addition to all the supply-line man- 
power wastage inevitable to the at- 
tacker, all the advantages of fixed 
defense. The minimum for invasion 
must be to knock out the German 
air force and to gain not only air 
superiority but even complete domi- 
nance of the skies. 

Having cut Nazi fighter output by 
40 per cent seems a tremendous 
achievement, and no doubt the bomb- 
ing of German cities has reduced 
morale there and cut down Nazi 
strength in the field—though to a 
lesser degree than their strength in 
the air. Still, not only has the air 
offensive as yet failed to crush Ger- 
many, and not only has it failed to 
clear the skies of the possible Nazi 
threat to our invasion forces, but 
also, it has by Mr. Wilson’s admis- 
sion failed to stop as yet fighter 
plane output. 


Doubling Overseas Forces 


Now, as against this it should be 
considered that our plans call for 
doubling the number of troops we 
have overseas during 1944—boost- 
ing the total from 2,500,000 at the 
end of 1943 to 5,000,000 at the end 
of 1944. That will be the peak, 
since the remaining 2,500,000 men 
in this country will be men going 
through as replacements, training 
replacements, guarding key plants, 
shores, etc., and for other home du- 
ties. 


Gen. Eisenhower has assured us 
that we shall win the European war 
in 1944—and yet our Italian offen- 
sive, our air offensive, and the Rus- 
sians’ offensive all seem to be fur- 
ther behind than many had hoped. 
Certainly, there has here been set 
down, in terms of what has obvi- 
ously been our strategy so far in use 
of manpower versus air power, some 
background for understanding why 
our invasion might be delayed dur- 
ing 1944, why victory might wait 
until the year-end or early 1945. 
This, in any case, is background for 
the shifts in the munitions schedules 
and the prospect for reconversion in 
late 1944, 
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Voday —Dependability® 
hasa Deeper Meaning! 


Each Marble’s Product, whether for use in Peace 
or in War, is made as if the lives of our own 
boys depended upon its performance. 


In personal combat service all over the world— 
your boys, our boys—and Marble’s Products are 
giving a good account of themselves. 


MARBLE ARMS & MFG. CO. 


540 DELTA AVE., GLADSTONE, MICH., U. S. A. 


MARBLES Outing Equipment 


Sportsmen's Knives, Axes, Gun Sights, Cleaning Implements, 
Compasses, Waterproof Match Boxes, etc. 














GENUINE AE! 


PRODUCTS 


SLandar nde 


HAYING TOOLS 
Hay Carriers, Carrier Track, Track Fixtures, f 
Hay Forks, Hay Slings, Sling Attachments, {/ga a 
Hay Pulleys, Gable Hinges, Hay Rack 17 


Clamps, Power Hoists, Hay Knives, etc., etc. 
Established 1879 


— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 
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Manufacturers of 


WHEELBARROWS 

LAWN ROLLERS 
CONCRETE CARTS 
SALAMANDERS 

DRAG SCRAPERS 
MORTAR PANS 

MORTAR MIXING BOXES 


Write for 
Catalog 
42H A 








Established 1876 


€6.y.5. 0” 


JACKSON MANUFACTURING CO., HARRISBURG, PA. 


NOW! .. For the First Time | 


The Approved 


ALKEMI SOIL TESTER KIT & SOIL TEST GUIDE 
Retails for 10¢ with 6 Soil Testers in Each Kit | 


*IT’s simple,—easy,—accurate. 


A “MUST” for every Gardener | 


. . no chemistry required. All you do is take a small sample | 
of your soil, dip one of the SOIL TESTERS into the soil sample | 


and you then know what vegetables and flowers are to be planted 


in the right type of soil. 
Full instructions and plant lists included. 

Packed 6 doz. Kits to a Display Box $4.80 per Box. Delivered Minimum 
Shipment East of the Mississippi 24 Disp. Boxes of 6 Doz. Each. Deliv- 
ered Minimum Shipment West of the Mississippi 75 Disp. Boxes of 6 
Doz. Each. 

(Liberal wholesale discount allowed on orders of 24 Disp. Boxes or more) 

Write for details and send orders to 


B. MEIER & SON, INC., National Distributors 
209 Bronx Terminal Market, Bronx 51, N. Y. City 










These products are subject to 
but 


are available for certain classes 


various limitation orders, 
of users. Details and name of 
our nearest jobber furnished 


upon request. 









SANDVIK 


PULPWOOD SAWS 


AND 
BUCK SAWS 
(FOR CUTTING FIREWOOD) 

¢ SAVE TIME 
¢ SAVE ENERGY 
¢ SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 WARREN STREET New York, N. Y. 











A NAME THAT GUARANTEES 


SUPERIOR QUALITY 
BRIGHT WIRE GOODS 


CHAS. 0. LARSON CO. 





MARCH 2, 1944 


STERLING, ILLINOIS 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ 08 


Positions Wanted 
|| (Special Rate) set solid, maximum, 
5 RE eC re $1.00 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
SO WE binnak ds cubdacuscabanceae $6.00 


Essential | Workers 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 


4 insertions, 5% off; 8 insertions, 10 % off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 


sufficient postage for remailing. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 








Need Rialiinis 


Statements 








JOBBERS—MANUFACTURERS AGENTS WANTED 


Jobbers and Manufacturers Agents interested in adding a new big repeat profit 
item that can be sold to Hardware—Mail Order—Department—Grocery—Chain- 
stores. Representing our newly developed sensational Powers Venetian Blind Liquid 
Cleaner. Priced low. Sells like hotcakes. 
Cleans like magic. Rub it on—Wipe it off. Cuts grease—dissolves dirt instantly. 
Leaves Wood—Metal—Plastic blinds sparkling clean. Blinds cleaned in one-fourth 
usual time without removing from window or taking apart. Will not injure finest 
finish. Contains no acid—caustic—lye—soda—soap. Eliminates muss. Takes drud- 
gery out of cleaning Venetian Blinds. Statement of availability required. 


SEND FOR OUR PRICE LIST — WITH TRADE DISCOUNTS 


POWERS PRODUCTS —8101 INGLESIDE AVE. CHICAGO 19, ILLINOIS 


Here is a new field for added profits. 














Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 


Covering all classes of jobbers. We will 
carry the accounts or you can bill direct. 
Write fer further information and 
references. 

Address Box H-319, eare of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 





BRITISH MANUFACTURERS 
OF REPUTE 


wish to contact Manufacturers in the U.S.A. 
to produce in Great Britain any patented 
line for domestic use where large Sales are 
assured. Large Plant at present in use on 
light Aero Parts. 


Would prefer manufacture and despatch 
only and suggest advertising and sales be 
organized by existing American Organiza- 
tion. Reply in confidence. 
Box H-368, care of Hardware Age 
100 E. 42nd Street, New York 17, N. Y. 

















10,000 ASSORTED DROP FORGED INDUS- 
a T and . ~y ~ socket wrenches '/'' 

2°" open . xagon and squore. in 
lots of 100 to 500 the price is 10 cents each, 
net cash. FOB Cleveland. Special discount 
in large quantities, subject to prior sale. 


Mauufacturers Sales & Distributing Co. 


5005 Euclid Avenue, Cleveland 3, Ohio 











ATTENTION MANUFACTURERS! 
HIGH GRADE SALESMAN wants to represent well- 
manufacturer in Chicage and Middie West on 
a Basis. 


sted in tested repeat products that can be 
sold to Hardware and-.Sporting Goods jobbers, Mail 
Order Houses and Houseware Chains. 

Acquaintanceship of twenty (20) years and substantial 


following. 
JOHN C. McCARTHY 
6627 Glenwood Ave., Chicage 26, Il. 








REINFORCED WOODEN WRINGER BUCK- 


ETS WITH ALL METAL WRINGER AT- 
TACHED, 12 QUART SIZE; WIRE SCRATCH 
BRUSHES WITH LONG HANDLE, SIZE 
3 x 19 ROW, $1.50 PER DOZ;. MOPSTICKS 
LARGE SIZE, METAL SPRING TYPE; 
TWISTED WIRE HANDLE BOWL BRUSHES 
$1.20 PER DOZEN; ALSO COMPLETE 
LINE OF FLOOR BRUSHES AND PAINT 
BRUSHES. SCOTT PRODUCTS CO., 15225 
SARANAC RD., CLEVELAND, OHIO. 





ACCOUNTS WANTED — REPRESENTA- 
TIVE ESTABLISHED SINCE 1928 calling on 
hardware jobbers, glass and paint wholesalers, 
mill supply distributors and sash and door jobbers 
interested in additional lines of available goods 
for Southwestern territory. Address Box H-361, 
care of Harpware Ace, 100 E. 42nd Street. 
New York 17, N. Y. 








HARDWARE CLERK—12 YEARS’ RETAIL 
EXPERIENCE, honest, trustworthy, steady— 
wants permanent position. Ability to create and 
make sales advantageous to firm. Address Box 
H-359, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 
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PART TIME SALESMAN WANTED, CALL- 
on large Hardware stores to sell Central 
Park Nationally advertised Grass Seed on 10% 
commission basis. Apply I. L. Radwaner Seed 
Co., Inc., Nanuet, (Rockland County), N. Y. 
Statement of availability required. 





LINES WANTED 
by 


Financially Responsible Representatives 
22 Years Experience in the Hardware Field. 


Prefer Our Own Billing 
References Exchanged. 


Housewares or Hardware 
For Wholesale or Retail 
Also for Dep’t. Store Trade 
Have Large Warehouse 


SHAY-JUDD & CO. 
445 N. LASALLE ST. 
CHICAGO, ILL. 








For Sale 
Approximately 10 Car Loads 


BARB WIRE 


Black approx. 12 ga. 4 point, 3 inch 
spacing. 40 rods per spool. 


Prices considerably below market. Act 
now while stock is available. Specify 
quantity. 


SONKEN-GALAMBA CORP. 


Kansas City 18, Kan. 














DISTRIBUTORS WANTED: UNUSUAL 
OPPORTUNITY TO make big money on new 
non-breakable 1” magnifying glass eye loupe. 
Very attractive. Big profits. Very large field of 
users, machine shop workers, watchmakers, etc. 
Send 45c for sample. Mark Specialty Co., 406 
Temple Bldg., Rochester, N. Y- 





SALES OR GENERAL MANAGER—WITH 
a twenty-year record of achievement in man- 
agement and sales production in the hardware 
industry—from behind a desk as well as in the 
field. My knowledge of product development 
(for a line or a single item), marketing, sales, 
hardware chain store management can be put to 
work for you—and. top executives of some of 
America’s leading hardware manufacturers will 
verify my ability. I have built substantial dis- 
tribution on new products with wholesale and 
retail hardwares, line lumber yards, paint stores, 
and have helped solve some tough problems in 
lines already distributed. Gentile, college trained. 
Twenty years in the hardware field made me 
worth a five figure salary to my last employer. 
Address Box H-372, care of Harpware AcE. 
100 E. 42nd Street, New York 17, N. Y 
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Classthied Opportumitien Section... 











Essential Workers Need Release Statements 





WANTED—MAN WITH HARDWARE EX- 
PERIENCE, capable of managing a Central New 
Jersey Store doing a business of over $100,000 
a year. All communications will be kept strictly 
confidential. Please state complete qualifications. 
Statement of availability required. Address Box 
H-365, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y 





A LARGE EASTERN DISTRIBUTOR OF 
VARIETY goods, toys, cosmetics, housewares, 
etc., are adding to their company salesgirls. A 
splendid opportunity to travel for a real concern. 
The following territories are open:—Baltimore, 
Md.: Trenton, N. J. and Philadelphia, Pa. De- 
lightful work, and good opportunity for those 
women who can qualify. State experience, salary 
expected, etc., in your first reply. Address Box 
H-363, care of Harpware Ace, 100 E. 42nd 
Street. New York 17, N. Y 





WANTED, FOR POST-WAR, BY estab- 
lished sales organization one good well paying 
commission line direct from factory to the large 
hardware dealers, mill supply, builders’ supply, 
farm supply and general store supply—we want 
exclusive sale South Eastern States. Address Box 
H-345, care of Harpware Acez, 100 E. 42nd 
Street, New York 17, N. Y 





EXPERIENCED HARDWARE SALESMAN 
WITH 25 YEARS’ selling, buying and merchan- 
dising experience. Good following in Northwest 
territory. Also familiar with plumbing and heat- 
ing supplies. Desire connection with manufac- 
turer or jobber either selling or buying. Married 
man age 44 with good education and excellent 
references. Address Box H-358, care of Harp- 
ware Ace, 100 E. 42nd St., New York 17, N. Y. 





DESIRE TO PURCHASE A HARDWARE 
STORE doing at least $50,000 a year in business. 
Please give complete information concerning stock, 
fixtures, etc. All replies will be held confidential. 
Address Box H-366, care of Harpware Ace, 





100 E. 42nd Street, New York 17, N. Y 
SAN FRANCISCO SALES AGENCY WITH 
GOOD Jobber Connections desires Industrial 


Lines of Durable Goods. Also interested in In- 
dustrial Supplies. Ralph Chaffee and Company, 
420 Market Street, San Francisco, California. 





EXPERIENCED SALESMAN WHO HAS 
TRAVELED Southern States for a number of 
years is interested in making post war connection 
with reliable manufacturer. Will be glad to 
furnish references as to character and ability. 
Now holding responsible position in defense work. 
Address Box H-360, care of Harpware Ace, 109 
E. 42nd Street, New York 17, N. Y 





SALESMAN—OPENINGS WITH OLD ES- 
TABLISHED firm selling the much demanded 
Duro Prepasted Wall Borders to Jobbers and Re- 
tailers. Will also offer opportunity for live man 
to take over certain established territories han- 
dling our fine decorative Decal business. Com- 
mission basis. Statement of availability required. 
Write R. R. Rathslag, Pres., Duro Decal Com- 
pany, 616 W. Adams St., Chicago 6, Illinois. 





2 WANTED FOR NEW ENGLAND 
AN EW YORK STATE BY EXPERI- 
ENCED. SALES-ORGANIZATION .. . BOS- 
TON SHOWROOM AND WAREHOUSE... 

D 


PLAN 
oor Pe? WAR NOW. ADDRESS PERKINS 


CO., 610 NEWBURY STREFT, 
BOSTON 15, MASS. 


MARCH 2, 1944 








BUYER WANTED—EXPERIENCED FOR 
TOOLS—Shelf & Builders Hardware—House- 
wares by a Young Progressive Philadelphia Job- 
ber—Must know Hardware—Excellent Oppor- 
tunity—Reply with Full Particulars To Box 
H-373, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. Statement of avail- 
ability required. 





DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
oe Wolff, 420 Lexington Ave., New York 
S75 Ie Ge 





MANUFACTURER’S REPRESENTATIVE 
would like to make contact with manufacturer 
that wants substantial representation throughout 
Pittsburgh and Vicinity. 10 years’ sales promo- 
tion and selling experience building materials, 
novelties, staples with large retail chain organ- 
ization. Numerous good contacts. Age 35, draft 
deferred. Write Ralph A. Frederick, 1317 Wis- 
consin Ave., Dormont 16, Pittsburgh, Pa. 





ESTABLISHED 8 YEARS — MANUFAC- 
TURERS AGENT MAINTAINING Offices in 
St. Louis, selling Hardware Jobbers and Indus- 
trial trade, in Missouri and Southern Illinois, 
desires contact with high class manufacturer of 
quality products. Straight commission basis. Our 
following with the trade will guarantee sales re- 
sults for your products. Address Box H-367, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 





WANTED CONTACT WITH DISTRIBU- 
TOR, JTOBBER or Salesman who is in a position 
to take over or sell a part of our limited pro 
duction of high-grade glue-powder. Address Box 
H-369, care of Harpware AGE, 100 E. 42nd 
Street. New York 17, N. Y. 








WANT .22 SHORTS OR LONGS AMMUNIT- 


TION. Any amount. Will pay $130.00 per case 
(10.000 shells). Cash waiting. Distance no 
harrier. Peerless Vending Machine Company, 


Dept. HA. 220 West 42nd Street, New York, 
N. Y¥. Wisconsin 7-8610. 





REAL OPPORTUNITY FOR AN EXPE- 
RIENCED. capable, hardware man. Must be 
familiar with hardware, paints, and house fur- 
nishings and willing worker. Write fully stating 
age, experience and references. Statement of 
availability required. Charles Librett Hardware. 
184 Huguenot Street, New Rochelle, N. Y. 





WANTED. MANAGER FOR RETAITI. 
HARDWARE STORE. Salary and bonus. Pres- 
ent owner being drafted. Statement of avail- 
ability required. Address Box H-356. care of 
a? A Ace, 100 E. 42nd Street, New York 





METROPOLITAN WHOLESALER. A COM- 
PANY WHO carries big stocks. Want renpre- 
sentatives in Brooklyn, New York City and New- 
ark, N. J. All replies will be held in strict con- 
fidence. Tell all about yourself, experience, etc., 
in first reply. is is a real opportunity for 
the right men. Statement of availability required. 
Address Box H-362. care of Harpware AGE, 
100 E. 42nd Street, New York 17, N. Y 





ATTENTION DEALERS! OUR FORMER 
SALESMEN are now in the Armed Forces and 
because of this we will not have any one calling 
on the trade for the duration. For dependable 
merchandise in demand such as Open-End 
Wrenches, Grease Guns, Grease Fittings, Barrel 
Pumps, Tractor Carburetor, and Magneto Parts, 
etc. Buy Now! All orders directed to Traffic 
Tractor Parts Company, Traffic Station, Box 83, 
Minneapolis, Minnesota, will receive prompt and 
courteous attention. Write immediately for latest 
catalogue. 





A REAL PRODUCING SALESMAN FAMIL- 
IAR with industrial and mill supply trade, 
to represent a world known Chain Hoist, 
in either New York City, Chicago, Cleve- 
land, or Pittsburgh, on salary. Permanent 
position. Statement of availability required. 


Address Box H-355, care of ~wity AGE, 
100 E. 42nd Street, New York 17, N. 











FOR SALE SACRIFICING 500 POUNDS OF 
Brass Name Plate Tape. Can be used in Roover’s 
Name Plate Machine and for many other pur- 
poses. %” in coils 2 pounds up to 5 pounds. 
Make best offer. Peerless Vending Machine 
Company, Dept. HA, 220 West 42nd Street, 
New York, N. Y. Wisconsin 7-8610. 





MANUFACTURER’S REPRESENTATIVE 
WOULD LIKE ONE or two additional lines for 
New England States. Fifteen years’ experience 
with Industrial and Mill Supply trade. Addres- 
Box H-370, care of Harpware Ace, 100 E. 42nu 
Street, New York 17, N. Y 


HARDWARE INSIDE-MAN, EXPERIENCE 
in buying and general routine. Give experience 
and general information with starting salary. 
Good opportunity with expanding concern. State- 
ment of availability required. Integrity Supply, 
Inc., 83 Cliff St.,. New York City. 


FOR SALE. THRIVING HARDWARE 
AND AUTOMOBILE parts business in South- 
western farming town. Established 23 years 
doing $165,000.00 per year. No labor trouble and 
a good climate. Invoice about $20,000.00. Ad- 
dress Box H-357, care of Harpware Ace, 100 
E. 42nd Street, New York 17, N. Y. 





FIRE EXTINGUISHERS are easy to sell 
nowadays. Our popular $3 Dry Chemical unit 
sells wholesale to many types of dealers. Dis- 
tributors or salesmen who carry stock can earn 
substantial income. Liberal discounts. Imme- 
diate shipments. Product established 10 years. 
Many fine testimonials. Write FIRE- KILLER 
MFG. CO., 106 N. Franklin St., Syracuse, N. Y. 





SALESMAN NEW ENGLAND AND 
NORTHERN New York territory. Sell on 
comm. complete line of plumbing and heating to 
hardware stores as side line. Statement of avail- 
ability required. Address Box H-371, care of 
Harpware Ace, 100 E. 42nd Street, New York 
7, B. YF. 


WANTED—POSITION AS MANAGER of 
hardware and furniture store. Prefer Arkansas 
or bordering State. Twenty years’ experience 
and last ten years manager of store now doing 
around $130,000 at handsome profit. Personal 
sales last year $45,000 in addition to buying and 
administrative duties. Good health, good habits, 
and enjoy work. Age 43. If interested and your 
proposition will pay around $6000, write Box 
H-364, care of Harnware Ace, 100 E. 42nd 
Street. New York 17, N. Y¥ 
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KURSH 
PAPER CO. 


610 St. Clair, N.W. 
Cleveland, Ohio 





Get free sample and story at 
no cest. Write today. 


HOUSE NUMBERS 


Show 


$1.00. 


LUMINOUS 
REFLECTING 


addresses clearly night and 
Selling fast everywhere for 


hardware dealers. Two new deals, in- 
eluding full color display card and 
rack, now available to make selling 


Numbers retail at only 10¢ 
Markers with 4 numbers at 








Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 


Auburn, The ( 








rdage City,’ N.Y 





selling wood specialties. 


WRITE TODAY for illustrated price 
list and cireular showing ether fast- 


YEAR’ROUND 
SELLER! 


Installs in garage, base- 
ment, attic or playroom in 
winter — outdoors in sum- 
mer. 

Two saddle-type seats; ex- 
tra-rugged construction of 
hard wood for safety. 
Retails at $9.95 — 
fine profit for you. 
through your jobber. 





at a 
Order 


NOCKONWOOD INDUSTRIES, Ltd., Dept. A, Bloomfield, lowa 





Genuit® DOMES of SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 








Ask your Jobber 


DOMES 
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-10c SET-10c SET SAVE FURNITURE 





& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 





of SILENCE Inc., 35 Pearl St 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


write 


Et 


is fe} suppiiec 









Guaranteed. 4 
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Hacksaws 
Keyhole Saws 
All Other Types 


Handsaws 
Crosscut Saws 









































> INDUSTRIAL MOORE PUSH-PINS 
se A S T E R S * THE PIN WITH THE HANDLE 
@ SPEED UP PRODUCTION * THE HANGER WITH THE TWIST 
@ SAVE MAN-HOURS 
F end eaan sail | Well-known since 1900 for every 
34 @ PROTECT FLOORS pin-up or hang-up need. Two top : 
write for particulars quality products that bring repeat | 
i i DuMiTes Caster CORP. sales and satisfied customers. ja 
—/ Factory A Evansville, Indiana MOORE PUSH-PIN COMPANY - Since 1900 — 
ey yom B h Pp mye 113-25 Berkley Street, Phila. 44, Pa. } 
anne ntario ranches in Principal Cities 
Lilst 
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7 for Safety . Economy - Good Service = gy WELDED AND WELDLESS DR 
2 THE CLEVELAND CHAIN & MFG. CO. SF CLEVELAND, OHIO 





4 Draw People to Your Store—With Good Window Displays 


cil 
9 New goods and seasonable merchandise arranged attractively Hardware Age is constantly striving to help retail hardware 











i. Z BN ot Pe tee P ar os — age od my | — and dealers locate the newest and best merchandise in all lines 
“120 colt oh eau 66 Meagumes Ape. Yas amp Gnaniaaly au to of Hardware. And continually reproducing good window dis- 
“ find something of real interest. Because— plays made by progressive dealers for your help and guidance. 
S HARDWARE AGE, 100 East 42nd Street, New York City 

. 12 
:* 
iz For Better Soldering... feature SOMETHING NEW 


: RUBYFLUID PRODUCTS FOR YOU TO SELL 








3! 
y And enjoy these advantages . . . Fast Acting... Easy to 
32 Use . . . Economical . . . No Discoloration of Metals. . . 
123 No Corrosion . .. No Objectionable MIRRA-MOTH 
118 or Harmful Fumes... Wets ut | 
Freely . . . Produces Strong Joints. Mi IMMUNIZER pel fad 
irra-Moth Immunizer is an amazing discovery of 
Try these quality products soon: Rubyfluid Dr. George Washington Carver, noted scientist. 
Fabrics sprayed with Mirra-Moth are non-eatable 


Liquid and Paste Flux and Ruby's Stainless 

















125 
75 Steel Flux. to moths, silver fish and carpet-beetles. Protects 
75 Ask your jobber or write direct clothing, ass. meneiehesing and — maeion for 
years or for many y cleanings. No storing away; 
RUBY CHEMICAL co. re = meg odorless. Cash in on the profit 
48 possibilities of this unusual product, as did over 
28 58 McDowell St. Columbus, Ohio thousand dealers the first six months it was on the 
72 market. Liberal advertising allowance and sales 
helps. Available in quarts, % gallons and gallons. 
Retails for $1.75, $3.00 and $5.00. Write for 
21 details at once. 
pe MIRRA PRODUCTS DISTRIBUTING CO. 
Pe DEPT. HA MARIETTA, OHIO 
7 
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4 ; ‘ a MANUFACTURERS OF BATHROOM AND KITCHEN 
22 cate iB ACCESSORIES. NOW 100% IN WAR PRODUCTION 
, THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 
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DONALD NELSON ASKS US TO HELP 


Conserve Paper 








e 2 
Use Less Paper Because ont 


Each 500-pound bomb takes 12 pounds got 2 
of paper for rings, tops and bottoms. 


A fiber container for a 75-millimeter shell . 
takes 1.8 pounds of paper board. (9) v 


Each weapon part must be wrapped in 
grease-proof paper and in waterproof 3 
paper. A single shipping case of decon- ant y° 
taminating apparatus requires 273 square pesatt 
feet of waterproof lining paper. : he coo 


All kinds of paper are used by the Army, qa 
from vegetable parchment, .0015 inches pe 
thick, to heavy paper board and wall- 

board. 


All Army clothing and equipment are 
shipped in waterproof paper wrappers. 


Use Less Paper These Ways 


Eliminate double wrappings. 







This advertisement prepared 
under the auspices of the War Adver- 

tising Council in co-operation with the Office 
of War Information and the War Production Board. 


Sales people should be instructed to 
change the familiar: “Would you like 
this wrapped?” a tradition of courteous 
store service, to something like, ‘““Won’t 
you take this unwrapped, the Army needs 
our paper?” 

Group wrapping should be practiced in 
every possible instance. 


Paper bags should be marked: “Handle 
With Care. You Can Use It Again.” 
Same message should be placed on coat, 


suit and other delivery boxes. Let’s All Use Less Paper 
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NATIONAL SCREW OF CLEVELAND 


makes the famous Phillips Recessed Head Screws 
and Bolts designed to eliminate screw driving 
troubles. Ready for your trade at war’s end. 


7 distinct advantages of the Phillips Recessed Head 


1. Self-centering on the driver 


if 
f 
nN 


. Holds driver from slipping 
. Drives faster 
. Eliminates head breakage 


. Frees operator’s hand to hold work 


OO WW PR Ww 


. Makes better appearance — 
prevents marring work 

7. Simplifies hard-to-get-at a tt Or 
jobs 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 
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BOSS BLU-HOT 
Adjustable Wickless 
B-3WS COOK STOVE 


Back of Boss Victory Models is 
the same dependable manufac- 
turing which has made ‘‘BOSS”’ 
the Quality Leader. 














PRIZE WICKLESS 
NEEDLE VALVE P= 2 
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Mad both Tabl 
Made in both Table Mode Jul 


C-29-N Table Model 
C-28-N High Leg Model 
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C-39-N Table Model 


Nationally Farnous For Cooking Efficiency . . 
The Standard Of Value For Over 40 Years. 


RATIONING RESTRICTIONS 


Rationing Certificates are required 
to make shipment of kerosene stoves. 
Same are shipped in order received. 


MODELS SHOWN NOW AVAILABLE 











RANGES « STOVES *« OVENS ° HEATERS 
THE HUENEFELD CO... CINCINNATI, OHIO 











